No Matter How Far Or How Long They Travel 


RAY-O -VAC LEAKPROOFS 
put Fresh 


And Full-Powered To Serve Our Fighting Men 


The patented sealed-in-steel construction of Ray-O-Vac LEAKPROOFS seals the 
power in. It's there when it's needed to power flashlights, bazookas, mine detectors, 
field telephones and hundreds of other instruments of war. That's why millions 
of LEAKPROOFS every week (our entire production) go to all our armed forces. 
LEAKPROOFS will be the batteries our fighters will demand when they come home again. 


FLASHLIGHTS GQQ32 BATTERIES 


RAY-0-VAC COMPANY, MADISON 4, WISCONSIN 
OTHER FACTORIES AT CLINTON, MASS., LANCASTER, OHIO, SIOUX CITY, IOWA, FOND DU LAC, WIS., MILWAUKEE, WIS. 
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TARLINE DAN 
YOUR BARN 


EQUIPMENT 
MAN 
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BARN 
EQUIPMENT 





"STARLIN 


Leaders for over 60 years 





Ma, 


Many Outstanding Barn 


Equipment Features Have « 
Dealers “Look To Starline” for the latest in Barn — geen Originated, Patented 


Equipment — for help in planning remodeling jobs and Perfected FIRST 










and designing new barns — and for the quickest By on pt... 
delivery of available barn equipment. apy eg nd a st 

* wear 
“Time-Tested” is Starline’s long experience in eee oo 
providing dairy farmers with time-saving, labor- aaa "— 
saving, profit-making Barn Equipment. Dealers can war me home 
benefit by using Starline’s “One Source for Complete LITTER CARRIERS = 
Line” of Barn Equipment. Inquire now — to take "way Fons i — 
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STARLINE, INC. Bal = 


HARVARD, ILLINOIS © ALBANY, NEW YORK 
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* THE YALE & TOWNE MANUFACTURING CO., STAMFORD, CONN.,U.S.A. * 





DEALERS JOIN IN 3-PRONGED DRIVE 
TO HELP KEEP HOMES 
WARM, BUT PATRIOTIC 


Now is the time to come to the aid of the homes in your com- 
munity with services, materials and products needed to keep 
these homes efficiently and economically warm during the 
cold months. 





In these days of war, patriotic people 
want to stay at home as much as possible 
after their work and other important 
activities are over. By staying home, 
they save gasolene, oil, tires, general 
wear-and-tear on their cars, money for 
war bonds, and they help to lighten the 
transportation problems, both local and 
national. 

Number one in the hardware dealer’s 
efforts to be of service to the patriotic 
home-stayer is to feature a wide range 
of items that will help establish and 
maintain highest heating efficiency, and 
comfort and health as well. These items 
include such things as insulating and 
weather-stripping materials of all kinds, 
chimney and flue cleaners, coal grates, 
fireplace goods, sprays, vaporizers, hu- 
midifying devices for replacing moisture 
that steam takes out of the air. 

The second way in which a hardware 
dealer can help people live at home and 
love it is by helping them keep their 
homes attractive and livable. This calls 
for handling such items as will enable 
people to “fix up’, repair and redecorate 


their homes, items such as work clothes, 
aprons, brushes, paints and specialties, 
bathroom and plumbing accessories, 
floor coverings, mirrors, finished and 
unfinished tables and chairs. 

A third service is to provide things 
for at-home,entertainmment — such items 
as cards, card tables, games, prizes, and 
refreshment equipment such as dishes, 
glasses, doilies, decorated sets. Phono- 


graph records are also excellent things 
to carry, wherever practical, for they are 
needed for home parties and quiet 
evenings with the family circle . . . and 
are fine mediums for bringing the 
“younger set” into your store. 

Here is a hint for all-year-round busi- 
ness: don’t forget the babies and school 
children of your community. For the 
babies, handle, if possible, bassinets, 
beds, bottles, bottle sterilizers and 
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warmers, cribs, high chairs, ete. For the 
school children: bags, lunch kits, pencils, 
paper. 

A word of caution: Do not stock up on 
products for which there will be small 
markets after the war, but DO make an 
effort to get as many of the needed items 
for fall and winter —now. 
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Christmas 
Is Coming! 


It is a wise thing for dealers to offer 
their respective communities a wide 
selection of Christmas gifts — as soon as 
possible. Our government will soon 
urge everyone to get Christmas gifts 
for members of the Armed Forces in 
the mail at least two months before 
Christmas. 
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This Yale & 
Towne adver- 
tisement — in 
color — in the 
Oct. 28 issue of 
the SATUR- 
DAY EVEN 
ING POST. 








Single copies, 35¢ each. Vol. 154, No. 1 





Hardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as second-class matter March 24, 1933, at the Post Office at Philadelphia under the Act of 
March 3, 1879 ( Printed in U. S. A.) $1.00 per year. N 0. 
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LIGHTNINGPAK HEAT PAD 


---- the ideal Christmas Gift 


0» Yous 


TIE-IN WITH 
LIGHTNINGPAK’S ALL-WINTER 
NATIONAL ADVERTISING 

IN COLLIER’S 





Lightningpak —convenient, quick, efficient 
—is the ideal gift for every member of the 
family, for travelers, for men and women in 
service. Everyone likes Lightningpak, the 
handy heat pad that leaps to 160° and gives 
8 hours of comforting warmth every time 
you add 2 tablespoons of water .. . clever 
Lightningpak cartoon ads appear regular- 


ly in COLLIER’S great national weekly. 







ATTRACTIVE 
COUNTER CARTONS 






Tie-in with them! Display Lightningpak 
prominently on your counters, in your win- 
dows. Use free salesmaking advertisements 
from Lightningpak’s new Mat Service Book. 


Use Lightningpak promotion citculars. Begin 


selling Lightningpak for Christmas now! 


And remember: It’s easy to build digger unit 
sales by suggesting that customers include 
extra refills with their Lightningpak gifts. 
Lightningpak, Newton 58, Mass. 


BUY THROUGH YOUR LOCAL JOBBER 


IN WESTERN STATES: 


















RETAILER'S PRICE 


$8.00 per dozen 
(Minimum Retail $1.00) 


Refills $3.60 per dozen 


RETAILER'S PRICE 
$9.00 per dozen 
(Minimum Retail $1.25) 

Refills $4.32 per dozen 
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Feature ... 
LUND WINTER SPORTS EQUIPMENT 
















Leading jobbers everywhere carry the popular Lund 


line . . . the only complete jobber line of truly fine skis, snowshoes, a 


yr. A 
toboggans, hockey sticks, and accessories. Most jobbers still LIZ y 
have the complete line in spite of the large proportion Z 
of our production which is going to the armed forces. 
See your jobber now . . . remember, you can still 
aggressively sell the Lund line and earn steady, 


substantial profits. 


Cc. A. LUND Company 


24 MAIN ST., HASTINGS, MINN., LACONIA, N.H. 
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|. PRUE... 
ACCURATE... 





Sales Division 
DE LUXE CLOCK & MFG. CO., Inc. 











Lux CLOCK MFG. CO., INc., WATERBURY, CONN. 





Each instrument 

of war made by 
yux 

for Uncle Sam, 

its sole customer — 
must be Accurate... 
Dependable... 


True. 


In the post war era 
of tomorrow 


each clock 


- bearing the name 


gUux 

will be 
Accurate... 
Dependable.. 


True. 
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BUY MORE WAR BONDS 


me 
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Louis 16, Mo. 
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uA COMPLETE LINE! 


EXPERIENCE! 


KEEP ON BUYING 
WAR BONDS 















THE BRICKS 


+ am true power of 
America is not, as our 
enemies thought, in our great 
factories, Our natural resources 
...it is in the know-how to 
meet new situations in new 
ways... summed up in a phrase 
known throughout the entire 


world — “Yankee Ingenuity!” 





ANKOSEAL multi-conductor 
insulated cables are among the 
most promising of Ansonia 
war-proven developments. If 
you have, or expect to have, 
a use for electrical cables— 


CHECK ANKOSEAL! 











. i eer. 


ARE OLD... 


At Ansonia, for example, war 
found us with no experience 
in making cables of the exact 
type required by the Army and 
Navy, with their unique speci- 
fications. Yet we have produced 
them in staggering quantities 
—which, like their exact 
nature and use, must remain 
secret. But we can say that re- 







quirements were not only met 
but that one new and particu- 
larly vital kind of cable was first 
produced here at Ansonia— 
in an old brick building typical 
of the Naugatuck Valley. This 
type of thinking and action 
continues to be available to our 
forward-looking government 
in war, to industry in peace. 


THE ANSONIA ELECTRICAL COMPANY 


Specializing. in “Ankoseal” a Thermoplastic Insulation 
ANSONIA * CONNECTICUT 





A Wholly-Owned Subsidiary of 


a. 


NOMA ELECTRIC CORPORATION 


GENERAL OFFICES » NEW YORK, N. Y. 


—In peacetime makers of the famous Noma Lights—the greatest name in decorative 
lighting. Now, manufacturers of fixed mica dielectric capacitors and other radio, radar 
and electronic equipment. 
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GOLD STANDARD! Silex reigns supreme in the 
coffee-maker field—setting the standard against 
which all coffee-makers are judged. 


YOUR GOLD STAKE is secure with Silex. Silex 
increases the dealer’s reputation for carrying top 
brands in every line. 


GOLDEN REPUTATION! Customers refuse to 
accept the phrase: “‘just as good as Silex.’”’ Millions 
already know that Silex stands for full-flavored, 
clear coffee. Advertising teaches millions more 
that only a genuine Silex has the patented 
FLAVOR-GUARD filter! 


GOLDEN FLOW of profits! Silex turnover keeps 
profits flowing in steadily, keeps your inventory 
in good shape. 

NEW VEINS OF GOLD are being opened for you. 


Many important coffee-maker developments will 
be ready for peacetime production. The Silex 


Silex is Golden 


Automatic Electric Steam Iron i is being publicized 
to millions now! 


GOLDEN GIRL! Meet Sally Silex. Your cus- 
tomers are meeting her in 180,000,000 magazine 
copies in the biggest, most impressive national 
advertising campaign in coffee-maker ‘history. 
Sally’s friendly smile accompanies 
intimate advice about. the mouth- 
watering goodness of Silex-brewed 
coffee. Readers have learned to trust 
her and they’re learning too that 
“Only Silex can make Silex coffee!’’ 


ILEX 


Creators of the Glass Coffee Maker Industry 







THE SILEX COMPANY - HARTFORD 1, CONN. - ST. JONNS, P.@., CANADA... Creators of the Glass Coffee Maker Industry 











reer 
oe 


ree ST me 
= 
és - 


eae & 


ie 


Advertised in 


Agricultural Leaders’ Digest 


The Alaska Sportsman 
Copper's Former 
Country Gentleman 
Farm and Ranch 

The Former 

Form Journal 
Fur-Fish-Game 

Hunting & Fishing 
National 4-H Club News 
New England Homestead 
Ohio Farmer 


Outdoorsman 
Pennsylvania Farmer 
Prairie Farmer 
Progressive Farmer 
Rural New Yorker 
Southern Planter 
Successful Farming 
Trappers World 
Western Farm Life 
Western Live Stock 
Western Livestock Journal 


Wisconsin Agriculturist & Farmer 


(YOU Can!) 


CTOR No. 1VG (Stop Loss) and Victor No. t 
uskrat Traps are sold through consistent advertis- 
n the nation’s leading farm and outdoor publica- 
The total monthly circulation of the publications 
is 10,833,132. 
se advertisements are signed by the Animal 
ompany of America... but they’re your adver- 
share of those 10,833,132 readers are logical 
ts for your store. Victor advertising has 
ed their desire for Victor Muskrat Traps. Let 
ow where they can buy... give Victors a fair 
display. 
nds of merchants have made worthwhile 
m Victor Traps. They’re easy to sell because 
dely known as the traps that are “sure to go 
© hold”... just show customers you have 
sell your traps NOW ... all signs indicate 
brtage is ending! 


AL TRA COMPANY OF AMERICA ‘P= LITITZ, PA. 
a) 
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QUALITY 


Feature the Northland line of winter sports 
equipment . . . the best-known dealer line, and 
the finest! 


By identifying yourself with Northland you can 
develop substantial business and a real following 
to make your store winter sports headquarters 
in your locality. 

The Northland line includes skis, and all that 
the skiing enthusiast needs . . . bindings, poles, 
waxes, and other accessories. There are snow- 
shoes, toboggans, and hockey sticks. And because 
of Northland’s reputation for quality, and the 
heavy impact of its advertising, each item has 
ready acceptance... which means steady, profit- 
able business for you. 


Heading the Parade... 4 TA 
Laminated Skis J /, 
by NORTHLAND! 


Laminated hickory skis are available 

in both the Hannes Schneider and Northland models 
. . Our proudest achievement in more than 30 

years of manufacturing fine skis. 


NORTHLAND SKI 


MANUFACTURING COMPANY 


"World's Largest Ski Manufacturer” 
30 Merriam Park « St. Paul 4, Minn. 
Laconia, N. H. 
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Will it work? Will it last? ls it 
authentic? Can I safely recom- 
mend and sell it? 

These questions, always of 
prime importance, will acquire 
even more significance in the 
post-war period when new de- 


signs, new materials, new 
techniques may be heavily 
publicized. 


P. & F. Corbin 


In builders’ hardware these 
questions can be easily ans- 
wered in the affirmative when 
Corbin is sold. 

The wide range of Corbin 


installations . . . from monu- 


mental buildings to modest 
homes .. . attest to thorough 
dependability of product that 
words alone can never convey. 


HARDWARE AGE 








Ai PTE REA SEDER DNR 





tapas SORE. 















« 
; 
4 
iy 


HE return from war to peace production 
by Sprayit and Elsco will be News... Head- 


lines will be made when our post-war products 
are announced. 

These new and improved products will be 
the finest ever offered...They will have new and 
more appealing appearance...They will have 
increased efficiency...They will be manufac- 
tured from the finest basic materials, by highly 
skilled hands, in a most modern, mass pro- 
duction plant...They will have value beyond 
anything yet available. 
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Sprayit will offer an outstanding new line 
of spraying equipment, air compressors, spray 
guns, insecticide sprayers, air tools, sanders, 
and allied finishing equipment. 

Elsco will produce a fine line of electric 
motors, generators, hydraulic cylinders, valves, 
pumps and controls for aircraft, automotive and 
other industrial applications. . 

Civilian production wheels will be set in 
motion just as soon as present restrictions per- 
mit. Meantime, our organization, while work- 
ing for war, prepares for peace. 








Modernize 
with 


STANLEY 
HARDWARE 


Hundreds of owners of war-worn 
homes in the average community are 
ready to start repairs and improve- 
ments. They’ Il need your experienced 
advice on many a building question. 
And they’ll need the right kind of 
hardware — Stanley Hardware. 

The Stanley line is so broad in va- 
riety and so dependable in quality 
that you can satisfy every customer. 
Be ready with a complete stock for 
their homes and your profit. The 


Stanley Works, New Britain, Conn. 
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MANUFACTURERS OF 


CAP & SET SCREWS - CONNECTING ROD BOLTS 
SPECIAL ALLOY STEEL SCREWS 
HARDENED AND GROUND BOLTS 
FERRY PATENTED ACORN NUTS 


EXCLUSIVE MANUFACTURERS 


AMBRICAS BEST LOOKING CaP SCREW 


OPFICE & WORKS 
2151 SCRANTON RD. 


CLEVELAND, OnNI10. 13 


November 1, 1944 


Friends: 


As I contact buyers and users of Ferry products, I have the opportunity 
of thanking them for the business they have given us. 


But, there are many of you whom I unfortunately never do get to see, so 
in this war period, to you and all the rest, I am writing this letter in 
appreciation. e 


Your confidence in the distribution of SHINYHEADS and other 
Ferry items as expressed by an increasingly large volume of 
orders, is an inspiration--an inspiration to our workmen to 
continue to put.their very best in accuracy, workmanship and 
finish into our fine SHINYHEAD line of Full Finished Hexagon 
Head Cap Screws. Every day throughout the war period we have 
maintained our usual high standard of quality which has made 
SHINYHEADS--America's Best Looking Cap Screw. 


For 37 years we have pioneered and specialized in this field. 
We look forward to serving you during the post-war period, 
giving you and your customers the benefit of our years of ex- 
perience in satisfying Ferry product users--the workmen of 
American Industry in the shops of your customers, 


We trust to continue to merit your confidence in the fullest 
measure, 


Yours for Victory, 


THE FERRY CAP & SET SCREW CO. 


H. D. North 
President 





Af THE AMERICAN SUPPLY & MACHINERY MANUFACTURERS’ ASSOCIATION. 
ER OF THE AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION. 


NOVEMBER 9, 1944 





< 
w, 


 -- é 
av —s % : 
aay | ee — AE mt 
M7) Jibs <7 < 


_ Ay 7° ae 


—_- 


How the Same Skills Used in Making Saws 
HELP PROTECT OUR FIGHTERS 


The highly mobile vehicles shown here helped pave 
the way for our victorious drives all over the world. 
The manufacture of life-saving armor plate for these 


and other weapons was one of the major tasks 
assigned to Atkins early in this war. 


This is another of the reasons why Atkins has not always 
been able to supply all the saws your trade demanded. 
eed and mobility: But the time is not too far away when the-special 
ious rank compning ATEDOWSL Vad by ATKINS skills and wide experience in heat treating and fab- 
” agphibiov Uses ormor P 
The “Water ag or’ eachinery Corp. 
Made by Foo 


ricating metals will be available again for the sole 
production of civilian goods... 


when you will once more be 
able to satisfy every Atkins ms = 2 
enthusiast with the “Silver i wee fn mnnaineer 
Steel” saw of his choice. wore leading to tment 
E. C. ATKINS AND COMPANY 
410 S. WMlino.s St., in. lanapolis 3, a4. 


Agents or Dealers in All Principal 
Cities the World Over 


aes 


an ij 
an import . 
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; : «nal Harvester Co. sao 
iage, made by Intele oo on equipped with Atki 
17 multiple Motor Corel ge military env 
pty by Atkins. Oneene- Mon Crosscut Sows- 
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Quality-Comes FIRST 
PLUMB 
is FIRST in Quality 
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ow is the first of 
A SPECIAL MESSAGE 10 See otew 5 oe 
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ign to capitalize on the enthusiastic interest in them, 
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Nylon, already a famous name in 
many fields, is making big news 
| in the painting world. Tapered 
paintbrush bristles of long-wear- 
ing Du Pont nylon are proving in 
actual service tests that they out- 
wear natural bristles three to one. 





Painters say, “0. K.” 
after extensive tests 


Nylon-bristled brushes are at 
present restricted to use by the 
government. However, with per- 
mission of the War Production 
Board a limited quantity of nylon- 
bristled brushes were sent to 
prominent painters from coast to 
coast for test purposes. Thousands 
of square feet of all types of sur- 
faces were covered and hundreds 
of man-hours were involved in 
making the tests. Typical com- 
ments were: “‘Performance O.K.”’ 
| “‘Wonderful wear.’”’ ‘““The longer 


18 


Plan now to cas 









you use them the better they get.” 
“‘Best all-round brush we’ve ever 
used.” 


But government still gets all 
nylon bristles 


Today the entire production of 
Du Pont nylon bristles is allocated 
for Uncle Sam’s use. Not until 
production exceeds government 
needs and there is a reserve for 
war purposes will nylon-bristled 
brushes be made available for 
civilian use. When they are, how- 
ever, you'll find their durability 
and working qualities excellent. 


DU PONT NYLON BRISTLES 


“A 


a series of advertisements 
and with a hard-hitting 
st-war demand is now 
h in on this demand. 


n-bristled brushes, 
a large po 








More news coming about 


To tell you more about how nylon- 
bristled brushes stand up under 
the severest working conditions, 
the stories that follow in this series 
will bring you direct from master 
painters and individual paint- 
brush users facts about durabil- 
ity, working qualities, etc. Even 
though these brushes are not ready 
for civilian painter use, we want 
you to become acquainted with 
their unusual advantages. E. I. 
du Pont de Nemours & Co. (Inc.), 
Plastics Dept., Arlington, N. J. 





Slim Bristle says: 





“When available... 
Look for the brush 
with the word 
NYLON on it. 


It’s your guorantee of bristling 
with better service!” 
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More graphically than words, this photograph 
tells the facts . . . facts vitally important to paint 
dealers. 

These five test panels were painted with alumi- 
num paints that were identical in every respect 
except the purity of the metal from which the 
pigment was made. Flake size was the same. 
Vehicle the same. 

Panel No. 1225 was painted with Standard 
Alcoa Albron Paste No. 205, made from 99+% 
pure aluminum. Panel No. 1226, with pigment 
made from 95% aluminum. Panel No. 1227, 
from 91% aluminum. 
Panel No. 1228, from 
90% aluminum. Panel 
No. 1229, from 87% 
aluminum. 

You see what hap- 
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MADE UNDER PATENTS 





exposure at New Kensington, Pa., Panel No. 1225, 
painted with Standard Alcoa Albron, retained 
excellent color and showed no failure. All of the 
panels painted with low-grade aluminum pigments 
darkened and rusted. Those painted with the pig- 
ments made of the two lowest purity metals were 
covered with rust over almost the entire surface, 
as shown by the dark areas in the photograph. 

Clear proof, this, that high-grade aluminum is 
vitally important for making-good aluminum pig- 
ment, especially if it is to be used on weather- 
exposed surfaces. 

WARNINC! Steer clear of low-purity aluminum 
pigment. Stock Alcoa Albron Pigment. Also make 
sure that’s what you get in your aluminum paints. 
Alcoa Albron is made from 99+ % pure aluminum 
and is not going to let you down. ALUMINUM 
Company oF America, 1984 Gulf Building, 
Pittsburgh 19, Pennsylvania. 















OF METALS DISINTEGRATING COMPANY, INC. 














Lifting a Couple of City Blocks! 


The “New Haven” plant covers the space of approxi- 
mately two city blocks. When war came, this gigan- 
tic property was literally lifted from its peace-time 
setting. Civilian production was discontinued 
completely. 
During all the war years, however, postwar 
sales plans have had careful, systematic 
attention. Thanks to hard, unceasing 
work in the plants of the allied nations, 
ce ; and the driving will of the armed 
‘ e—_.__‘\_ forces, Victory is now definitely 
vn h--- ie x assured. When i it is fully realized, 
i ® the “New Haven” plant will be 
= returned to its peace-time foun- 
dations. Then our salesmen 
will again be abroad in the land and a new line of 
New Haven Timepieces — famous since 1817 — will 
be available to our dealers and jobbers. 


THE NEW HAVEN CLOCK CO. 


NEW HAVEN, CONN.—FINE TIMEPIECES SINCE 1817 
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Automatically adjusts itself for 
any gop up te one inch—even 


on warped or poorly cut doors 
or on slanting or uneven floors. 






Now — °27 Live-Wire JoBBers READY 
To Give You ImmepIATE DELIVERY! 


NO PRIORITY NEEDED — NO RESTRICTION ON VOLUME 


No excuse now for not being able to supply customer demands for this sen- 
sationally successful specialty. And don’t overlook this: The WPB ruling on 
THERMAL-GUARDS p’us the Government's big FUEL SAVING CAMPAIGN 
will triple THERMAL-GUARD retail sales (and profits for you!) this season. 
Place your order now. 


THERMAL-GUARDS ARE "AUTOMATIC WEATHER STRIPPING” 
FOR ALL INSIDE AND OUTSIDE DOORS. 

















Agsorted Package of 20 Guards—10 


STOPS DRAFTS SAVES FUEL righthand and 10 lefthand. Includes 
' — 8-30” — 8-32” — 4-36”. Will fit all S 1:49 
and $1.69 


doors from 25%” to 36”. 


Costs You Sells for 
een) FREE ADV 
age ie $20.52 $30.60 MATS & aibeetins 
DO 0 R BOTTO M Attractive Counter Demonstrator 
With Mounted Guard—showing auto- 
matic action—$1 extra. Cut Shows Mounted 









_ DEMONSTRATOR 


ORDER THROUGH ANY OF THESE JOBBERS 


* Jobbers in other areas are invited to correspond and profit by our National Advertising Plans. 
New Haven, Conn. .... Page Steel & Flagg Co. Wew York, N. Y. ........Friedstrass Co. 


Wilmington, Del. ....... Delaware Hardware Co. Uticn, MW. Vu coer ccceee Roberts Hardware Co. 
Washington, D. C. .......May Hardware Co. Watertown, N. Y. ....... Thomas H. Bradley Co. 
Chicago, i111. ...........Hibbard, Spencer Bartlett Co. Watertown, N.Y. .......W. W Conde Hardware Co. 
NE errr Roberts Sash & Door Co. Cleveland, Ohio ......... The Geo. Worthington Co. 
s _"  “Peeeear Bostwi'k Bra Lo. 
Fort Wayne, Ind. .......Wayne Hardware Co. 
4 Allentown, Pa. .........C. ¥. Schelly Bros., Inc. 
Baitimere, Md. ......... Dealers Warehouse ouey Co. Philadelphia, Pa. ....... Frank'in Hardware & Surply Co. 
gg bien 2 2b gay Phitade’phia, Pa. ..-.-.-E. J. McAleer & Co., Inc Mied. by 
, B cesccccce TM Bays Philade'phia, Pa. ....... dw. K. Tryon Co. 
Detroit, Mich. ......... Geo. C. Wetherbee & Co. aan  .. Re THERMAL CO. 
Gloucester, W. J. .......Jd. R. Quigley Co. Pittsburgh, Pa. ........ Iron City Sash & Door Co. 45 W. Durham St. 
Newark, W. J. .......... John Giesinger Corp. DECIDE, adéctpasues Stechier Hardware Co. Philadelphia 19, Pa. 


Ce, ©. & ..ccccccces Service Sales, Inc. WE TU eicccccecsces Fulton, Mehring & Hauser 
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GENUINE ‘Amerock CABINET HARDWARE 


SEND COUPON TODAY FOR COMPLETE DETAILS ON NEW COLOR 
TRIM PULLS AND KNOBS AND OTHER ITEMS IN PRODUCTION 


Generous room for fingers , 
No. C315 PULL— Actual Size 

Retail Value 15¢ each No. C557 KNOB— Actual Size 
Retail Value 10¢ each 


New Color Trim 


(is ; FS \ PULLS and KNOBS 


IVORY GREEN BLUE RED BLACK 


Black Line White Line White Line White Line White Line 









Regulations now permit us to resume production 
on Color Trim Pulls and Knobs and also several 
other items in steel. Send coupon for full details ! 


New Color Trim Pulls have generous room for 
fingers — sweeping streamline design. Cannot 
break or warp because of heavy reinforced steel 
construction. Screws can be tightened securely 
with no danger of stripping threads. 


New Liquid Plastic Colors are baked on for per- 
manent beauty. Washable—will not fade, tarnish 
or chip—and not affected by heat or cold. 


$150 Worth of HARDWARE 


FOR RESALE PACKED WITH EACH DISPLAY 


Each Display packed with 1% doz. Pulls and % doz. Knobs 
(Red) having total Resale Value of $1.50. Cost to dealer 
complete—$1.50. Sale of Extra Hardware returns full invest- 
ment, so “Color Trim” Display is actually yours without cost. 
Ask your jobber for details or send coupon today. 


Sold Through Leading Jobbers 


AMERICAN CABINET HARDWARE CORP. 














AMERICAN CABINET HARDWARE CORP., De a. -3 

Rockford, Hlinols 
Please send me the full details regarding Amerock Hand 
eiper BOS tee epee - 4 


ee eee 


SEND COUPON NOW 


for latest information on 


AMEROCK CABINET HARDWARE 
Now Available 
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This advertise- 
ment appears 
in leading weeklies, 
monthlies and 
women’s maga- 
zines during Nov- 
ember and December. 


It’s over two years since the last Hoover Cleaner was 
made. That’s a long time for any product in any market 

even a Hoover, that has a two-to-one preference 
among women over any other cleaner. 

The next best good-will-keeper to selling new Hoovers 
is servicing Hoovers in the hands of users to maintain 
the Hoover good name. 

Hoover is making a selling tool of service to keep new 
Hoovers the most wanted brand of cleaners. 

Hoover offers genuine service at a stated price . . . fea- 
tures Hoover service in national advertising . . . maintains 
a dependable service system in important points across the 
nation, with an added dealer service-franchise system for 
smaller communities. 

Selling-with-service is the kind of selling that will 
make the new Hoovers to come move even faster than 
the millions of Hoovers that have preceded them. 


The H OOVE R eo 


REG, U.S. PAT. OFF. 
1T BEATS ...AS IT SWEEPS... AS IT CLEANS 
The Army-Navy 
THE HOOVER COMPANY  ‘Fracerdroaeat 
North Canton, Ohio eskiecenens te He 
Canada: Hamilton, Ontario oad ane be 
England: Perivale, Greenford, Middlesex ment. 
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Record Breaking Orders | 
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In the New 
RED PLASTIC 






Listed and Approved 
by Underwriters’ Lab. 
Ine. 







Submitted to Electrical 
Testing Laboratories, 
dnc., for certification. 










2200443-2228210 





Pat. Nos. 


Locks Out . . . Resets AUTOMATICALLY 


1 Positively cuts out deactivated, flickering, blinking 
lamps. 

Q When trouble is detected the starter automatically 
cuts off current to the ballast and lamp. 

3 Gives long life ta ballast because defective lamp is 
locked out. Prevents overheating. 

4 When Lloyd AUTOMATIC locks out defective lamp 
—turn off the current—Remove defective lamp—Put 
in a new lamp. 

Allow at least one minute to make the above change 
of lamps. Turn on the current. The starter auto- 
matically lights the new lamp. 

NO NEED TO DO ANYTHING TO THE STARTER 

5 Lloyd NEW PLASTIC CAN has higher. dielectric 
strength, is stronger, lighter distinctive. 

6 Knurled rim on plastic can insures positive grip for 
insertion and removal of starter. 

7 Plastic can is sealed. No projecting lugs to cause 
trouble. 

@ The life of the AUTOMATIC starter is many times 
greater than that of the average lamp. 

9 It saves maintenance costs and power consumption, 
protects and insures longer life to the ballast and 
lamp. 

10 Tested in production and prior to shipment to insure 
perfect performance. 


LLOYD PRODUCTS COMPANY 
Dept. HA-11 Providence 5, R. I. 


Representatives in 28 Leading Cities. Export Office 13 E. 40th 8t., 
N.Y.C. 
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i. When you sell HOLTITE Screws, Bolts and Nuts, you are sup- 
0 plying your customers with the same quality fastenings that have 
” served in every theatre of war throughout the world, on land, on 
_ sea and in the air. From the battle of the Coral Sea, through the 


: _ invasion of France, HOLTITE fastenings have been a vital part 


Ge Meeting rigid government specifications these rugged, pre- 
~~ gisionemade screws, bolts, nuts and allied fastenings are standard 
he items i in the extensive HOLTITE line . . . the same dependable | 


~. standard products available for your trade. You can assure your 
customers that HOLTITE fastenings will give them the same fault- 
less performance they have given in the vital assemblies of every 
war-weapon, from jeeps to battleships to bombers. 


These quality fastenings are 
packaged in attractive, stur- 
dy boxes with shelf-legible 
labels containing complete 
information of contents . 
color-coded for quick iden- 
tification and time-saving 
inventory taking 


H OLTITE 
Phillips 
SCREWSand BOLTS 
Stock HOLTITE - Phillips, Re- 

cessed Hea ad bons 


screws - 
for your wel work shop hes 
and for replacement in prac- 
ay all home appliances 
and ee 


emeuue, All sizes, head 
and finishes from which to <— 


your requirements. 

_ Wortime conservation makes it im- 
possible to send catalog unless re- 
quested on company letterhead. 


ete SCREW CO. sii! 
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ANWITTED ALL-METAL 


LIBERTY — the mame to remember in POT 

CLEANERS. Women everywhere call for Lib- 
erty by name. It’s the big turn-over kitchen neces- 
sity that you should get on your counters now. 


THE ALL METAL KNITTED POT CLEANER 
Knitted of galvanized flattened wire now—they’ll come in pure 
copper when again available. Liberty POT CLEANERS are 
rust-proof for durability. Clean rinsing for service. Long lasting 


for value. l, 
TO RETAIL AT 10c y 


Keep your eye on “Liberty” national advertising. An all-American audience over 
50,000,000 strong is feeling the impact of the Liberty sales message. They are 
your customers. 


LETRAW MFG. CO. Zhicaco, minors | Mm 


ays is the proved, most effective, labor-saving ¥ way to rid 
livestock of grubs, wolves or warbles, lice, flies, scab, skin 
diseases, etc. Saves hides! Saves fences! Saves labor! Is 
always on the job. Allows livestock to treat themselves 
when and as needed. Used by leading livestock producers 
and feeders everywhere! 


Aduertisedin act. tHe BO eww ee 


LEADING LIVESTOCK PUBLICATIONS [hen aemm Mize 7: 


As a result of intensive national advertising Sabibtance that it SeMMily ecile be teall. But 
continuously for more than 2 years... ich was the case with Automati Curry r 
there’s a ready-made demand for Automatic Ge ae oo - eae, can 
Currying and Dipping Machines in your ter- - ve s ee ee 
ritory! “DEALER FRANCHISE PLAN 
Write Today For DESCRIPTIVE FOLDER and Ds your oor NOW FOR ae TIME! 
DEALER FRANCHISE PLAN " int cite tat ios aia ae aon 0! 
° EQUIPMENT. MFG. CO. perr. +0¢ plent atin PROPOSITION on Write for 


today 
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~ Fast-Selling Full Line 
of Gas Pressure Appliances 
Wn 


When Uncle Sam Flashes the Green Light that lifts restrictions 
on materials, Coleman will immediately start manufacturing 
and delivering these popular gas pressure products. 








War production for victory has not required radical alteration 
of our factories. During our all-out war activities, great quan- 
tities of Coleman products have continued to be produced for 
For Outstanding the armed forces. The urgency of the times has also brought 
Achievement . ‘ 
\\\\\ the development of new, amazingly efficient gas pressure prod- 
ucts that will boost dealer’s sales to a new high! 


* Limited quantities of some Coleman Appliances will 
be in production soon and will be ready for essential users 
in the very near future. Keep in touch with your jobber. 


“Keep ’Em Working” Sveplving Coleman 


parts and repairs for _ 
your customers’ Lamps, Lanterns, Irons and Stoves 
is a real war-time service. Besides making immedi- 
ate sales, you are building goodwill and good busi- 


¥ & 
ness for the future. Order parts from your jobber. 


Flood! aor 
a THE COLEMAN LAMP AND STOVE COMPANY 
{ ea Wichita Chicago Philadelphia Los Angeles 
(T-664) 





‘ Coleman Cabin and 
Trailer Stoves 


Self-Heating Irons i on sip eks aia ©: <2 Coleman Portoble-Stoves 


PE RNS IIE EBS, thle 5 
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Here's a candle that brings you 
quick profits—-repeat sales! Be- 
cause more and more, your cus- 
tomers insist on this 


recognized quality candle 
















Tie-In Now for Extra Profits 


+ « » Order the Taperlite Introductory 
Assortment 1,000 containing: 










Nationally Advertised 
Right Now In Leading Magazines 






8 doz. 10” Taperlites to retail at 15c a pair 
8 doz. 15” Taperlites to retail at 20c a pair 
TOTAL RETAIL VALUE.......................0..... $16.80 
COST TO DEALER 
DEALER'S PROF'IT.............. 


Standard Color Arrangement—2 doz. White; 1 doz. 
Old Ivory; 1 doz. Blue; 2 doz. Red; 1 doz. Foliage 
Green; 1 doz. Yellow. Other colors available if de- 
sired: Cream, Pink, Dark Blue, Apple Green, Sun- 
shine Yellow, Peach. 






Will & Baumer’s extensive national advertising 
builds sales volume for you in 2 ways: 





] Your customers learn that Taperlite’s Patented 

* Firm-Fit end prevents tipping and dripping. (The 

only popular-priced hand-dipped candle with this 
important feature.) 










2 And, they learn how to use more candles oftener 
* through a new booklet, “Guide to Lovelier Table 
Settings,”’ offered free in every ad. 














Get pw Taperlite Assortment direct from your 
Wholesaler today. If he can't supply you. mail 
our check for $10.00 direct—terms: 2% F.O.B. 
‘actory, Syracuse 1, N. Y. 


WILL & BAUMER CANDLE CO., INC. 
Established 1855 


Fancy Candle Sales Office: 
15 East 32nd St., New York, N. Y. 
Factory and Genere! Offices: Syracuse, N. Y. 
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America’s Complete Quality Line! 


Yes—the sales field for DEMPSTER Water Supply Equipment 
is wide and fertile. The market is practically everywhere. Sales and i 
profit opportunities after Victory Day loom larger than in all the i 
66 years of DEMPSTER history. People have the money... they ' 
have the need for DEMPSTER Equipment. And right now is the 
time to plan for these extraordinary sales opportunities. 
















Write for Franchise —aichough we cannot now guar- 


antee prompt deliveries of Dempster equipment due to govern- 






Ps mental restrictions—we hope within the near future to be able to / Pumps, C 
“a ei do so. If you handle water supplies you will want the COMPLETE i . [ 
i. ieee aoe y pplies y tee Ae 
' mo et bh QUALITY LINE... Dempster. Write now for particulars — the Steel and Wood Tanks, 
Ce agen? franchise for your territory may be available. . . Water Supply Equipme 
and well! Pipe, Fittings; Vales. 


DEMPSTER MILL MFG. CO., Beatrice, Nebr. 
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EXTRA PROFITS 





. e- 
jun- 





3 cans FR E id with every 2 doz. you buy of 


ECONOMY PLUMBER DRAIN PIPE CLEANER 


An EXTRA BONUS for you if you ACT FAST! 


our 
nail 
).B. 





This Deal positively expires Dec. 1, 1944 















This is what you get: YOUR PRICE O 


2 doz. cans ECONOMY PLUMBER DRAIN PIPE CLEANER Retail Value $6.00 
ia FREE — 3 25¢ cans Retail Value 75 





Total Retail Value $6.75 


ECONOMY PLUMBER DRAIN PIPE CLEANER i: shattering records in the hardware 

field. Powerful radio campaigns are telling the Housewives of America about this quick- 
™~ acting drain pipe cleaner which has NO OFFENSIVE FUMES—NO ODORS! The result is 
\ that we are being swamped with orders, orders, and more orders! It looks like we've 
started a gold rush! . 


You still have time to take advantage of this generous FREE GOODS OFFER—but you 
must act at once. Pick up your telephone and call your Jobber now. 
TIME and If for some reason he doesn't handle the ECONOMY line, let us know 
| FREE GOODS promptly and we will see that you are supplied. 


RADIO FREE HOME 





wait for no DEALER! America's best known Home Economics Ex- R E PA i R D j G ESTS 
AY Fos” ond teich Kenny on WENE, Ching, 
TODAY! telling thousands of customers to buy 











“It's Fun to Fix it Yourself", a 16-page booklet crammed 
full of interesting, easy-to-understand information. Give 
‘em away FREE. 





ECONOMY PLUMBER DRAIN PIPE CLEANER 
in their local hardware stores. 


FREE BUSINESS BUILDING NEWSPAPER MATS FOR LOCAL ADVERTISING TIEUPS! 


tHe ECONOMY PLUMBER co. 


HOME OFFICE: 39 LISPENARD STREET, NEW YORK 13, N. Y. 


Chicago Office: 
6941 S. Merrill Avenue 


















Los Angeles Office: 


7-5 939 W. Sixth Street 
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@ Sanette kitchen 
cans have the qual- 
ity, finish and ap- 
pearance that will 
make many friends 
among your custo- 


ette national adver- = SS 
tising has been a » < Vz ¥ 


maintained ... to 
HOUSEWARES 

























provide a larger 
Sanette market 
when these quality 
kitchen cans are 
again available. 


* 










One of America’s best-known housewares 
lines: dripless servers, nut meat choppers’, 
condiment sets, salt and pepper shakers, onion 
choppers*, jar wrenches*, clothes sprayers*, 
sugar servers, etc. 


(*Not now available.) 


TO OUR CUSTOMERS 


We are doing our best to keep FEDERAL PRACTICAL 
HOUSEWARES moving to you . . . despite curtailed 
production caused by critical shortages of materials and 
manpower. We appreciate your understanding, your co- 
operation, and your continuing goodwill; and assure you 
that our impartial shipping policy guarantees your order 
equal rank with all others. We regret sincerely that we 
still must say “no” to new accounts. 













SANETTE 
WAXED BAGS 


Now Available in 
Limited Quantities. 


PITRE 











They do away with the 
messy handling of kit- 
chen garbage... They 
help to make kitchen 
cans last longer be- 
cause they keep the 
pail clean and help 
to prevent rust. 

















No. 427 Dripless Server 
(shown above and at 
left) is a smartly prac- 
tical and efficient dis- 
penser for syrup, honey, 
cream, salad dressing, 
ete. No drip... no 
spill . . . no waste! 
Protects tables and lin- 
ens, as well as saves 
food. Is an_ ideal 
refrigerator container; 
avoids contamination and 
odor. Top and slide are 
Tenite plastic . . . con- 
tainer is clear - glass, 
fluted, 14-0z. capacity. 
Server retails at 2Se. 





om 








See your jobber for Sanette 
Waxed Bags... and when 
Sanettes are again available, 
he will be able to supply 
them, too. 


Master Metal Products, Inc. 
321-L Chicago St., Buffalo 4, N.Y. 








i 
i 
Ae. 


FEDERAL 
400 N. LEAVITT ST., 
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| *1TT’s A LONG STORY, doctor, but to make it 


short, I got this way shrugging my shoulders 
when customers ask me when I’m going to have 
Taylor household thermometers and barometers 
in stock again. Boy, will I be glad when I get 
some dependable Taylor Instruments back in 


1°? 
. 


my store 


We’ve been doing some shoulder-shrugging our- 
selves when dealers ask us this question. All we 


can say is that we'll start shipping them» just as » 


soon as manpower and materials are available— 
we hope it’s early in 1945! 


Meanwhile, we’re keeping the Taylor name out 
in front with hard-hitting, big space national 
advertising. It’s the only national advertising 
campaign we know of now running on ther- 
mometers and barometers. And it’s among the 
best-read of all national advertising campaigns. 
So when you have Taylor Instruments to sell 
again, all you'll have to say is “Look, it’s made 
by Taylor!” Taylor Instrument Companies, 
Rochester, N. Y. and Toronto, Canada. 
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KEEP BUYING 
U. S. WAR BONDS 
AND STAMPS 





—— 


Taylor Instruments 


MEAN 


ACCURACY FIRST 


ee ee ee 
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Head Your Buying 
List with ZIM 


When the war is over we will supply 


you with the familiar Zim appliances 
pictured on this page, and some strictly 
“postwar” new ones. Meanwhile, we 
are apportioning the products which 
conditions and regulations permit us to 
manufacture so each customer will 


get some. 


' CAN OPENER—Opens any shaped cans, 
leaving edges clean. Strongly made for long 
service. Folds up when not in use. 


JAR OPENER—Removes screw caps, bottle 
caps, pry-up caps and friction caps. Folds flat 
against wall when not used. 


FLATIRON REST — Every ironing board 
needs one. Leaves entire board for ironing. 
Folds back when not in use. 


° 
ZIM MANUFACTURING CO. 


HEADQUARTERS FOR LABOR-SAVING HOME APPLIANCES 
3037 CARROLL AVE., CHICAGO, 12, ILL. 
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“’_AND THE LAND WE BELONG TO IS GRAND”... In that, there is cause for Thanks- 
giving! Since the years of the early pilgrim farmers, this grand land has more than sus- 
tained our great peoples... the richness of its earth and the vastness of its acreage being 
ever ready to reward the seed and the sower. Particularly is this the year of all years in 
which to lift our prayerful thanks for such a land—and for the noble farmers who are the 
land! Due to their patriotism and response, America’s holiday and war table this Novem- 
ber will be blessed with a victory deserving of our most sincere gratitude—the victory 


of abundance! 


0. 
SES 
L. 
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Natienal HARDWARE *« * x 


is still serving on many 


= = fu ame iv ¥ war fronts! 


HE home front will receive 

CO {i G@ & the aid of this dependable 

ii q | ba = hardware for repair and mod- 
National FA 


BUILDERS’ 
HARDWARI 


















as every government require- 


ment has been fully supplied. 
iL a oT shee es 


The war record of National 


) / & 2 a) Hardware is just as brilliant as 









Ph assured the postwar period will 
to = 3: I Lit ii, find this extensive line of build- 
ayy toe | ee ers’ hardware just as depend- 












wt Pol al (@ ca i ware may still be supplied from 
stock on hand. Make applica- 
tion today, using government 
priority forms, and we will try 
to cooperate to the limit of our 


ability. 


ua /6 








Be sure to include National 
Hardware in your postwar 
plans. Ample supplies will 
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ernization work as well as new 
— = 9 building projects just as soon 


P| -_ Ei ad Shi its peacetime record, and rest | 


able as ever, with allitsinherent F 


bs ks qualities still intact, for render- | 
P ing long, efficient service. 


zm st pee one Ty i ce Some of your most urgent re- ° 
8 quirements for National Hard- 





Tre TTrI again be available, we hope, in 
ge the not too distant future. i 
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A TESTED FIT 





An Upson Quality Control that means Fast Assembly 


A perfect nut-to-bolt fit is a Repub- 
lic Upson feature assured by this 
hand assembly test. It makes sure 
that the nut starts quickly and runs 
freely to a tight grip. 


This is the final step in the exhaus- 
tive series of Republic Upson Qual- 
ity controls that start with complete 
jurisdiction over the processing of the 
ore. And when the bolt and nut 
fabricator and the steel maker are 
one-and-the-same organization — 


like Republic Upson—it produces 
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Other Republic products include Woven Wire Fence 


a higher degree of quality and 
uniformity. 


The CLOSE CONTROL of Repub- 
lic Upson Quality is extra assurance 
that heads and nuts are sturdy, 
sharp-cornered and straight-sided 
for snug wrench fit—that threads 


are strong and clean cut to assemble 
quickly and take hard wrenching 
—that shanks are tough and accu- 
rate to size. 


These qualities have made “Upson” 
a reliable bolt and nut specification 
in industry for more than 89 years. 


REPUBLIC STEEL CORPORATION 


BOLT AND NUT DIVISION * CLEVELAND 13, OHIO AND GADSDEN, ALA. 


Culvert Division 
Steel and Tubes Division 

Truscon Steel Compeay 
Export Department: Chrysler Building, New York 17, N . 


REPUBLIC 


Berger Manufacturing Division . 
Niles Steel Products Division 
Union Drawn Steel Division 










BOLTS AND NUTS 

















4 | NO. 17-S THE NEW JUSTRITE SERVICE FLASHLIGHT 


The new, handy, lightweight plastic electric light with the famous 
Justrite safety and service features. Uses 3 standard size D dry cells 
to give 1500 candlepower beam which can be focused. Signal flasher 
in easily replaced switch. Can be carried upright by belt clip, by 
finger ring, or stood on flat surface. 


It is absolutely safe in many hazardous locations ... pump rooms 
of tankers, Methane Gas and Air Mixtures, in mines, oil fields, and 
chemical plants. Approved for Safety by Underwriters’ Laboratories, 
Inc., by the U. S. Bureau of Mines, and by the Bureau of Marine In- 
spection and Navigation. 





Handy Service 
Flashlight No. 17-S 


\\ 


Justrite 
Penlight 


Inspector's 
Safety Lantern 


PLASTIC PENLIGHT 


A lightweight, handy, plastic pen- 
light with clip attached for carrying 
in your pocket. Popular as an auxil- 
iary light because of its portability. 
Provides either white or red beam. 


No. 32-S 
Justrite 
Safety 
Headlight 
Lantern 


NO. 44-S TWIN-BULB ELECTRIC /, 
SAFETY LANTERN 


This sturdy, dependable, all-purpose 
safety lantern is absolutely safe in many 
hazardous locations. 

It’s safe against the hazards of bulb fail- 
ure... with its “kick-out” bulb sockets 
and a relief bulb that is moved into 
lighted position by simply throwing the 
switch. Meets the same rigid safety tests 
as listed above for the Justrite Handy 
Service Flashlight. 


JUSTRITE SAFETY HEADLIGHT LANTERN 


fi 


| INSPECTOR’S TYPE SAFETY 
LANTERN 


Powerful beam . . . polished 7-inch 
reflector . . . extra large handle for 
ease in carrying and handling. Mov- 
able base permits adjusting to any 
angle. Uses standard 6-volt battery. 
Sturdy construction. Approved for 
safety by U. S. Bureau of Mines. 


Super-power headlight, adjustable, mois- 
ture-proof headband. Battery case carried 
in pocket or clipped to belt. Uses 4 stand- 
ard flashlight cells. 








All-Purpose 
Safety Lantern 
No. 44-S 


There is a JUSTRITE SAFETY LANTERN FOR EVERY USE 
Wherever a Safety Light is required, Justrite is the “‘Favor- 
ite” on ships, railroads, in mines, chemical plants, factories 
and oil fields. These lanterns are available today only on 
priorities...but tomorrow they will be available for all 
users. Plan your stock NOW...Play it safe with JUSTRITE. 


JUSTRITE MANUFACTURING COMPANY 


2063 N. Southport Ave., Dept. A-3, Chicago 14, Ill. 
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Drilling Little Holes ; 
to Make Big Ones x 


(IN JAPANESE SHIPS) P 
eee 


 @ 
oo 
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Photogroph — Courtesy of The Bullard Co. 


Millers Falls Electric Drills were chosen for the task of 
drilling hundreds of rivet holes in sections of aircraft 
torpedoes, in the revolutionary, new, vertical, mass- 
production method of torpedo assembly recently an- 
nounced by The Bullard Company, Bridgeport. 

Envelope jigs control the drilling of as many as 551 
holes at a setting. 

Electric drills to carry this tremendous continuous- 
production load had to be sturdy, precise and pow- 
erful. Millers Falls No. 414 drills meet every re- 
quirement. 

There are equally fine, sturdy, precise Millers Falls 
tools for every purpose. Supply your customers with 


top tool quality — whether their need is for tools that 
can “‘take it’”’ on the production line, or for equivalent M l LLE R S FA LLS 


performance in their home workshop. TO oO L S 


MILLERS FALLS COMPANY 


MASSACHUSETTS 





GREENFIELD, 
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Speaking of 
Hard-Surface 
Floor Covering... 


What makes a profit for a Hard-Surface Floor Covering Dealer? Theoretically 
the answer is simple—the right products . . . backed by sales aids that cut selling 
time and selling costs, and speed up turnover of capital and inventory. 


Give any dealer such a combination, and you have given him Profit-Builders 
Extraordinary. That's easy to say, but not so easy to do. 


That is why the entire Bird organization is concentrating on those two major 
problems. Behind closed doors, Bird draftsmen, designers, and production engi- 
neers, are getting ready to create the finest products which 150 years of manu- 
facturing experience can produce. Of one thing every retailer can be sure— 
there'll be nothing better in Hard-Surface Floor Covering than Bird! 


But Bird is going far beyond that. By survey, research, study and experiment, 
Bird is determined to take the guess work out of sales aids—to give every Bird 
retailer merchandising helps that are store-tested and sales-proven. 

When Bird can announce its new line, when these proven sales aids can be 
presented to retailers—every one of the 112 Bird Floor Covering Distributors 
will be on the firing-line, ready to go all out to help every Bird retailer make 


new profits records. 
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There’s a Bird Floor Covering Distributor as close as your tele- 
phone—part of a network of service that took years to build. Call 
him today ... and get on the Bird-Wagon ahead of the parade. 


ALABAMA 

Birmingnam—Alabama Appliance Company, lac. 
ARKANSAS 

od Sg a Ce. 

u —J. T. 

a Company 
COLORADO 

Denver — Barwick and Company 
CONNECTICUT 

Harttord— Associated Oil Burner Co., Inc. 

New Havea—Asseciated Oil Burner Co., Inc. 


FLORIDA . 
Jacksonville— — Electric Company, I 
Miami —Graybar Electric Company, _ - 
Tampa—Graybar Electric Company, Inc. 
GEORGIA 
be ~ Yancey Company, Inc. 
Macen—Jacksen- Wynn Company 
Sg Wa ten 
Decatur—Walt-Cahill Ce, = 
Peoria— Williams, Inc. 
Quincy—McDenald Steve Ce. 

rat woe The Wi 

ort Wayne— layne Hardware Company 
Indianapolis—The Diem & Ce. 
South Bend—The Wayne Hardware oes ‘a 4, ll 
poe 

Cedar Rapids—Harper & —~ Company 


FOR HOMES 


ASPHALT SHINGLES - 
Abie Bile], lery ie) 


WALLBOARDS - 


_Bird & Son, inc. + 


a> 
m—McComb S$ 
Louisville—Louisville ng 1 4 Company 
LOUISIANA 
Lake Charles—Murray-Brooks —~ pe Co., Ltd. 
New Orleans—B. V. Redmond and 
Shreveport—The Lee Hardware om Limited 
MAINE 
S~ Rice & Miller Company 

ind—The Emery- Waterhouse Company 
MARYLAND 
Baltimore—Baltimore Floor Covering Sales Co. 
MASSACHUSETTS 
a — a 

man Company 

Pittsfield—Aird-Don o 
Spring field— Associated Oil Burner Ce., Inc. 
Worcester —Ben Elfman Carpet Company 
MICHIGAN 
Detroit— Eidelman Bres. 
Grand —Republic Distributing Company 
MINNESOTA 
Duluth—Dewitt-Seitz Ce. 
St. Paul—Metor Power Equipment Company 
MISSISSIPPI 
Jackson—Orgill Brothers Hardware Company 
MISSOURI 
Kansas City—Ryan- 

field —Gener: 


tas 

tte Hardware Company 
NEBRASKA 
Uncein—Schwarz Paper Company 
Omaha—Major Appliance Company 
NEW YORK 
Albany—Aird-Den Co. 


: ate 08. Gre 8 Bo ie Oe. 
—W. A, Case & Son Mig. Co. 
—— | A. Case & Son Mig. Co. 
a ¢-Don Co. 
Newburgh—W. A. Case & Son M 
New York— —Esiay ee a 


Plattsburgh—A. H. irshall Go. Inc. 
Rochester — = A. Suse 8 Se ee 
0. 


Tarrytown jupply Corp. 
Troy—Aird-Don Co, 
Utica—W. A. Case & Son Mig. Co. 
NORTH CAROLINA 


. Ce. 


—American Hardware and Equipment Ce. 


exington—Peerless Mattress Company 
Mates). A. Smith & Company 
NORTH DAKOTA 
Fargo—Dakota Hardware Co, 
pened The Diem & Wing P: 
Cincianati—The Diem Ce. 
Cleveland— Edward W. Daniel co 


The Kane Co. 
Columbus—The Paimer-Donavin M’ 
Tolede—V. J. McGranahan Distrii 
Youngstowa—R-K Specialty, Inc. 
OKLAHOMA 
Oklahoma City—Wm. Mee Company Inc. 
PENNSYLVANIA 


. Company 
ing Ca. 


feian] 





SINCE 


INSULATED SIDINGS 
* FLOOR COVERINGS 


BUILDING PAPERS 


eaoouc 


1795 


RUBBERLIKE FLOOR RUNNERS 
PRESSBOARDS 
| SHOE CARTONS 


RHODE ISLAND 
Previdence—Ben Elfman Carpet Company 
ee Se 
mbia— ae Electric Company, Inc. 
Groenville—American Hardware and Egeipmest Ce. 
SOUTH panera 
Aberdeen—The Jackson Hardware Co. 
——— 
‘ nto @ 4 
iohason City— Company 
— a Brebers emo Hessen eee Co. 
lemphis — on Hardware Compa 
Nashville—W. A. Case & Son Mig. Co. 
TEXAS 
Amarille—Amarillo Hardware Company 
Dallas—Graybar Electric C , Ine. 
Fort Worth--Nash Hardware Ce. 
Houston—Graybar Electric C 
San Antonio—Graybar Electric ota 4 


UTAH 
Salt Lake City—Barwick and Company 
VIRGINIA 

Danville—Piedment Hardware C: 
ine Perrew- Evans Genknare Corporation 

‘ommeonwealth Sales Corporation 

Richmond Commonwealth Sales Corporation 
Reanoke— Roanoke Hardware Company, Inc. 
west wees 


—Fear & Sons 
at ee hie & Supply Company, lac. 
——— 


ompany 
M ‘ompan 
Milwaukee. —Westestt, Hindmarsh, fe 


INDEX 
SHIPPING CONTAINERS 
BUILT-UP ROOFS 


BIRD-FIBRE WOOD FRAME CASES 





East Walpole, Mass. 


New York 


* Shreveport, La. + Chicago, Hil. 


- 
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RUST anp 


SAVES THE 
METAL.. 


Quickly and easily 
removes rust from 
chromium 
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! 
This ideal rust remover belongs on every hard- I 
ware counter. RUST-I-CIDE is a rapid seller, 
attractively packaged, with a good profit, and i 
helps other sales. It removes rust in a matter | 
of minutes, is an excellent chromium cleaner. I 
Those hard-to-remove stains on vitreous 
enamel rapidly disappear with RUST-I-CIDE. i 
| 

i 

1 

1 

| 

| 

I 

} 


If you are not stocking RUST-I-CIDE, do so now 
... it is inexpensive: 4 oz. bottles—25c, 8 oz.— 
45c, 16 oz.—75c, quart—$1.20 (and gallon— 
$3.60), with a better-than-average profit for you. 


Call your distributor; Hf he can 
not supply you 


WRITE US, TODAY! 


RUSTICIDE PRODUCTS CO. 


3125 PERKINS AVE. CLEVELAND 14, OHIO 
































Just as soon as 
UNION and VICTORY) 
shut down on Fighting Tools! 







Just as soon as we can switch our ex- ‘ 
panded facilities from fighting tools to | 
hardware and sporting tools, — f 


You'll have a greater line of UNION 
fast-sellers, replete with new features | 
to expand your Profits on UNION 


Roller and Ice Skates 
Fishing Tackle 


* Chisels and Screwdrivers 


*Hack Saw Frames 












Gun Implements 











* Available on Priorities 


HARDWARE COMPANY : 
GS OWE Ge Fw a 


1 mol-0-41 ich me) B CONN. 


NEW YORK OFFICE IS'CHAMGERS STi 
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pETHLEHEW|\! 


Word gets around fast once you stock Bethlehem 
Fence. Farmers tell their neighbors, and before long, 
several of them are making inquiries. A lot of fence has 
gotten beyond the “patch it up and make it do” treatment. 


Bethlehem Fence does an efficient job of helping 
farmers raise bigger and better crops. Keeps livestock 
within bounds, too. There’s a design for every farm need 
—cattle, sheep, hogs, horses, poultry, etc. 

Of course Bethlehem Fence is far from plentiful just 
now. But if you contact your jobber today, chances are he 
may be able to supply you. Stock up, too, on these other 
Bethlehem products for the farm, also available in wartime 
limited quantities: 


FENCE POSTS BARBED WIRE WIRE NAILS AND STAPLES 
MISCELLANEOUS WIRE NAILS AND BRADS 


* GALVANIZED SHEETS FOR ROOFING AND SIDING 
BOLTS AND NUTS BALE TIES 








LOMA MAKES 


FROG" cnow, 00 


Léma—The Quality Plant Food—pays divi- 
dends to the gardener, and the Dealer too. 
For use on everything green that grows. The 
5-10-5 Léma formula provides a balanced 
and lasting food ration for Lawns, Flowers, 
Vegetables, Fruits, Shrubs, and Trees. 

Another Lima sales-moker is the special 
“Victory Garden” Léma— made according to 
the formula established by the War Food Ad- time comes, our conversion to 
ministration for food production. peacetime production will be rapid, and Iver 
pre Pag we Sat penn re Insecticide-Fun- — Johnson dealers won't have to wait long to enjoy 


TENNESSEE CORPORATION 
New York, N. Y. been their pride. 


our production 
goes to war. But when the 


again the profit and prestige that has always 


Gitte IVER JOHNSON'S ARMS & CYCLE WORKS 
UALITY PLANT i Zele}.) 53 RIVER ST., FITCHBURG, MASS. 




















COMING 
FASTER||| Wess Pet bo 


. . » because even while 
we are serving Uncle 
Sam in every way we 
can, we are making plans 
for better service and 
finer products for the 
post-war world. 


EDLUND JR. 
CAN OPENERS 


Bigger allotments enable you NOW to supply 
dammed-up demand increasingly. Jobbers are 
being supplied in growing measure—through 
partial easing of wartime restrictions—still on ARCADE MFG. CO. 


the basis of pre-war sales. 
1201 SHAWNEE STREET 


CAN OPENERS 




















HARDWARE & TOOLS 
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A NEW KITCHEN SINK BUSINESS BUILDER 


OW AVAILABLE | 
FOR IMMEDIATE DELIVERY e 


(IN LIMITED QUANTITIES) 
The Gliding Drainboard* clicked from the day it was intro- 
duced at the Midsummer Furniture Shows. Reorders coming 
in for this exclusive. feature, WHICH COMES TO THE 
DEALER AT NO EXTRA COST, prove it is a hit with the 
housewife. Dealers say the Gliding Drainboard* sells on sight 
because of its extra utility value. Place your order today! 
All models available as two sink, or sink and tray combinations. 


"Paragon Exclusive—Pat. Pending 


“The TRAYBILT "48" 


adapts the Gliding Drainboard* to 
the smaller kitchen where space is 
at a premium. Equipped with large 
linen drawer and two deep cup- 
boards for utensils. 


The TWO-SINK "66" 


represents the custom-built kitchen 


as produced in packaged goods. 
a an pinccangge of al P 
riya, VL ers and storage space, and a x 
The LIBERT Yy 60 35” work top at each end. ‘ r= 


is the final word in style and con- 

struction. Exceptionally roomy, and 

equipped with 2 service drawers, re- in 
movable breadboard, and 3 compart- 3 e 


ments for storing utensils. | , 


WIRE... WRITE... or CALL 





























SAN FRANCISCO WESTERN FURNITURE EXCHANGE: SPACE 538 
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WE ARE THANKFUL WE LIVE IN A FREE COUNTRY... 
CAN SERVE THAT COUNTRY.. AND THAT OUR FUTURE 
OPPORTUNITIES ARE SO BRIGHT! 














Doc Fixit Speaks Up On Thanksgiving 


This is the month of Thanksgiving when we give 
thanks for the bounties of life and for the oppor- 
tunities that confront us. 

Every Hardware Dealer is triply blessed these 
days. First, he lives in a free country—runs 
his own business without fear or oppression. 
Second, he’s had the opportunity of serving his 
country and, through his helpfulness, has aided 
the homes in his community. Third, he is 
blessed with a very bright future—and oppor- 
tunity to prosper and continue to spread good 
will and helpfulness. 

Libbey‘Owens:Ford is proud of America’s 


Hardware Dealers. And we are also proud that 
we've been able to help them by supplying the 
glass which they sold their customers to conserve 
fuel and live more comfortably. 

Practically every Hardware Dealer knows of 
the advantages of L-O-F High-Quality Window 
Glass . . . that, because it’s annealed longer, it cuts 
easier and with less breakage. That’s the reason 
many dealers prefer L‘O-F Glass with which to 
better serve their customers. If your stock is 
running low, better call your L-O-F Distributor 
today. Libbey-Owens:Ford Glass Company,36114 
Nicholas Building, Toledo 3, Ohio. 





1 
son 15 smpoRtaN 


ee ald wl LIBBEY> OWENS - FORD 
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a Great Name in GLASS 
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VERA DILLIO 
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Greatest Paint Advertising Campaign in History Backs Stores Selling Kem-Tone! 


NATIONAL RADIO! § a HOME MAGAZINES! 


ADVERTISING 
MIRACLE RADIO SHOW ry, in AMERICAN HOME 


wi DUNNINGER > AND 


“*Miracle Mentalist” " ig BETTER HOMES & GARDENS 


Reaching Millions of Home-lovers! 


caso NEWSPAPERS! 
FULL-COLOR Kimtie See xcieee oh 
——— 











ADVERTISING IN 
“THIS WEEK” 


LOCAL NEWSPAPERS! 
€: : Kom titi VAR AND 


DEPARTMENT STORE 


verse 5] xgestae HISTORY! 


Run by Thousands of Stores Selling Kem-Tone! Big, Colorful, Salesmaking “STOPPERS”! * 





FEATURE f@c7o7we/ WATCH SALES POUR IN! 


market today that can equal TURNER 
TESTED TORCHES in quality con- 


‘| struction features. ..and we can 


| prove it! That's why TURNER means: 


HENRY CHENEY HAMMER CORP. 


Factory: Little Falls, N. Y 


Sales Office: 217 Broadway, New York City 
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BUY ANOTHER WAR BOND TODAY! 
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MODERN SCIENCE 
PROVES THAT 


GETS THE 
SMART RATS 


It is being generally accepted by those study- 
ing the rat problem that prebaiting is about the most 


| 
i t the smart rats and make a thor- 
effective way wa 2 toe and make a D U C K ry | L L "1 
Stee Fae AT? Ea oo a 
ta fae tah proof is in the busy chifeping War Products 
rapid increase in sales and many re- 
_— — wherever this combina- We hope it won’t be long until we hear the Nazi death- 
. rattle, but until that happens, Duck Bill’s time will be 
D & A L E be s devoted to war work. Our entire capacity is still 
required for essential war products carrying top ratings. 
MAKE MONEY When the need for these essential products no longer 
exists we will again be glad to serve you by supplying 
more. National advertising We fenllieris Duck Bill Ballcocks. 


ing your customers with this product. 
Be the first in — community to cash 


wherever these products are wocked. | MSIL G20. SIMS SS LIE OS 


| = ——, for — Rat Brew 
an azoo e-Bate Extract—or write 
direct giving jobber’s name. ROCKFORD, ILLINOIS 


BAILEY, PRIHODA & CO. The Complete Line of 
342 W. Kalamazoo Ave., Kalamazoo 11, Mich. Plumbing Brass Goods Since 1890” 
































EXTENSION THE BIT WITHOUT é 
LADDERS CENTER SPUR.. 


The Forstner Augur Bit Is 


SAME HIGH QUALITY AS - : . 
ALWAYS—BUT PRODUCTION Guided By Its Circular Rim 
LIMITED by WARTIME 


RESTRICTIONS Tue Forstner 
Augur Bit bores at 


angles, cuts any 
arc of a circle, and 
leaves a smooth- 
walled, flat-bet- 


For Immediate Needs tomed hole in the 
If your customers have war uses for 
these heavily demanded bits, you can 


The RICH LADDER rom 30" yaoi 
& Manuafactaring Co. . Sees 


1000-28 Depot St. 


Alec The PROGRESSIVE MFC. GO 


with repe and pulley. 
a. © =a mer 
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EVEN THOUGH the government 
now permits us to manufacture 
considerable quantities of Ameri- 
can fence, there still is not 
enough to fill all demands. So, in 
our advertising, we urge your 
customers to see you at once if 
they need fence. We explain that 
you may be able to supply them 
with American Fence now—but 
if you can’t, you'll do everything 
possible to take care of them 
quickly, 

In this way we keep your cus- 
tomers constantly reminded of 
American Fence and at the same 
time help you build good will by 
putting you in touch with cus- 
tomers who need your assist- 
ance. As an extra service, we 
offer the free booklets on fence 


care. We will gladly send you 
copies of these booklets, if you'll’ 
ask our representative on his 
next call—or write direct to our 
nearest branch office, 









































AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNI Toe STATES STEEL 
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MAESTRO 
Art Glassware 





Pure gleaming 


silver . . . the ra- eee “a Meet our Ordnance Foreman, Ernie Ford, old- 
Glan glow of suby- : a cite est employee in point of service at Briddell’s. 


red glass! That's a ° ae : 
sathinn sitesi Ernie was a kid in short pants, hanging 


ning combination " . | 3 ys oe a Y around Founder Briddell’s first forge, when he 
for profitable holiday Be sacl A got the only employer he’s ever had. Right 
promotion. Available . ne / AP ° : P 
Sp eemeedisciill aaa = now, Ernie’s vast experience in metal working, 
ments. shop practice, and his ability to “get things 
done,” are lavished on the things Briddell 
makes for war. Come peace, Ernie will be 
Satintone promptly “‘re-converted” to his regular, life- 
ace saligguevephagee 4 time work in this factory on the Chesapeake. 
ware... with its soft, | . ‘ H 
easier flaich cad | The standing of Briddell tools with workers 
magic pastel shad- everywhere is due to the craftsman-care that 
ings ofecchid-cad: | Briddell men like Ernie devote to their jobs. 
gold and green- | 
aebeed...om | Workers themselves, they never forget that the 
bring you record tools they make have but one purpose—to help 


tne ate. | others earn a living at their jobs. 
Inquire about 
assortments 


today! Flag awarded Janvary 4,1944 Stor awarded June 24, 1944 


WARTIME MAKERS OF ROCKET PROJECTILES 


en 
— 


Crisfield, Maryland + Craftsmen in Metal since 1895 
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larion 
RADIO 


ee 


SPa 


No, you are not suffering from astigmatism. The 
spots before your eyes on this page bring a clear 
view of things in store for CLARION RADIO 
dealers. 

Features galore, soon to be announced to the 
public through national advertising, will be a sen- 
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A 
A 
a 
Aron 


RADIO 


a 


sation. They will answer one of the most critical 
merchandising problems that will face the radio 
dealer. 

Get the complete CLARION story. Write for 
the name of the distributor in your territory. There 
is still time if you act TODAY. 





RED ARROW GARDEN SPRAY ... again 
will be available in the No. 720 Extra-Profit 
Assortment, as well as in |-ounce, 4-ounce and 
l-pint sizes. Quarts and gallons also will be 
available . . . for use on food crops only. 


RED ARROW GARDEN DUST... a highly 
effective dust containing ROTENONE and 
30% wettable sulphur . . . will be available 
in two sizes: 2-pound packages and 50-pound 
bags for use on food crops only 


BEE BRAND INSECTICIDAL SHAMPOO 
. . . again will be available for control of ticks 
on pets and domestic animals. Since war 
restrictions took this shampoo off the market, 
we have been getting a constant flow of in- 
quiries from consumers asking if and when they 
again could get it. You'll find a ready and 
waiting market. 


BEE BRAND INSECT REPELLENT . ... | 


an amazingly effective and odorless liquid . . . 
just a few drops needed to keep flies and 
mosquitoes away for about four hours. You'll 
sell a lot of this new item in the handy 3-ounce 
size. 


BEE BRAND DISINFECTANT .. . kills 
germs and odors (toilets, pets, garbage, etc.) 
yet not a poison, won't burn hands, practi- 
cally odorless. Easy directions for 24 frequent 
uses in each package. Two fast-moving sizes 
. . . 3-ounce and 8-ounce. 


AGAIN IN 1945, Red Arrow will be nation- 
ally advertised, and spray charts and other 
sales helps will be supplied free. For price 
lists and full information, ask your jobber, 
or write to: 


Baltimore 


McCormick & Co., Inc., Maryland 


50 





apap 
How to turn 


ONE Sale into TWO 





“Related Selling” is an old story ... but many 
paint dealers are now finding new profits in this 
reliable merchandising method by applying it to 
paint and PRO-TEK. 

It’s easy—because they just naturally go together. 
Here’s how: 

Every time you sell a can of paint, suggest a jar 
of PRO-TEK as well. If the customer happens to be 
one of the few who don’t yet know PRO-TEK’s 
benefits (millions are learning about PRO-TEK 
through Du Pont’s national advertising), tell this 
brief story: 

PRO-TEK is a greaseless cream which prevents 
paint and grime from sticking to the skin. PRO-TEK 
is applied to hands and arms before starting work. 
It acts like an invisible work glove, then washes off 
quickly when the job is done, leaving the hands 
free from stains. 

Even if you sell only one customer in three, you'll 
do a fine business on PRO-TEK! E. I. du Pont de 
Nemours & Co. (Inc.), Wilmington 98, Delaware. 


SELL PRO-TEK 
WITH PAINT 
Make Extra Profits 

















PRO-TEK is sold in 8-oz. jars listing 
at 35¢, also in galion and 5-gal. cans 
for the factory trade. 


DU PONT 


PRO-TEK 


HAND PROTECTIVE CREAM 
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IN ONE EXTRA-PROFIT V-DEAL YOU GET: 





3 doz. 2-02. B5e bottles. ...................cccccccsccveees 




























AT LAST! 


Total Retail Value.. 


TAT Roach Traps offer swift, 
sanitary elimination of 
roaches. One dozen to dis- 
play carton. Dealer cost 
$2.00 per dozen.  (illus- 
trated) 25¢ each. JUMBO 
SIZE, Dealer cost $2.80 
dozen. 35¢ each. 








A WALL PAPER 
REMOVER 
that Penetrates 
WASHABLE 
WALL PAPER 


Stripsoff 


Penetrates tough 
washable wall paper 
us easily as ordi- 
rary wall paper. 














Dissolves paste and 
makes removal easy. 
Better because it's 
wetter. STRIPSOFF 
can't harm hands or 
stain woodwork. 


4 oz. Bottle makes 
1 gal. Retails 50c. 
Your cost $3.60 
dozen. 


8 oz. Bottle Retails 
85¢. Your cost $6 
dozen. 





Point-of-sale ma- 
terial available. 


pened in'44... 


FREE—THREE 2-oz. bottles.................. cscs 





YOUR COST 
ONLY 


f Sparked by a powerful advertising campaign in 
scores of key markets, TAT Insecticides ride high 
on a tidal wave of sales. You know what hap- 
we were swamped, sold out 
before the season was over. There’s no guarantee 
that THALLIUM SULPHATE will be more plentiful 
next season. Avoid the risk of being left out in 
the cold. Anticipate your needs and order today. 
Our generous V-DEALS offer you an extra in- 
ducement! Available for limited time only. 


ORDER FROM YOUR JOBBER TODAY! 


2 display cartons, each containing one dozen TAT Ant Traps............ Retail $6.00 
48 TAT Ant Traps packed in bulk for refills..................:cccccccccceeseeeeeees Retail 12.00 
RR Tiida ei cc adcosdbl capes Tbtasadeesicsccacccbergnocscensenes Retail’ 1.00 

I Ce I ices Lives rishi adichniccnsesserodecnsanisconnhs $19.00 
FREE, attractive YOUR COST .00 
point-of-sale material ONLY ae” 


TAT INSECT — 
REPELLENT LOTION 


Retail $12.60 
Retail 1.05 


$13.65 


.56 
i 





SOILICIDE LABORATORIES sew 
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THE “HOTTEST’’ SALESPUSHER IN "44 


TE EAAD cits reavy 10 Biaze New TRAILS IN?45 
a 


TAT 
ANT TRAPS 


(Still made with Thallium Sulphate—world's finest medium of ant control) 








America's first and original 
scientific ant trap. Sold on 
Money-back Guarantee. Na- 
tionally advertised. One 
dozen to display carton. 
Dealer cost $2.00 per dozen. 
Fair Trade Retail 25¢ each. 







INSECT 
REPELLeny LOTION 


‘eates 


TAT Insect Repellent Lotion 
repels mosquitoes, gnats, 
chiggers, flies. Prevents in- 
sect bites. Does not contain 
citronelia, pennyroyal and 
other less effective agents. 
Does not remove nail polish. 
One dozen to display car- 
ton. Dealer cost $2.52 per 
dozen. Retail 35¢ each. 









TAT 


Eva «ANT BAIT 


FOR GARDEN ANTS 


A specially prepared 
bait in jelly form, 
contains THALLIUM 
SULPHATE. Packed in 
easy-to-handle tubes. 
Unsurpassed for con- 
trol of outdoor ants. 
Fair Trade retail 35¢ 
each. 1 dozen to dis- 
play carton. Dealer 
cost $2.80 per doz. 
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Hardware in good taste is quick- 
ly recogni anywhere. It not 
only makes sales easier and fast- 
er but also builds up an envi- 
able trade to your door and high 
respect for your judgment of 
quality merchandise. 

Available in our complete all 
from ome source line, are 
matched sets in a wide variety 
of designs and colors. Write us 
about your hardware needs. 


A real time and money 
saver. Each item is care- 
fully wrapped and individ- 
ually packed into strong 
clearly marked envelopes 


intuction. -reedy 2 National Lock Company 
install. Protects fini.n — Cabinet Hardware Division 


reduces inventory and 
sales time. ’ Rockford, Illinois 








—§Champion— 
Sereen Hardware 


{ E Light 


Artistic 
T ubular 

Tubular Screen Latch 
Champion No. 4150—Wrought Steel 





C ompact 


H andy 


To take down the door 
without 
screws— simply  with- 
draw loose pin. To re- 
hang the door just set it 
in place and return the 
pin. Use 74 to hang the 
door! 


removing the 


Detachable Screen Door Hinge 
No. 74 


Nearly all hardware jobbers 
buy some Champion products. 








THE CHAMPION HARDWARE COMPANY 





Make Your Store 
Waterproofing Headquarters 








You can stand 
squarely back of 


KAY-TITE 


It will positively 
prevent the seep- 
age of water. 

It’s guaranteed to 
do the job. 


Any one can apply 
Goes on like 











Cellar Walls and Ficors 


also can be used as a mor- 
tar for pointing up brick 
and masonry, also to patch 
concrete. 
Users are always enthusiastic boosters. They will boost your 
store as the place to get real waterproofing satisfaction. 
Kay-Tite is packed in 10 lb. packages and 60 Ib. bags. It comes in 
Grey and White. A 10 Ib. package will waterproof 100 to 150 sq. ft. 


Write for complete information. Send your Jobber’s name. 


KAY-TITE COMPANY, West Orange, N. J. 





LARGE ASSORTMENT OF 
BOOK ENDS, Colored Beautifully 


No. 4277Z, PEKINESE 


In natural colors with expressive eyes, red tongue 
sticking out. And that little bit of red, forms a 
charming contrast to the darker colors of fur and 
eyes. 5!/g inches high, 42 Ibs. to the doz. pairs, 
$18.00 per doz. pairs. Packed 1/6 doz. pairs in 
carton. 


From $18.00 to $45.00 per doz. pairs. 
Completely illustrated price list Z sent to any HARD- 
WARE DEALER on application. 


We carry a complete line of GIFT GOODS, ranging in 
price from $1.80 to $90.00 per doz. 





' 115-119 Z 
South Marke? S#. 
Chicago 6, Ill. 


LEO KAUL 
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WE TELL THE NATION 


- . - in Leading Magazines 


Consistently through the years, Kyanize Self Smooth- 
ing Paints, Varnishes and Enamels have been adver- 


tised prominently in leading national magazines. 


Fathers and mothers of the present generation of 
Kyanize users often learned through the same pub- 
lications of the fine quality and satisfying results 
possible with Kyanize. This policy continues aggres- 
sively today as in the past to help dealers maintain 
Kyanize sales. It is another reason why . . . Kyanize 
is the LIFE of the paint counter. 


BOSTON VARNISH COMPANY 
Boston . . . Chicago . . . Los Angeles . . . Montreal 


Sb-Smcothing 


TVD LLY 13; 


+‘ ES ~ 
pl tas ~ > 


Kyanize 1s me LIFE OF mE SURFACE 


54 





HARDWARE AGE 









Want a F407 item for COLD Weather? 


Then push DUST-STOP* Filters! 





HERE’S WHY! Air filters are an important 
part of every forced-warm-air furnace. They 
remove dust and dirt from the air. Naturally, 
in time, they become clogged with dirt and 
prevent the warm air from circulating as it 
should. This wastes fuel—often causes rooms 
to be chilly. For this reason, new Dust-Stops 
are needed at least once a year—and each cold 
spell reminds many people that “it’s time to 
replace air filters”. 















AVE FURNACE FUEL 


ve 





JUST DISPLAY ’EM inside your store and occa- 
sionally in your window (when the tempera- 
ture drops). You'll be surprised at the number 
of Dust-Stops you sell...with little or no 
effort ... and a nice, sweet profit. 












TELLING FOLKS you’ve got them—in small 
newspaper ads and over the radio—is another 
good way to stimulate Dust-Stop sales. This 
type of promotion can be tied in with the 
weather, to cash in on the new business that 
follows each “cold snap”. 














FREE DEALER HELPS, along with strong Na- 
tional Advertising, make it easy for you to 
profitably promote Dust-Stops. Ask your Dust- 
Stop Supplier to show you the powerful “tie-in” 
advertising now available for your use. Why 
not do this today? Owens-Corning Fiberglas 
Corp., 1934 Nicholas Building, Toledo 1, 
Ohio. In Canada, Fiberglas Canada, Lid., 


Oshawa, Ontario. 












AIR FILTERS 


—a FIBERGLAS product 






*T.M. Reg. U.S. Pat. Off 
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fen cnne @ ecmerare 


hey're plannin 
YOUR future 


Everyone is doing a lot of planning these days 
... and the folks who own General Electric appli- 
ances are no exception. 


These General Electric appliances have stood 
up sturdily throughout the war years. They’ve 
given the kind of top-notch service General 
Electric is famous for—smooth, trouble-free per- 
formance, long-lasting efficiency. 

That’s why G-E appliance owners are planning 
to buy more General Electric products when the 
war is over. 

That’s why their plans will be so important to 
the dealer with the familiar G-E sign in his 
window. 


Prospects a-plenty 


But the folks who own General Electric appli- 
ances now aren’t the only ones making plans. 


The General Electric reputation for excellence 
is reaching new thousands every week. .. through 
praise from satisfied users. . . through continuous 
General Electric advertising. 


Surveys have showed us. . . and hundreds of 
unsolicited letters have proved . . . how pleased 
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appliance owners are with the efficient, obliging, 
and reasonably priced repair work done during 
the war years. You and your servicemen have 
done a fine job in maintaining satisfaction among 
your customers. 


No wonder more and more people are planning 
to buy General Electric appliances. In a recent 
independent survey on brand preferences for 
postwar purchases, General Electric was first 
choice for six out of eight appliances covered! 


We’re making plans, too 


You can get set for more and even finer G-E 
appliances to meet this demand when production 
bars are down. 


We’re planning now to turn out new G-E 
washers, G-E Home Freezers, smart, serviceable 
G-E kitchen cabinets, G-E garbage Disposalls 

. . in addition to the G-E refrigerator, range, 
and all those other General Electric appliances 
your customers know and need. 


We suggest you plan to link your name with 
General Electric after the war. You'll find that 
combination builds business, promotes sales, and 
produces satisfied customers who will come back 
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again and again. General Electric Company, Appli- 
ance & Merchandise Department, Bridgeport, Conn. 


General Electric is working night and day to 
speed the attack. You can help, too, by buying 
and holding more War Bonds than before. 











Display these baby utensil sets where baby and 
mama can reach for their attractive colors — 


(red, blue, pink and ivory). 


They really ring cash registers nowadays when 
there are more babies, and mama has the cash 
to buy the things baby ought to have. 


Let baby drop the tumbler — and sell mama 
its durability! 


Let mama see the rounded inside corners of 
the bowls, designed so baby can push his food 
easier, and mama can feed and train him quicker. 


$0.29 
$2.00 
. $2.29 


3-piece fork, knife and spoon set 
3-piece dinner plate, cereal bowl, tumbler 
6-piece (two sets in one).... ... 


ECLIPSE MOULDED PRODUCTS CO. 


515! North 32nd Street © Milwaukee 9, Wisconsin 


Manufacturers of Eclipse and San-DURO Plastic Trays, Bath- 
room Accessories, Toilet Seats and other Plastic Products. 
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@ Medical miracles, today, are taken 
for granted on the battle fronts of the 
world! But even the lightest casualty 
can become a crucial case when as- 
saulted by the enemy forces of Nature. 
Danger lies everywhere in the air raids 
of disease-carrying insects. 


LuMITE, the new plastic screen 
woven from Saran*, says, “No Admit- 
tance!” to these vicious marauders. 
Always on the job with our armed 
forces wherever disease carrying in- 
sects are a problem, LUMITE is imper- 
vious to heat, cold, rain, snow, rust 
and corrosion. That’s why LUMITE 


*A product of the Dow Chemical Co. 


The new 
plastic screen 
cloth 








Cy | 


same 


MB 


WiBaic, 
Meas. * 2¢nagewen. 


eee 
sSR BR . 


stands the test —in hell on earth! 
Today’s fighting men know the 
strong selling points of LUMITE from 
twenty -four-hours-a-day experience. 
Home again, they'll expect —and de- 
mand —LUMITE plastic window screen- 
ing in their homes... offices... factories. 
For they'll have seen the durability 
and effectiveness of LUMITE proved un- 
der every adverse condition; tested in 
the laboratory of hard experience. 
Here is an important postwar prod- 
uct being “pre-sold” today across the 
globe. A great postwar market develop- 


ing now for tomorrow ... FOR YOU! 


LUMITE 


Chicopee Manufacturing Corp., Sales Office: 40 Worth St., New York 13, N. Y. 
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World's Largest Maker of Plastic Screen Cloth 


=) SnD an en oo ee ee 














* Will not rust or corrode... 
long-lasting 


* Non-staining...no streak- 
ing of sills or sidewalls 


* Strong, resilient ...no 
dents or bulges 


* Unaffected by fumes 
or salt air 


* Translucent... admits 
more daylight 


* Non-inflammable 


* Will be competitively 
priced 


Memo to the Trade: 
Investigate LUMITE New Plastic 
Window Screens now for postwar 
market possibilities—and profits! 
Write for information today. 












EALERS and builders alike think highly of 


PURITAN Sash Cord. The fact that it has been a large 


selling quality cord for many years proves it. Puritan 


Cordage Mills, Inc., Louisville, Ky. . . . manufacturers 
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Long Island City, 2 N. Y. 


Wick Corp., 


Pearl- 
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There’s PROFIT in . 
this TRAFFIC-STOPPING | SDB Drom Cotton 
VOLUME PRODUCER @gge® Zale to Pade 


the only company that looms the pad It sells 


and cach pad ¢ 


pF WAFFLE 
A WNITVED 


i 
3 


For greater resiliency 
. faster heat ana 
moisture absorbency 
.. better ironed work! 


HANDY PACK DEPARTMENT 


Remember the Milapaco HANDY PACK in lace 
paper Place Mats and Doilies! Already sales-proven 
in the country’s leading stores as the ‘‘outstanding 
merchandising idea in paper,” the Handy Pack boosts 
unit sales from two to nine times over the ordinary 
dime-a-package unit — and with less sales effort. 


You'll want to use this colorful, self-selling bargain 
package of beauty as the center eye-stopping, traffic- 
stopping display in your paper goods display —a 
volume-producing HANDY PACK DEPARTMENT. 
Ic will be your most profitable promotion when par- WAFFLE-KNITTED : 


tially restricted production is again increased. Re- IRONING BOARD PADS? 


member it — for future — and profits! and COVERS 





4 
_ 4 
“st EEE ST, REALE ig ” 


ge 


TODAY. ..BUY MORE WAR BONDS... 4 Its unique construction, plus quality-control from 
Plan for a Milapaco Handy Pack start to finish, make TEX-KNIT the outstanding 
Department later. brand! With military needs getting first call on 

aes omens ~ . Te ‘ our padding, we are only able to supply a por- 
nr WHEL FSA tion of our customers’ needs. However, to new 
accounts we suggest putting in a reservation for 


MILWAUKEE Lace Paper Co. petnney ecb eat oy Hy 


1306 East Meinecke Avenue Milwaukee 12, Wisconsin 
Established in 1898 


— NMitapaco 


LACE PAPERS OF CHARA < 
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made b 
y EKCO in the Katzinger tradition 


ve recently changed 
r EKCO trade-ma 


n the past- 


s Company 


FOUNDED IN 1888 AS EDWARD KATZINGER COMPANY 
1949 NORTH CICERO AVENUE, CHICAGO 39 
TOOLS, EGG BEATERS, CAN OPENERS, STRAINERS © GENEVA FORGE CUTLERY 
aa BRITE TABLE FLATWAR & KATZINGER BAKERS’ 
POT FLASHLIGHTS. 


A&) KITCHEN 
eo FLINT HOLLOW GROUND CUTLERY © 
PANS @ EKCO AND OVENEX TINWARE © TRU-S 


EKCO 
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EMANUEL SHENKAN CHARLES BENSINGER SOL LEIB WALTER A. LEVY 


The Haney Furniture Company President and General Manager Buyer & Manager, House Furnishings Furniture & Appliance Mdse. Mér. 
New Castle, Pa. Bensinger’s, Inc. The A. Polsky Company St. Paul House Furnishing Co. 
Louisville, Ky. Akron, Ohio Minneapolis House Furnishing Co. 


t. Paul-Minneapolis, Minn. 








( 
MAX B. GRUST EARLE W. HELLUMS ‘PERRY E. FAETH F. C. VERMEULEN 
Manager The Hellums Furniture Co., Inc. President Proprietor and General Manager 
Bloch Furniture Company Wichita, Kansas Stowe Hardware & Supply Company Vermeulen Furniture, Inc. 
Racine, Wise. Kansas City, Mo. Jackson, Michigan 





ROBERT H. KIEFFER 
President and General Manager 
Kieffer Bros., Inc. 


Syracuse, N. Y. 
See 2 WE: “Write today for brief, illuminating facts.” 


ene ADDRESS: Detroit Vapor Stove Division, Borg-Warner Corporation, Detroit 26, Michigan 


me | eooee A BORG-WARNER INDUSTRY 





_— YOU: “How do these men—and thousands of leading mer- 
chants—make more profit from their gas range departments?” 





fl 























* YOU CAN'T BUY A BETTER RANGE THAN WHITE STAR * 
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on WHEN THIS a4 
5 PROFIT PACKAGE IS 


Wes, sir! You'll hear plenty of applause, once And you will applaud enthusiastically when 
production of Auto City Iron Chromeware is you see how this fast selling cookware will bring 
resumed! customers into your store—will bring you quick 

Housewives are going to applaud because of sales, rapid turnover and ever-increasing profits. 


the better cooking qualities, the sparkling beauty Why not let us tell you more of our plans... . of 


and the gleaming easy-to-clean chrome finish of . . seas one 
‘ , our increased production facilities, our ability to 
this cookware that will add so much to the attrac- ar s —_—* 
: a make deliveries quickly once our production lines 
tiveness of their kitchens. : i 
start rolling, and of the merchandising and adver- 


We here at the factory will applaud because the 
tising help we have planned. Write TODAY. 


war will have been brought to a victorious con- 
clusion and we are eager to resume peace-time 
production. 












POLLY PAN SAYS: 


Don’t put off until tomorrow 
buying that 
EXTRA WAR BOND 
you should buy TODAY! 




















SALES DEPARTMENT: 1490 MERCHANDISE MART, CHICAGO, ILL. FACTORY: 3450 DENTON AVE., DETROIT 11, MICH 
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SEE HOW COLEMAN IS 
CAPTURING TOMORROW'S 
OIL HEATER MARKET! 


"yy 























Coleman’s Complete Line Builds 
Big Opportunities For Every Coleman Dealer 


Millions of ads like this, dramatizing the “warm-floor comfort” 
provided by Coleman Heating Appliances, are making Coleman a 
mighty name in the post-war heating market—winning thousands 
of customers for Coleman franchise dealers in the post-war era. 
Strong individual “sells” on each Coleman item—from space heaters 
to central plants—tell each type of buyers: “Coleman brings this 
dependable automatic comfort to you—your Coleman dealer will 
be able to provide you easily—at low cost.” 


























Ye 
H 
Find out how you can share in this widened heating market! fu 


of 
of 


e 


Write Coleman, Wichita 1, Kansas, for more information. 











AMERICAN HOME POPULAR MECHANICS 4 
SATURDAY EVENING POST LIBERTY 
MACFADDEN WOMEN’S GROUP POPULAR SCIENCE 
PATHFINDER COUNTRY GENTLEMAN 
SMALL HOMES GUIDE FARM JOURNAL 
LOOK MAGAZINE PROGRESSIVE FARMER 







THE COL 


AMERICAN MAGAZINE HOLLAND’S MAGAZINE 
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Here’s The Kind Of Oil Heater That 


bi Badike Come Down Gute Plees..ksSnea teal 


HEATS YOUR HOME LIKE A FURNACE! 


It’s something to be glad about! 
—to have such ceed warmth 
on the floors! A joy to revel in 
even heat that’s comfortable from 


terested in—that of healthful com- 
fort, with “push-a-button” ease and 
freedom from work and dirt. In 
city, town, or country, you can en- 


: head-height to shoe-soles, and in joy this modern, automatic heat 
P flooding billowsof pleasantwarmth, with Coleman Heat Plants, that 
7 going through the whole house! use clean gas, oil or butane gas as 
; This is the real “heat of to- fuels. 















ea “i : Ss a 
You get 3 kinds of comfort with a Coleman Oil 
Heater (1) floods of circulating warm air like a 
furnace; (2) “‘quick-warm-up’’ radiant heat, by 
opening heat reflector doors; (3) directed flow 
of warm air at floor level. 


s . 


\ THE “HOT” NAME IN HOME HEATING 


7 


Floor Furnaces Central Heating Plants * Water Heaters » Space Heaters 
There’s a modern Coleman Heat Plant for every home heating need 





morrow” that Coleman will bring 
you, in new, improved oil heaters 
and in famous Coleman Floor Fur- 
naces and Central Heat Plants. It’s 
the advancement you’re most in- 


FREE! —The “Inside Story Of Tomorrow’s Home Heating.” A 
mma detailed illustrated report on Coleman’s new develop- 
ments, giving the practical facts! Real help in planning for better heat- 
ing and a better home! Just mail the coupon—now! 


@ oleman 


Do you want to know how many 
burdens these Coleman improve- 
ments can lift from yourshoulders? 
—what remarkable comfort they 
bring? Then write for this: 













Coleman Lamp & Stove Co., 
Dept. OD-413, Wichita 1, Kansas 
Without obligation to me send me your 
illustrated free book ‘‘The Inside Story of 
Tomorrow's Home Heating.’’ 


FEE Se Se ee 
Address___ 


Town : State 















THE COLEMAN LAMP AND STOVE COMPANY * WICHITA 1 CHICAGO 11 © PHILADELPHIA 8 » LOS ANGELES 54 + TORONTO, CANADA ial 


’ 
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PLAIN WORDS 


The time will come when America will again give 
a respectful ear to a simple call to peacetime 
duty and to plain words of explanation. In the 


interim the walls are not being daubed with 


glittering stories of future Moore Enameling and 


Manufacturing Company products. When the 
time comes, there will be those plain words of 
explanation with deeds to match that have 
always been the foundation of Moore Porcelain 
Enameled Cooking Utensils. There are no 


wartime restrictions on this kind of peacetime 


planning. 
844 


THE MOORE ENAMELING & MFG. CO. 
WEST LAFAYETTE, OHIO 


PORCELAIN ENAMELED 
COOKING UTENSILS 





THE ENAMELED WARE WE 
MIGHT HAVE SHIPPED TO 
YOU HAS GONE INTO 
SUCH WARTIME ITEMS AS 
CARTRIDGE CASES. BOMB 
FINS, ARMOR PIERCING 
SHOT. CANTEEN CUPS. 
MEAT CANS, OFFICERS 
FIELD MESS EQUIPMENT. 
MORE—WAR BONDS AND STAMPS REFLECTOR SHELLS. 
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Top efficiency, highlighted by maximum Mascot-heated barracks - - - along with the 
convenience were the ideals sought by the occupants of over a hundred thousand 
designers of the MASCOT ALL-PURPOSE Mascot-heated homes ---know to what 
HEATER. And thousands of Service men heights those ideals have been carried. 
and women who live in the comfort of Some of the features which make this pop- 
ular-priced Mascot number such a fast 
seller are indicated by the arrows on the 
cut-away diagram below: 


This Heat Spreader Ring 
of cast iron conserves heat ] s f 
—distributes it more even- air from back of fire-brick 
ly around the area to be lining is superheated for 
heated. greater efficiency.’ 








Through these blast holes, 


’ The magazine holds 


Depressed channels yor A yry 3 to 6 7 


from top to bottom ff ‘ : 

of lining act as [iy el ee 
“Cokes” the coal 
P. . converts smoke 
and gas into heat. 


6 


Large Ash Pan 











The grate revolves, 
has a draw center 
for efficiency; is 
extra heavy for 
longer service. 


and Ash Door— 
Machine ground 
door joints. Each 
heater equipped 
with automatic 
pipe draft con- 





trol. 


Despite the drastic shortage of fine heat- 
ers, the MASCOT model shown here is 
ready for delivery and profit NOW. More 
elaborate models not available in quantity 
until after V-Day. 























Write for Description and Prices of our Complete Line 


MASCOT STOVE COMPANY 
Dept. A, CHATTANOOGA 2, TENNESSEE 


MASCOT 


ALL PURPOSE 
HIE. we TE f 4 Buy M 
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A timely message 
from one of America’s 
Hardware Leaders... 





“We again cast our vote for 


DEALING THROUGH THE JOBBER!” 


— CARL A. MILLER, Director, NATIONAL RETAIL HARDWARE ASSOCIATION 


Comparep with other kinds of retail selling, the hardware 
business stands out for its rock-ribbed stability, year after year, decade after decade 
. .. through peace and war, prosperity and depression. 


“One of the most important factors in maintaining this stability is the Jobber- 
~~ Dealer System. No other method of distribution has proved its equal in all-around 
efficiency, and in the added strength that accompanies organized teamwork between 
manufacturer, jobber and dealer. Sure, we hear a lot these days about various 
postwar plans aimed at short-circuiting the system. But when all the shouting is 
over, our welfare will be best promoted if we again cast our vote for dealing 


through the jobber!” . 
——B ak a. nero 









> 
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MASTER LOCK COMPANY, Milwaukee 10, Wis., Worlds Leading Padlock Manufacturers 
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Gillette Launches 
‘Postwar’ Radio Program! 





i 8 4 
jf SLADES § Je: 


ALL-STAR BASEBALL GAME 
WORLD SERIES * KENTUCKY DERBY 
- FOOTBALL BOWL GAMES 


Se Gh ee ems 
SU ae 


From Annapolis, Dec. 2nd, Gillette Broadcasts the Army- 
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There be no freaks, no “‘super-modernes’”’ in the 
Westclox postwar line. 

But you will have the standard, gracefully streamlined 
Big Ben family—plus, as quickly as possible, an array of 
new spring-wounds and electrics in the smart, ahead-of-the- 
parade designs which have always distinguished the popular 
Westclox line. And of course that same dependability which 
has made Westclox and Big Ben the most reliable names 
in clocks. 

Our time is still devoted to war work. But just as soon 
as permissible, bright and good looking Westclox faces will 
be back in your store again! Westclox, Division of General 
Time Instruments Corporation, LaSalle-Peru, Illinois. 


72 








BIG BEN 


| 
| Keeps America On Time 


WESTCLOX 


1A $a * 
(LE-PERU, 144. DIVISION OF GENERAL Time INSTRUMENTS CORPORAT 
| In Conede, Western Clock Co., lid, Peterborough, Onterio ong 


[- 


| 
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| Yat about Reconversion 


we get 

with Ka eemand- 
y t-uP retail “ 
saat 


SUBSIDIARY OF BOWSER, INC 217 EAGLE STREET 


Z » 
THE EAGLE LOCK COMPANY « TERRYVILLE, CONNECTICUT AG I 


ESTABLISHED 1833 
Bring Them Back Sooner—BUY WAR BONDS AMERICA'S FIRST LOCKMAKERS 
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e The Saturday Evening Post, Country 
Gentleman, Successful Farming, Pro- 
gressive Farmer, Popular Science, Me- 
chanix Illustrated — are big-circulation 
magazines regulurly carrying Nicholson 


advertising. 


NICHOLSON FILE CO., 
Providence 1, R. 
(Also Canadian Piont, Port 


25 ACORN STREET 


1., U. S. A. 
Hope, Ont.) 





_. « YESTERDAY, 
TODAY, AND 
TOMORROW 


*-down in the quality 
“pecause of the 


Ny as ever. You'll keep 
on getting the longest service 
yalue in the land when you 
aaps made by the world’s larg- 
manufacturer under the sweep 


be aaolacrt 





and Black Diamond bles of high- 
1 have the prope’ hardn 4 
to do a good sharpening j 
harvester knives. on cut- 
general. and on soil-working 
parts. In fact. it pays to use these 
world-famous files on repair o8 well as sharp- 
ening work. You'll like the Mill type show? 
here: and for ing i 
Crosscut and sii 
eat-biting files you've ever 
nt dealers serve you 
nd and sell you 
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American boys and their allies are pouring iton. 
It shouldn’t take much longer to finish off 
the Nazis. 
But until Washington gives the word, the 
ACCO Giant has got to keep turning out 
chains for war needs ahead of civilian and 





commercial. 

You can’t imagine all the places chain is 
needed by Army, Navy, Coast Guard, Mari- 
time Commission, and Lend-Lease. The pic- 
ture above is an example. But we know that 
you need chain, too. And we’ll be happy when 
we can serve you promptly again. 

Oh, what a beautiful morning that will be! 


BRIDGEPORT, CONNECTICUT 
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Ilustration courtesy of Diamond T Motor Car Company 
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Informal Editorial Comments... 





Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








OPA Liberalizes Policy 


On Reconversion Pricing:— 


C HESTER BOWLES, 
OPA Administrator, has is- 
sued an eight-page memo on 
reconversion pricing. It is be- 
ing sent to all members of the 
various OPA Advisory Com- 
mittees. Advance copies were 
sent to business paper editors. 
Taken at full face value, Mr. 
Bowles’ memo proposes to lib- 
eralize reconversion pricing 
practices in order to stimulate 
the change-over from war pro- 
duction to manufacturing for 
essential civilian goods. This 
is a vitally needed factor to 
stimulate such transition. If 
the policy outlined is adhered 
to all along the line, reconver- 
sion can definitely be ex- 
pedited. 

The essence of Mr. Bowles’ 
memo is “flexibility,” in con- 
trast to arbitrary price ceilings. 
Taken literally, this announced 
policy will review promptly 
cost factors to an extent not 
previously considered. Mr. 
Bowles does qualify this good 
news with the statement, “Ob- 
viously, any policy which we 
set now must be highly tenta- 
tive,” but in our opinion the 
entire approach of the prob- 
lem is sound, healthy and a 
step in the right direction—a 


step that should and could 
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have been taken sooner with- 
out jeopardizing OPA’s fight 
against inflation. 

Without some such assur- 
ance of pricing flexibility, 
many manufacturers could not 
afford to resume the produc- 
tion of civilian goods—due to 
present high labor costs, high 


* 


* 


taxes and the many other high 
cost factors which war produc- 
tion inevitably encourages and 
develops because of the urgent 
need for speed and large quan- 
tities. By the same token, 
wholesalers and retailers 
should be permitted adjust- 
ments based on their costs. 


* 


“Every Key Man Has 
Three Jobs’ :— 


HE other day we had 

lunch with an important 
branch manager for one of the 
country’s largest and most 
successful corporations. He 
had, for many years, been a 
top flight executive for a com- 
pany which was acquired by 
this larger unit some years ago. 
He was full of admiration for 
the methods and policies pur- 
sued by the corporation, espe- 
cially its philosophy on key 
men, their functions, opportu- 
nities and obligations. 

He said, “Every key man 
in our entire world-wide or- 
ganization understands fully 
that he always has three jobs 
and must make good on all of 


them. First—he has his own 
particular job. Second — he 
has the responsibility for train- 
ing his own successor. Third— 
he must constantly study and 
prepare himself for the job 
ahead, and show some promise 
of qualifying when the time 
comes for him to move up. 
And this plan really works and 
is truly a great incentive to the 
entire personnel.” 

The mutual benefits of such 
a program to the corporation 
and its key personnel are so 
obvious that any elaboration 
on the subject should be totally 
unnecessary.. This is a truly 
great theory of business opera- 
tion. 


as 









Regulation W Under Fire 
From Bankers and Credit Men:— 


ETAIL hardware mer- 

chants have said they are 
overwhelmingly in favor of 
continuing Regulation W in 
the post-war period. So have 
certain other retail groups 
who, like hardware dealers, 
found this control helpful in 
curbing the competitive use of 
uneconomic credit terms. It 
should be remembered that 
this control, under the super- 
vision of the Federal Reserve 
Board, was not intended to 
help such competitive condi- 
tions but was solely enacted as 
an anti-inflation help and will 
normally be evaluated in off- 
cial Washington solely on that 
same basis. 

In recent weeks, organized 
bankers and credit men have 
been calling for either the 
elimination of Regulation W 
or a drastic easing of this con- 
trol as soon as the European 
phase of the war is finished. 
The Federal Reserve Board 
has uttered no opinion, for or 
against, nor has there been any 
authentic rumor as to Federal 
Reserve attitude on this ques- 
tion. 

Regulation W is strictly an 
emergency measure which 
legally expires when the emer- 
gency is declared at an end— 
unless Congress sees fit to take 
other action. To date, the only 
articulate opinion has been op- 
posed to continuing this mea- 
sure. Thus Congress would be 
justified in considering that 
it has no particular support. 

As reported two issues ago, 
we heard in Washington that 
Regulation W would be con- 
tinued, after the collapse of 
Germany and also for a time 
following the fall of Japan, but 
that beyond that latter point 
there was no definite informa- 
tion. If sufficient opposition 
is heard this control measure 
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may go off the books rather 
promptly when Germany falls. 

If retail hardware dealers, 
and others, really want Regu- 


lation W continued, with or 
without peace-time modifica- 
tions, it behooves them to get 
busy and let their Congress- 
men (both houses) know just 
how they feel. To date only 
the opposition has made itself 
heard and felt. 








Civilian Hardware Production 
Non-Existent in England 


Post-war outlook for British hardware 
industry brighter than in the United 
States. Home reconstruction needs, in- 
cluding builders’ hardware, promises an 


almost inconceivable volume. 


Quality 


cutlery prospects are also bright. 


By J. H. VAN DEVENTER 


President and Editorial Director 
The Iron Age 


London, England, by 
Wireless: Hardware man- 
ufacture in the British 
Isles is and has been 
practically non-existent 
so far as the private 
consumer is concerned. 
The industry has. been 
either converted to war 
products or requisitioned 
to supply hardware items 
required for military 
purposes. Ironmongers in 
the United Kingdom have 
not been able to supple- 
ment their lines by ce- 
ramics or other products 
as in the’United States 
because of the manpower 
shortage. Labor here is 
under the same conscrip- 
tion as is applied to 
fighting personnel both 
as to men and women. 

Post-war prospects for 
the industry here are 
somewhat brighter than 
in the United States for 
two reasons. One is ac-— 
cumulated demand and the 
other is destruction of 
private dwellings. 

Whether by accident or 
design the Germans con- 
centrated their early 
blitzing on the destruc-— 
tion of the private homes. 
Later on the buzz bombs 
by chance, certainly not 
by accuracy of control, 
accomplished the same 
purpose. As a result, 


the reconstruction prob- 
lem is enormous. It is 
reliably estimated to re- 
quire the work of one 
million five hundred 
thousand people for ten 
years to replace the now 
uninhabitable dwellings. 
What this will amount to 
in the way of demand for 
builders' hardware is 
almost inconceivable. 
However, since recon- 
struction will be a 
government function very 
largely and in the cap- 
able hands of Lord Wool- 
ton, Ministry of Recon- 
struction, the natural 
channels of trade may 
not apply. 

In the Sheffield area, 
famous home of the cut- 
lery industry, makers are 
looking forward to a 
satisfactory trade in 
quality goods. But there 
will undoubtedly have to 
be a consolidation of 
small cutlery makers in 
this area to produce a 
satisfactory competition 
situation. According to 
Mr. William Wood, Chief 
Cutler of Sheffield 
(Chief Cutler here takes 
precedure of His Worship 
The Mayor). Out of some 
seven hundred Sheffield 
cutlery makers fully one 
half employ five men or 
less. 
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Symbols of Victory > 


Joe Harvey’s boy is back from the South Pacific, and Joe, the 
local hardware man, has a new window display he’s mighty proud 
of. A rising sun battle flag, a samurai sword, an automatic pistol 
and the rest of young Joe’s trophies — all “‘made in Japan” and 
all acquired the hard way.... 


There’s another display we’d like to offer hardware dealers, if it 
were only possible — a collection of ILCO-made fuses, of many 
types and sizes, for American shells and bombs. Such a display 
‘would make a few matters clearer. It would explain what we’ve 
been doing the past three years, and why we’ve been unable to 
keep Joe Harvey’s ILCO stocks up to anything like par. It would 
help illustrate ILCO’s share in aiding Joe Jr., and other G.I. Joe’s, 
to bring home their hard-won symbols of Victory. . . . You see, 
what we had to take from Joe Harvey we sent to his son — and 
all the sons who need everything we can possibly give them. 

Those fuses, in fact, represent all but the smallest fraction of our 
output today. But, tomorrow is another story. Just as soon as 
regulations permit we’ll resume full-scale peacetime production 
— supplying to the trade the famous ILCO Line of dependable 
Security Hardware, more accurate, dependable and secure, than 
ever before. ... And tomorrow, we know now, is not far off. 


x *k* * 


You can still buy ILCO Security Hardware for war essential needs, 
under WPB-547. Such orders will receive our best attention, and we will 
gladly assist you toward interpreting priorities. 
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Hardware Age 
Post-War Forum 





“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


; is today an 


increasingly strong undercurrent 
of excitement at the prospect of the 
close of the German phase of the 
war. Anyone who should choose 
to take a pessimistic view of the 
business prospects for the next few 
years would distinguish himself by 
the originality of his thought. 
Everywhere, and most particularly 
in the building field, we are 
greeted with the remarkable 
prophecies of business to come. 
Frankly, were I questioned on this 
subject I would hardly dare to 
go against this wave of optimism. 
In fact, I think it would be entirely 
impractical to assume that we were 
about to plunge into “the greatest 
depression ever,” for if this coun- 
try is not capable, after the last 
15 years’ experience, of develop- 
ing the greatest business per capita 
that it has ever enjoyed then it 
would be best for all of us to shut 
up shop and call it quits. 

The question to which we must 
all, as nearly as possible know the 
answer, is: “For Whom Is Busi- 





*A paper prepared for delivery be- 
fore the National Contract Hardware 
Association, at Chicago, Oct. 5, 1944, 
and read by J. B. Duff of the same 
company due to the unavoidable ab- 
scence of the author. 


“They shall beat their swords into ploughshares 


Once the extraordinarily large, immediate 
wants of the public are satisfied we will en- 
ter into a period of competition the like of 
which this country has never seen. The 
strong will grow stronger and the weak 
will fall by the wayside. In this battle for 
business the importance of “simplification” 
cannot be over-emphasized. 


ness Going to Be Good?” It has 
been my observation through my 
business life that one of our most 
fatal human characteristics is that 
of feeling that if we have carried 
on some pursuit for a reasonable 
length of time, and have been rea- 
sonably successful therein, we have 
a vested interest in that pursuit; 
we have a right to continue that 
pursuit whether or not we are still 
able to furnish equally well, or 
better, the service which we have 
provided in the past. Perhaps the 
most serious indictment of the 
New Deal, and in this remark I 
do not want it felt that I am enter- 
ing into a political discussion, has 
been the expressed belief on the 
part of many of its leaders that we 
have reached ’a mature economy. 
Nothing, in my opinion, could be 
further from the truth. In spite of 
the fact that in recent months vari- 
ous authorities have made special 
endeavors to inform the public 
that they cannot expect a series of 
miraculous improvements over- 
night, I am firmly convinced that 
our grandchildren will look back 
to this time with pity for their 
poor ancestors because they were 
forced to live in such an archaic 
period. 


Effect of the Theory 


Let us return for a moment to 
the mature economy theory. This 
very theory encourages that fatal 





feeling on the part of the business 
man that he has a vested interest 
in his business and should be pro- 
tected from attack. Once he is 
firmly convinced of this belief he 
proceeds to expend his best efforts 
in preserving the status quo and 
in fighting advancement. One of 
the most dramatic examples of this 
is the continuous endeavor over a 
period of years to tax chain 
grocery stores out of business— 
not for the benefit of the public, 
but on the other hand for the pur- 
pose of preserving the status quo 
of the private grocer. The very 
essence of democracy is to provide 
the greatest good for the greatest 
number and I believe that we must 
remember that always the great- 
est number comprises that all en- 
compassing group known as “the 
consumers.” It is toward this 
group, in the last analysis, that we 
must point our energies whether 
we be manufacturers, distributors, 
or offer our services in the form of 
medical or legal advice or other- 
wise. 


Two Great Groups 


There are two great groups that 
share the responsibility of con- 
tributing to the economic needs 
and progress of us all. They are 
the manufacturers and the distrib- 
utors. The usual course of goods 
is from manufacturer to distribu- 
tor, to consumer. Builders’ hard- 
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- By H. T. BOURNE* 

General Manager, 
Sargent & Co., 

New Haven, Conn. 


ware, in large part, of course, trav- 
els the less common road from 
manufacturer to distributor, to 
manufacturer to consumer, for 
after all building construction is, 
in a very true sense, a form of 
manufacture. 


Pattern for the Future 


The strides made by manufac- 
turers during the Machine Age, 
which is only 150 years old, are 
the constant wonder of thoughtful 
historians. They have discovered 
and taken advantage of the basic 
truth that power and machinery 
can replace manual labor to the 
advantage of all. With this knowl- 
edge they have made consistent 
progress. Although I do not wish 
to over-simplify the matter, never- 
theless, it would appear that the 
manufacturer has a clearly estab- 
lished pattern for the future. This 
is to continue as he has in the past 
—to refine the use of power and 
the use of machinery. Nothing 
could be further from the truth, | 
am sure, than to say that the man- 
ufacturers had reached an end to 
their progress. But, I think you 
will all agree that they have, in- 
deed, clearly established a pattern 
of progress which is subject basi- 
cally only to refinement. 


New Finishes, New Methods 


A machine that accomplishes 
one, or a few, manufacturing oper- 
ations may perhaps be improved 
so that it accomplishes all the 
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operations necessary in the manu- 
facture of a product. New finishes 
can and will be devised. Totally 
new methods of carrying out proc- 
esses will be developed, but essen- 
tially, what the manufacturer of 
the future may do will be similar 
to what he has done in the last 
150 years, which is consistently to 
improve the employment of power 
and mechanical ingenuity in order 
to produce goods in a progressive- 
ly less expensive and superior 
manner. The manufacturer’s path 
seems clear. He will provide less 
costly goods when he is able to 
secure less costly power; when he 
is able to mechanize his processes 
further. You will understand, of 
course, that I refer to processes 
and theories of manufacturing, not 
to the endless possibilities in in- 
vention. 

Trade is simply a synonym for 
distribution! What about this sec- 
ond and equally important con- 
tributor to our economic life—the 
distributor? Is his path in the im- 
mediate future as clear as is that 
of the manufacturer? I think so 
but I also think it a far more com- 
plex and difficult one. 

I make bold to say that the 
science of distribution will make 





strides, in this next decade, com- 
parable to the strides made in any 
past entire generation by the man- 
ufacturers of the country. 

During this whole manufactur- 
ing period our group standard of 
living has risen. More and more 
of us have become able to afford 
more than the bare necessities of 
food, shelter and clothing. The 
demand has successively become 
stronger and stronger for the 
countless things which make life 
more comfortable. 


Reaction Has Developed 
Rather paradoxically I think, 


though there are some good rea- 
sons for it, distribfition as it has 
expanded has become more costly. 
Now it would appear that a re- 
action has set in. It would appear 
that holders of large blocks of 
capital have suddenly discovered 
the vast field of opportunity in 
distribution. It would appear that 
the public, faced with the desire 
for goods double, or treble, or 
quadruple the number needed by 
their fathers and grandfathers, are 
determined to stretch their dollars 
ever farther and farther and are 
thus attracted to lower prices for 


and their spears into pruning hooks.”..... ii, 4; Micha, Iv, 3 











“comparable merchandise. It even 
appears quite clear to some of us 
that the government is determined 
to cut the cost of distribution and 
thus secure a wider distribution of 
all goods. 

All this means a stimulus to and 
a pressure on distribution which 
will force it into establishing scien- 
tific principles as precise as those 
used in manufacturing. 


Face Critical Periods 


I believe that we are faced with 
two critical periods of business, 
both fraught with hidden dangers. 
I have spoken of the fatal tendency 
of all of us to try to preserve the 
status quo—to feel we have a 
vested interest in our chosen pur- 
suit. The extraordinary onrush of 
business which we all expect (and 
although it may be delayed it 
seems certain to come sooner or 
later), may well have a tendency 
to build this feeling in us so 
strongly that we cannot escape its 
bonds and that is the first danger 
and it is this period of good busi- 
ness which is the first period of 
which I speak. I will hazard a 
guess that it will last no more than 
two, possibly three, years. 

It will be followed, I believe, by 
a second period of good business 
and I would hardly dare guess how 
long that will last. It is this peri- 
od that offers the really critical 
danger to us all. If we succeed in 
avoiding the danger of the first 
period we will be far better pre- 
pared to face that far more critical 
danger that I see in the second 
period. 

I say that this second period will 
also be a period of good business. 
By that I mean that carloadings 





will remain up; the national in- 
come level will remain up; produc- 
tion and distribution will remain 
up. Where, then is the danger? 
That can be answered with one 
word—“Competition!” 

I believe that once the extraordi- 
narily large, immediate wants of 
the public are satisfied that we will 
enter into a period of competition 
the like of which this country has 
never seen. The strong will grow 
stronger and the weak will fall by 
the wayside. Everything, it ap- 
pears to me, points to this! We 
have an enormous new manufac- 
turing capacity. We have a tre- 
mendous interest on the part of 
newcomers, as well as oldtimers, 
in the field of distribution. I do 
not speak of competition in the 
terms of our competition with our 
brother manufacturers, nor of 
your competition with your broth- 
er distributors. That is healthy 
and good and stimulating. What 
I am speaking of is the coming 
competition of all of us in the 
builders’ hardware field with the 
countless thousands of manufac- 
turers and distributors of literally 
millions of products, each of whom 
will be determined to get his share 
of the consumer’s dollar. It is that 
competition that we must face with 
intelligence and energy or some of 
us will fall by the wayside and 
those remaining will fail to get 
even their share of the consumer’s 


dollar. 


Problems Are Similar 


Since I establish this premise it 
seems incumbent on me to suggest 
a solution. Were you just hard- 
ware jobbers carrying on a rela- 
tively simple process of distribut- 








Join the Hardware Age Post-War Forum! 


Conditions will change when the war is over and there will be many 
noteworthy developments in the field of business. There will be plenty 
of prosperity in the post-war era and every branch of industry will avail 
itself of the opportunities which will present themselves. Competition 
will be keener than ever before and the business of distribution will 
witness numerous changes. All branches of the hardware industry— 
manufacturers, wholesalers and retailers should begin to formulate their 
plans for the business that will await them when the war is over. And 
they should start planning for that period now! 

The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this vital subject. 





ing merchandise through retailers 
to consumers and direct to indus- 
trial and other business organiza- 
tions it would be far easier to sug- 
gest ways and means of facing this 
threatened competition success- 
fully. However, I think that after 
a study of the matter you might 
agree that your problems are very 
similar to those of the wholesaler; 
the only difference being their in- 
creased complexity. 


Severe Competition 


We all know of plans in use, or 
in the process of development by 
hardware distributors of various 
sorts. We know of the activities of 
large mass selling organizations 
who can be covered under the gen- 
eral description of chains; we 
know of dealer-owned wholesale 
organizations; we know of at- 
tempts, some of them successful, of 
controlled distribution by inde- 
pendent wholesalers through in- 
dependent outlets; we know of 
further attempts to control distri- 
bution by independent wholesalers 
through controlled and semi-con- 
trolled outlets; we know of certain 
groups of wholesalers who have 
joined together to carry on group 
buying activities. None of these is 
new; in fact, some of them are 
quite old. The important point is 
that they all seem to have received 
a new lease on life and the increas- 
ing attention of their supporters, 
all of which points to my prophecy 
that we have a prospect of very 
severe competition in the future. 

There is one outstanding point, 
and the importance of this point 
cannot be over-emphasized, in my 
opinion, in connection with the 
above-mentioned methods and pro- 
posed methods to cut costs, and 
that point is “simplification.” 

I have spoken of the public’s in- 
creasing demand for a wider and 
wider range of goods. I mean, of 
course, a demand for a wider 
range of different things—not like 
things. The public, I believe, is 
learning rapidly that if it is to 
have a wider range of different 
things then it must be satisfied 
with a narrower range of like 
things and that is fortunate be- 
cause it would appear that we all 
simply cannot remain in this busi- 

(Continued on page 150) 
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Display’s the Thing in This China 
And Glassware Department 


The Parrott Hardware Co. believes 
that if you feature these lines 
to the limit sales will follow 





This side is given over to picture frames, mirrors and similar items. 


\ "a dinnerware 


and glassware get ample display, 
sales result. This has been the ex- 
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perience of the Parrott Hardware 
Co., Owatonna, Minn., owned by 
A. C. and R. W. Parrott. This 
store has gone into dinnerware, 
pottery, glassware and gifts quite 





ON AVAILABLE GOODS 


heavily during wartime and has 
given over considerable space in 
their big first floor location to this 
line. The result is that sales have 
been decidedly satisfactory, as 
women customers have been quick 
to look over the well displayed 
stock. 

At the Parrott store, three, long 
15 ft. tables are devoted to a show- 
ing of dinnerware, glassware, pot- 
tery and gifts. One has a four- 
shelf step up arrangement on both 
sides while the others have a few 
glass shelves in the midst of a 
massed display. 


Massed Displays 


The long table at the store which 
uses the massed display principle 
on dinnerware is very popular 
with housewives. Here they can 
see a large number of patterns. 
displayed and it gives them an 
idea of how the sets will look in 
their own homes. Prices on din- 
nerware range from $5.95 and up 
at this store, with a $15.00 price 
on a large set being quite popular. 
Most of the samples of the 32- 
piece sets are displayed in wire 
racks. 

A special stock of cups, saucers, 
plates and bowls is maintained 
for the benefit of farmers who 
constantly buy here to replenish 
everyday farm dinnerware. At 
threshing and harvesting time, too,. 
such china is purchased in large 
quantities. Church organizations, 
picnic groups and the like pur- 
chase this plain white stock, too,. 
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Sets of dinnerware are shown attractively on this 15-ft. table. 


in order to be able to serve large 
suppers or other meals once or 
twice monthly, whatever the case 
may be, buy such stock. 

One table carries a display of 
placques which range upwards 
from 50 cents. Another placque 
display is placed against the back- 
drop of a main window and makes 


an extremely fine showing. This 
store has recently taken on plac- 
ques and Mr. Parrott says that 
they have moved very well, in fact 
much better than had been ex- 
pected. 

A medium stock of figurines 
and other table decorations has 
proved to be popular with cus- 








tomers. Women who buy gifts, 
dinnerware and glassware like 
figurines and frequently buy them. 
There is also a good stock of ser- 
vicemen’s picture frames which 
have sold quite readily. Framed 
pictures at prices of $1.39, $1.79 
and up also have found ready sale 
in this area. Well-framed glass 
mirrors have also attracted con- 
siderable trade at various seasons 
of the year. 

Near the back of the store, one 
section of the wall space has been 
given over to a showing of pressed 
wood ranging in price from 25 
cents to $2.00. These items have 
also attracted many women, be- 
cause of their variety in design 
and their reasonable price and the 
fact that they add a touch of the 
exotic to the average home. 

In addition to the excellent in- 
terior displays of dinnerware and 
allied lines, the store also has 
large, well lighted windows, with 
low floor levels and dinnerware is 
given considerable space there 
from time to time. Newspaper ad- 
vertising is also used occasionally 
to feature these lines. 


Outdoor Display Feature Central 


Piece for Seasonal Merchandise 


UST inside the front door of the 
Wood Bros. Hardware Co., Char- 
levoix, Mich., is an outdoor display 
feature which attracts many cus- 
tomers and increases the store traf- 
fic. This display consists of a table 
which has cedar shingles tacked on 
the exterior to give the outdoor ef- 
fect. The table top consists of a 
miniature rock garden with a replica 
of a small grist mill and tiny water 
wheel. There is a miniature mill 
pond filled with water, as well as a 
tiny wooden boat which moves about 
in the water when the water wheel 
is operating. 
Water is piped to the display and 
a small electric motor keeps the 
water wheel turning. There is a 
light inside the small mill. At night 
a spotlight is turned on the entire 
display and people can easily see it 
from the street. In fact, it is not 
unusual to see four or five or more 
people standing looking at the dis- 
play through the glass windows. Dur- 
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ing the daytime practically all cus- 
tomers stop and inspect the display. 

The firm utilizes the high display 
value of the arrangement by placing 
a few seasonable items around the 


This display is un- 
usual and is used 
to advantage as a 
center piece for 
many displays of 
a seasonal nature. 





table. D. H. and C. F. Wood, own- 
ers, say that the display also helps 
considerably in selling sporting 
goods, as it helps to bring fishermen 
and hunters into the store. 
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Convenient Paint Display Builds Sales 
And Aids in Taking of Inventory 


Peter M. Hentges of Dyersville, 
Iowa, has perfected a system 
for featuring smaller sizes 


which produces results 


This rack, located at the end 
of the wrapping counter, re- 
minds customers of the fact 
that they need paint. Almost 
every customer entering the 
store sees it before leaving. 


A. effective method 


of displaying paint has been re- 
sponsible for many extra sales in 
the paint department of Peter M. 
Hentges of Dyersville, Iowa. In 
addition to increasing sales, the 
system has also been instrumental 
in saving considerable time during 
the taking of inventory. 

This display is designed to fea- 
ture small cans up to a quart 
size and is located at one end 
of the wrapping counter. It con- 
sists of a rack containing eight 
shelves, each of which will ac- 
commodate from 16 to 24 cans 
according to size. This rack, 
which was constructed according to 
Mr. Hentges’ ideas, is of the set-up 
variety with graduated shelves, 
broad ones at the bottom and nar- 
rower ones at the top. A con- 
siderable supply of paint can be 
accommodated in a_ relatively 
small space. It makes an attractive 
display and is not top heavy. 
Paint cans are arranged five deep 
on the shelves. Each row of five 
cans deep rests on a metal tray 
with turned up sides. These trays 
were made in the firm’s tin shop 
in spare time and vary in width 
and length to fit the various sized 
cans. 

There are several advantages to 
this type of paint display, declares 


Mr. Hentges. In the first place, it 
helps increase paint sales by 
bringing the paint up into a high 
traffic area. Secondly, the metal 
tray method makes it very easy to 
take inventory of the stock. The 
clerk merely pulls the tray out, 
counts the cans on it and shoves 
the tray back in again. Thus he 
does not have to handle every can. 
Third, it is an easy way to stock 
a lot of paint and yet make a 
fine display. The clerk merely 
takes out the front can and then 
pulls another up to replace it in 
the display. 

Another important advantage 
is that it saves the customer and 
the clerks a lot of steps. Much of 








a clerk’s time is spent around the 
wrapping counter. Most paint 
sales are of the small can size. 
When the customer asks for paint, 
the clerk merely steps out front 
and where he is able to show 
many small size cans. 


“We have always done a fine 
paint business,” says Mr. Hent- 
ges. “This can be attributed to 
several reasons. First, we handle 
a quality paint line, one which 
pleases customers and delivers 
satisfaction. Secondly, we give 
paint proper display and give our 
customers any help they need in 
choosing it.” 

A large paint rack, built to hold 
gallon size cans is at a side wall 
location. This rack has been con- 
structed on the same principle as 
the smaller one and is equipped 
with metal trays and has all the 
advantages of the smaller one. The 
large rack has 10 wide shelves, 
all of which will accommodate gal- 
lon size pails. This rack can be 
moved from one location to the 
other, and is not nailed or bolted 
against the wall. 





Ll, all the world there 
are only 500,000,000 people who 
could be called paying customers. 
Yet on this globe there are, in 


addition to that fortunate half 
billion, 1,500,000,000 other human 


beings who, though they live in 


Planting the seeds will mean reaping a big harvest in purchasing power. 


lands with resources and are able 
and willing to work, are frozen 
into a mold without opportuni- 
ties. They are not buyers. They 
could be. 

The problem is ours for it ties 
right into our necessity to keep up 
and increase our own production. 
and to do that we must find out- 








Nelson A. Rockefeller needs no introduction 
to any business man in America. His diversi- 
fied business background qualifies him for the 
task of making a “good neighbor” project a 
practical and profitable one from the stand- 
The family of 
which he is a member has successtully pro- 
duced and sold a wide variety of commodi- 
ties ranging from oil to entertainment. 
though the Rockefeller business policies have 
long shown evidence of a pronounced social 
consciousness, they have never been known 
to attempt to sell anything to any market that 


point of American business. 


had no buying power. 


This article copyrighted 1944 BNS 


NELSON A. ROCKEFELLER 
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lets for our products both domes- 
tic and foreign. The big post-war 
job is to turn at least another half 
billion people into good custom- 
ers, and by that achievement 
double the purchasing power of 
the pre-war world. 

Supplying the needs created by 
this new world standard of living 
would help us, who live in the 
United States, provides employ- 
ment and opportunity for all and 
an assurance of an ever higher 
standard for ourselves. How to 
do all that? By helping in the in- 
dustrialization of other countries, 
starting right here and now with 
our Central and South American 
neighbors. This will place them 
in the same mutually beneficial re- 
lationship to us as we are to 
Canada. 

In all of Canada there are only 
11,000,000 people, but Canada is 
industrialized. That difference 
moves Canada into the fortunate 
half billion and provides us with 
ever growing benefits. For, be- 
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cause they are industrialized, Can- 
ada buys from us every year more 
goods than we sell in any year to 
all of the 130 million people who 
live below the Rio Grande. There’s 
a moral there, but more than that, 
there’s an opportunity—now just 
developing. 

Throughout this war, the people 
of Central and South America 
have joined with us to defeat our 
common enemy. The unity which 
has followed from working out 
our mutual destiny has been un- 
paralleled in history. We are 
deeply indebted to our neighbors. 
Without their help we would have 
been sorely tried, for the other 
Americas came to our rescue with 
the very strategic minerals and 
other raw materials which we 
could get from no other source, 


once the Far East was closed to 
us. We are still so close to the 
vision of disaster which would 
have overtaken us had we not 
been able to obtain rubber, tin 


and other strategic materials that 
we are likely to forget that this 
was only part of the cooperation 
we received from our neighbors. 
Their air bases, so quickly of- 
fered us, have been of the utmost 
strategic importance to us, and 
their diplomatic and military ac- 
tions closed off to the Axis, fields 
and shores which Germany and 
Japan counted on both for politi- 
cal sabotage and for actual inva- 
sion. That is only a part of it. 


we achieved during the war. This 
unity has been for mutual de- 
fense, so that together we could 
destroy the greatest menace which 
ever challenged the democratic 
way of life anywhere. Now it is 
time to hope and to think about 
the mutual benefits of continuing 
unity, for from here on out it is 
unity for construction, unity for 
the building of a peaceful and 
prosperous hemisphere, which 
challenges us. 


Industrialization to the south will spur 

our own production so that more workers 

will be employed in the United States at 

better wages. To American merchants this 

promises greater turnover of more items 
at a better profit. 


The end of the war will open up 
a broad, many-laned highway 
which leads to mutual strength 
and prosperity. The foundation 
has been laid in the unity which 


Central and South America 
American Business 


By NELSON A. ROCKEFELLER 


Coordinator of 
Inter-American Affairs 


Facing up to this new job 
means looking squarely at all the 
facts. The first and foremost ques- 
tion is that of industrialization, 





“Consider what happens after a plant is established in any undeveloped area.” 
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for that is the controlling factor 
in the world standard of life. 
Every country south of us urgently 
wants industrial expansion. Indus- 
trialization has made us strong, 
and any program now to be un- 
dertaken for the future must have 
as its fundamental the continual 
growth of a prosperous United 
States. That is the essential in- 
gredient to our position in the 
changing pattern of the world. 
Hemispheric industrialization 
fills this bill. It is properly part 
and parcel of a global pattern for 
keeping the peace and for making 
people strong. Their wants, their 
well being, and their ability to 
enjoy fullest opportunities all are 
implicit. As we help achieve this, 
so will our business men, workers 
and farmers prosper, for they will 
be selling more of their produc- 
tion, helping to stabilize domestic 


employment, farm prices and prof- 
its. 
Much of this is not new. For a 
long time, American manufactur- 
ers have been among the keenest 
of exporters. And the list of those 
who will seek Latin-American 
markets is growing. All through 
the United States, business men 
are thinking about the importance 
and the value of the business with 
Central and South America. In 
New Orleans, men have estab- 
lished an International House the 
better to welcome Latin-American 
visitors. In California, with its 
Spanish traditions, many alert 
business men are thinking of ideas 
and ways in which to further en- 
courage those who would buy or 
sell to visit them. The over-all 
desirability of increasing our bus- 
iness with South America is gen- 
erally recognized. The truly tre- 
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OF ANCIENT 7 
TIMES, WORSHIPPED IRON !! 





HARP INAS 7% MUSVORY 


Walter Galli 


THOUGH THE EGYPTIANS WERE AMONG THE MOST 
ENLIGHTENED PEOPLE OF ANCIENT TIMES, THEY 
NEVER LEARNED TO PUT HAMDLES ON THEIR 

HAMMERS !!! INSTEAD, THEY HELD ROUND 
STONES IN THEIR _HANDS-- JUST LIKE THE 
PRIMITIVE DWELLERS OF THE STONE AGE 
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mendous possibilities are, even 
so, not nearly as clear as they 
should be, largely because too 
many business men have in the 
past limited their thinking to the 
sale of finished articles. They 
may not have yet realized that 
their opportunities to sell finished 
articles will be even greater if, as 
business men, they give a full 
measure of cooperation to the job 
of creating in Latin-America the 
ingredients of basic industrializa- 
tion. For it is not alone things, 
bought or sold, which are affected 
by basic industrialization. Peo- 
ple are the most important factors 
and it is in the people that the 
business men of the United States 
will increasingly find friends. 

Consider what happens after a 
plant or a mill is established in 
any under-developed area. Changes 
occur very rapidly in the stand- 
ard of living. When a farmer 
leaves his farm to find work in 
the new industrial town, he prob- 
ably enters a new world. The 
wages may, to more sophisticated 
workers, seem to be on a low 
level, but to him they represent 
great advance. He starts to buy 
new things to eat and wear. The 
bright streets of the town are gay 
for him, and his neighbors offer 
an adventure which he sees as a 
colorful contrast with the life on 
his farm. Schools follow, and 
sometimes even the miracle of 
plumbing in houses. Doctors can 
be found. 

These are great assets suddenly 
acquired by the newly created mill 
or factory worker. But they are 
not assets only for him and his 
family, where they are reflected 
in the great improvement in the 
health and education of his chil- 
dren; they are also assets for all 
business men for whom has just 
been created a new group of buy- 
ers. The circle of .the fortunate 
half billion buyers has expanded 
a tiny bit. 


Great Progress Made 


In some countries of Central 
and South America great prog- 
ress toward industrial develop- 
ment has been made; in others it 
is just beginning. The people and 
the leaders of these republics have 
already accomplished much, but 


(Continued on page 154) 
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Remington DEALER LETTER 





CCORDING to recent reports, an 
excellent supply of game is 
assured this year. Due to the in- 
creased numbers of ducks, the mi- 
gratory wild fowl regulations have 
been liberalized, extending the 
season to 80 days and permitting 
larger bags of certain ducks. Indi- 
cations age that upland game— 
rabbits, pheasants, quail, par- 
tridge, and squirrels—are plenti- 
ful in many areas. 
American sportsmen everywhere 
have supported the restoration of 





MORE GAME...OR LESS? 





our natural game supply. A large 
amount of the credit for favorable 
conditions is due to the untiring 
efforts of federal, state, and local 
organizations, farmers, hunters, 
dealers, and others who have 
worked together. 

Game conditions will continue 
to be good and better if all lovers 
of the outdoors help by continu- 
ing to support wildlife restoration 
projects and associations, and by 
observing local and federal game 
regulations. 











HOPE OF SHOOTERS IS: “IT WON'T BE LONG NOW” 


Middletown, U.S.A. The day is com- | 
ing when a sportsman will be able to | 
walk into a store and buy all the | 


Remington ammunition he wants 
and at the same time select a Rem- 
ington rifle or shotgun. 

Nothing has so much appeal to the 
average American as a firearm. Gun 
displays get people into the store 
where the dealer has a chance to sell 


them not only guns, but all other | 


products on display. Increased store 
traffic is one of the surest roads to 
increased business and profits. 

The hunter and target shooter 
market is growing every day with | 
men beginning to return from the | 
various branches of service. They | 
are all looking forward to the day 
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when rifles and shotguns will be avail- 
able once more. Then it will pay to 
stock Remington arms... and dis- 
play them! 
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SOFT POINT “CORE-LOKT” 
BULLETS SELL THEMSELVES 
FOR BIG GAME HUNTING 





Bridgeport, Conn., Nov. 9. Stories have 
come from big game hunters and dealers 


| everywhere telling how soft-point Core- 


Lokt bullets have stopped big game right. 
in their tracks at long ranges. The secret 
of Core-Lokt bullets is their unique con- 
struction, and this principle is amazingly 
simple to explain to customers. 

All you have to do is point out how the 


| serrated edge of the jacket results in di- 


rectional spreading lines for instantane- 
ous and uniform expansion. The bullet. 
stays in one piece because the lead core 
is locked in the jacket and delivers a 
smashing, deep-penetrating impact. 
The story is so simple to explain and so 
logically illustrated that anyone can un- 


| derstand it. Remington Core-Lokt bul- 


lets retain all features that have made 


| soft-point bullets a big favorite with big 


game hunters—plus the revolutionary 
advantage of controlled mushrooming. 
Try this demonstration on your next big 
game hunter customer. 


Specially notched non-fouling metal jacket 
provides directional lines for uniform ex- 
pansion. 


Heavy jacket here Reeps bullet from break- 
ing up as old-style bullets often do. 


Bullet core is locked inside jacket. 
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In your postwar plans remember that a sure way to 
impress a shooter is with a complete stock of firearms. 


* * * 


When a hollow point Remington Hi-Speed 22 leaves 
the muzzle of a rifle, it's going 1,400 feet per second 
—or at the rate of 954 miles an hour! That's faster 
than a plane in a power dive... faster than the speed 
of sound. 


Hi-Speed is Reg. U.S. Pat. Off.; Core-Lokt is 
a trade mark of Remington Arms Company, Inc., 
Bridgeport 2, Conn. 











“C’d ya swap me a box o’ shells f’r a 
jug uv corn squeezin’s?” 











Builders’ Hardware Lacks Appeal 
To the Average Man—Why? 


An enumeration of some of the reasons for 
that condition together with suggestions 
that would aid in bringing about a change 


l WOULD like to know 
just why hardware does not ap- 
peal to the average man as much 
as other gadgets—his auto, table 
lamps, bicycle, or the things he 
makes in his basement shop. Men 
flock around the window of a 
thardware store, it’s true, but it’s 
saws, hammers, paint, et cetera, 
that he wants, not the hardware 
(builders’ hardware) we have in 
mind this afternoon. 

Even the “5S and 10” or Sears- 
‘Roebuck don’t seem interested in 
it. I believe that there is a chance 
mow of getting the men, and may- 
be the women, hardware minded 
and I believe it is up to you to do 
something abeut it. 

They say it took 800,000 years 
for man to learn how to fashion 
a flint into a tool—then he went 
out and killed something. Until 
some 50-odd years ago he used his 
hand and brain in coordination in 
making the things he wanted. Then 
came machinery and, to a great 
extent, he ceased to use his hands 
and, we must say, to a great ex- 
tent his head as well. 

Responsibility 

I cannot help but think that you 
hardware men are responsible for 
this lack of interest and there must 
be ways of enlarging it. I teach 
in a class where men are assisted 
ito get through the state examina- 
tion for architects’ licenses and 
another at the Chicago Art Insti- 
itute for budding architects. This 
problem of hardware came up and 





* From an address before the Ameri- 
can Society of Architectural Hardware 
co (A.H.C.) in Chicago, Oct. 
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By HENRY J. B. HOSKINS* 
Holabird & Root, 
Architects, 
Chicago, Ill. 





HENRY J. B. HOSKINS 


how to make it interesting was 
solved for me., in fact what little 
I know about hardware was madc 
clear to me upon finding in the 
office a book called “Builders’ 
Hardware From the Group Up.” 

(Mr. Hoskins referred to a book 
published by HarpwarE AGE more 
than 25 years ago. The material 
of this book first appeared in this 
publication in serial form. At the 
close of this session Mr. Hoskins 
was presented with an autographed 
copy of “Taking the Mystery Out 
of Builders’ Hardware” by Adon 
H. Brownell, a book also pub- 
lished by Harpware AGE, and 
also based on a serial educational 
feature which appeared in this 
publication in more recent years. 
—Editor.) 

It is amazing how clear the 
operations of a cylinder lock be- 


come upon making a_ section 
through it, and how, for a few 
minutes at least the mysteries of 
the reverse bevel remained clear. 

When I began in architecture, 
many years ago, I was “articled” 
to a firm, the principal of which 
was president of the Society of 
Antiquities and with him, it was 
my pleasure to measure, sketch 
and gather data on old cathedrals, 
castles, old homes, et cetera. I 
well remember the beautiful strap 
hinges and the goregous locks on 
the front doors of some of the 
structures. Generally, however, 
locks were scarce and used prin- 
cipally where they kept their 
money. ‘ 

Over here, the first thing one 
runs into is the idea of the “latch 
string hanging out” to welcome 
you--a friendly gesture and sug- 
gesting perhaps that there’s noth- 
ing worth stealing. Now, we make 
facilities for locking up, every- 
thing tighter than a drum. 


Unnecessary Hardware 


It does seem that your cata- 
logs contain everything, a mil- 
lion and one gadgets reaching 
back to the time of Noah’s Ark. I 
sometimes think that we suffer 
from too much hardware or, per- 
haps, some of it in unnecessary 
places. Of course, the front and 
back doors must be locked up, but 
why all the bedrooms, where even 
the doors themselves often seem 
superfluous? Maybe the .closets 
where we keep our best clothes and 
the whiskey bottles should be taken 
care of. By cutting out some of it, 
the rest could be a much better 
quality and with a really swell 
front door set. 

(Continued on page 106) 
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TRuE TEMPER 


THE KNOWN VALUE EIGHT STAR LINE 


* HAMMERS *® HATCHETS * AXES * SHOVELS * STEEL GOODS * RODS AND BAITS 
* HEDGE AND PRUNING SHEARS *® SCYTHES, WEED AND GRASS TOOLS 





Hire hardened timber makes small fortune 


for Washington man 


IME Magazine in a recent issue tells how Albert Kuhlne in western Washington’s 
Satsop Valley made a small fortune from a field of charred logs—the scorched 
remains of a 1902 forest fire. 





This summer, with the demand for lumber skyrocketing, Kuhlne thought the “old 
burn” might still have some good timber in it. He sawed into a burned tree. After 42 
years its heartwood, sealed by fire, was still sound. 


Kuhlne immediately started to reclaim the 42-year-old Fire Hardened logs, and 
by last week had collected over $4,000.00 for his summer’s work. 


Fire Hardening, developed and applied to the manufacture of handles by True 
Temper, is the only natural handle finish. It adds durability, beauty, utility and value. 


Merchants who stock and display True Temper axes, hammers, hatchets and 
steel goods, handled with Fire Hardened hickory or ash, cash in on this added 
True Temper KNOWN VALUE. 


FIRE-HARDENED— reGisTERED TRADEMARK 


HEAT TREATMENT OF WOOD HANDLES, IN FLAME OF HIGH TEMPERATURE 
FURNACES, TO GIVE STRENGTH, DURABILITY, BEAUTY, IMPROVED USEABILITY— 
WAS ORIGINATED AND DEVELOPED BY 


THE AMERICAN FORK AND HOE COMPANY «+ CLEVELAND, OHIO 


Makers of 


TRUE TEMPER PRODUCTS 









Special Space for Christmas Toys 


Leaves Regular Lines 


Undisturbed 





Customers inspect toys and games behind the partition and do not disrupt business in other lines. 


A METHOD of han- 


dling Christmas toys which causes 
no disruption of regular stocks 
has been used the past two years 
by Wallis Hardware Company, 
Sylacauga, Ala. The plan will be 
used again this year. In fact, 
John Ed Wallis, proprietor, says 
he wouldn’t handle toys any other 
way. 

A stockroom space in the rear 
behind the partition wall is set 


aside for toys with a sign up front 


pointing to it. Here customers 
may go and select playthings in 
comparative quiet away from the 
distractions of up-front store traf- 
fic. Once back’ there, customers 
usually stay longer and buy bet- 
ter and higher priced toys. 

“T never did like the idea of 
moving out my regular stocks to 
make way for Christmas merchan- 
dise,” says Mr. Wallis, “as by so 
doing I may lose as much as I 
gain. This is not necessary where 
stockroom space in the rear is 
used as we then have just that 
much more selling space.” 

Mr. Wallis says that under his 


plan he has less broken and shop- 
worn merchandise at the end of 
the Christmas season. One reason 
for this is that most of those who 
go back to the toy department are 
buyers and not just children and 
others who want to “try out” all 
the new toys. Another reason is 
that he uses the sample room sys- 
tem where only one toy of a kind 
is shown until sold, then a new 
one brought out. 

Don’t get the idea that Mr. 
Wallis does not merchandise toys 
aggressively, as he does. He sends 
out several hundred copies of a 
Christmas toy booklet to a selected 


Wallis Hardware Company uses a 
partitioned section for holiday 
items—layaway ,plan is a feature 
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mailing list, devotes a window 
display to this merchandise dur- 
ing November and December, 
also advertises it in the newspa- 
pers. This brings in customers 
who are then referred back to the 
toy department. Other customers 
come in by virtue of the market- 
place for toys established by Wal- 
lis over a period of years. 

The layaway ticket consists of 
three parts, a stub to be attached 
to the merchandise, a stub to be 
given the customer and a card for 
the office. The latter has spaces 
on which future payments can be 
entered. The customer also, if he 
desires, may enter payments on 
the back of his stub. The cards 
are filed by numbers, but the 
office also makes up a file giving 
the alphabetical list of names of 
customers, so that if a customer 
loses his stub, then his purchase 
can be located by his name. Mr. 
Wallis said this system was 
“watertight.” 
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CUSTOMER'S IDENTIFICATION STUB 


LAY-AWAY TICKETNO.B 651 


THIS STUB IS TO BE RETAINED FOR IDENTIFICATION 
PURPOSES UNTIL FINAL PAYMENT IS MADE BUT MUST 
BE SURRENDERED UPON RECEIPT OF MERCHANDISE. IF 
MERCHANDISE IS NOT FULLY PAID FOR AND CALLED 
FOR ON OR BEFORE 
1T WILL BE RETURNED TO STOCK UNLESS SPECIAL 
ARRANGEMENTS ARE MADE WITH THE MANAGER. 


SOLD By 














The layaway ticket is in three 
parts. One stub is attached to 
the merchandise, another goes to 
the customer and the remaining 
stub is retained by the office. 
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CONSOLE MODEL 





TABLE MODEL 


MFRS. 
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* 
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@lt isn’t the number of prospects that de- 


termines how many sales you can make 


—but it is, rather, how well your product 
meets the demands of those you seek to 
sell. Pre-war testing in the young house- 
wife market told Horton exactly what 
ironer features are needed to capture the 
favor of these smart buyers. 


Horton dealers, with finely perfected, 
exquisitely designed console and table 
models, are getting set for sensational 
sales in a field thatrnow boasts over 
6,000,000 prospects who have never be- 
fore had an opportunity to buy these 
sturdy back-savers. 


Your consideration is invited. Write 
today for full information about these 


sensational tested ironers. 


ITRONER 


HORTON MANUFACTURING COMPANY - FORT WAYNE, INDIANA 


AMERICA’S 


FINEST HOME LAUNDRY EQUIPMENT SINCE 





Be Ready with the Sensational 


HORTON doall 


1871 
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Koerner & Pingel, 
Watertown, Wis., 
had fine displays 
last year and used 
icicle drip and 
Xmas scenes to at- 
tract passersby. 
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This display of the Welch 
Hardware Co., Oconomo- 
woc, Wis., attracted many 
Xmas purchasers of china, 
glassware and gifts. The 
centerpiece was a silvered 
tree, while bells ‘were sus- 
pended from the ceiling 
with silvered cords. Items 
in the window were dis- 
played upon a white cloth. 








A fireplace with stockings 
“hung with care” always is 
sure of a fine reception 
during the holiday season. 

is one, which was fea- 
tured by the Wren Hard- 
ware Co. of Fairfield, Ala., 
was such a complete suc- 
cess that the fireplace itself 
‘was sold for delivery on 
Christmas Eve. Note the 
wartime suggestion in the 

“V for Victory.” 
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Attractive windows pull business after 


the holidays, and that is what this _ 


display of Luff Hardware, Little Neck, 
Long Island, N. Y., did last year. The 
painted background “snow” and oak 
leaves made a fine setting for the 
snowshoes, axes, hunting knives and 
the other items which were featured. 


4 Step lnside 
and look arvand 





The customer always likes to be 
invited into the store, and that is 
what Koerner & Pingel, Water- 
town, Wis., did. Signs such as the 
one shown here “were us2d effec- 
tively and attracted customers. 





The F. H. Retzlaff Hardware Co., New Ulm, Minn., had some excellent toy windows last Christmas. One large center 
window contained two large, well-decorqted trees and a sign which said, “Loads of Toys for Good Boys and Girls.” 
Banners along the tops of the windows also carried ‘a holiday motif. The windows were kept illuminated at 
night and this served to attract many holiday shoppers to the store. 





















D. & F. Kusel Co. of Watertown, 
Wis., decorated the entrance 
from the store itself to the toy 
department with a trim that 
suggested Christmas and 
added a patriotic touch by 
means of two American flags. 



















The Winters Hardware Co., Fremont, 
Ohio, used both sides of a long dis- 
play table for featuring its toys, 
games and puzzles at the Christmas 
season. This table was located at 
the very front of the store where cus- 
tomers had to see it. Sidewall shelves 
at the right of the door showed dolls, 
teddy bears and other cuddle toys, 
while the other wall was given over 
to an assortment of games, terrestial 
globes and other gift items. 







holiday items shown. 
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W. E. Bennett of Fond du 
Lac, Wis., featured pictures 
and glassware for gifts dur- 
ing Christmas a year ago. 
This section proved to be 
very popular with the shop- 
pers and several tables 
were devoted to this mer- 
chandise. All items were 
displayed on cloths, which 
helped to add to the ap- 
pearance of the various 

















Shown below is a closeup 
of a section of the toy de- 
partment at the store oi 
Koerner & Pingel. An icicle 
trim was featured along the 
top shelf and the entire sec- 
tion was illuminated with 
indirect lighting. Dolls and 
toy animals were shown to 
advantage in a large shelf 
arrangement which made it 
easy for patrons of the store. 





The center supporting posts at 
the store of D. & F. Kusel, 
Watertown, Wis., were deco- 
rated with holly leaves, bells 
and wreaths. This gave a dis- 
tinctive holiday touch, and it 
was enhanced by the use of 
small silvered trees and other 
decorations in many sections 
throughout the store. 
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Koerner & Pingel, Watertown, Wis., converted 

a former appliance department into a foy sec- 

tion and used an attractive trim over the door- 

way. The word “gifts” in letters of various 

colors was suspended’ from icicles..and caught 

the eyes of everyone entering the store. They 
knew where to go for gifts. 







































A balcony showroom is maintained for toys during the Christmas season 
and at other times its ledge is decorated with attractive fairyland figures. 


Year Round Toy Department's 
Sales Total $7,000 Annually 


r | 
OY sales at the 


Waterloo Hardware Co., Water- 
loo, Iowa, run as high as $7,000 
yearly since the firm put its toys 
on an all year around basis, ac- 
cording to C. U. Chickering, 
owner. 

During the average month at 
least four long counters are given 
over to the display of toys, and 
this sort of showing brings re- 
sults. Town and farm women 
alike see these displays and are 
always buying toys for birthdays 
and other anniversaries for their 
children. Mr. Chickering states 
that the average mother may pur- 
chase as many as 10 or 15 or 
more at various times of the year, 
either for her own children or as 
gifts for other youngsters. 

In the Christmas holiday season 
the store has, in addition to its 
floor displays, a balcony show- 
room for toys which is very popu- 
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The Waterloo Hardware Co. finds 
that it pays to emphasize gift 
values every month in the year 





Four long display tables feature toys almost every month of the year. 
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You hardware dealers will be plenty 
thankful this Thanksgiving when you fea- 
ture the $1 size of Chimney Sweep Soot 
Destroyer. Never before have coal and 
fuel oil been so critically scarce. Never 
before have home-owners wanted Chimney 
Sweep so desperately—to give them more 
heat from less fuel. Show and sell them 
Chimney Sweep—cook your profits up a 
savory brown. (For FREE, colorful. dis- 
play and point-of-sale material, drop a 
post card to your jobber, or direct to us, 


NOW!) 
Advertising Is Your Drumstick! 


Yes, Chimney Sweep advertising really 
‘drums up” trade for you this year. 


Chimney Sweep’s great new '44-'45 cam- 
paign is three times bigger than last 
year’s! Hard hitting local radio coverage 
plus rotogravure in Sunday newspapers. 


Now, in November, Display 
Chimney Sweep! 


You'll collar the dollars when you dis- 
play Chimney Sweep’s $1 size NOW! Fea- 
ture it in your advertising, “play it up” 
in your windows and counters. And help 
yourself to delicious profit dre$$ing! Re- 


member—Chimney Sweep is America’s 


No. 1 Soot Destroyer! opie 
nosis 

: eet 4 

oe 


GET THIS GREAT DEAL 
FROM YOUR JOBBER WOt// 


- 


OPEN STOCK 


List Price 


G. N. COUGHLAN CoO. 
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Per Case 


READ WHY CHIMNEY SWEEP IS 
A SENSATIONAL BEST-SELLER 


Cleans out soot and scale from 
firebox thru chimney top. 

Saves fuel—gives you more heat 
for less money. 

Safe — non-inflammable — non- 
explosive. 

Regular use helps prevent chim- 
ney fires. 

Anyone can use it—simpie and 
easy. 

Form use in coal, oil, gas and 
woodburning furnaces. Fire- 
places, stoves and heaters. 

A proved volume-seller nation- 
wide. 


With this 
SREE high - profit 

deal, you 
also get a handsome window 
display, a colorful counter dis- 
play card, hand circulars or 
customer order cards for mail- 
ing enclosures, and newspaper 
mats. All absolutely FREE! 


List Price | Your Price Ret. 
Per Case | Per Case Price 
~ $12.00 $7.20 | $1. 

#1596 4:18 31.90 oa. 

11.34 6.80 * 1.89 ea. 
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lar with customers. 


During the 


remainder of the year the balcony 
is used for stock, with the ledge 





are at 
the head of the 
first floor toy 


variety of toys 
attracts chil- 
dren and parents. 


0 
0 


being decorated with fairyland 
figures which enhance the appear- 
ance of the store and let the cus- 


tomers know that the store han- 
dles toys. 

A wide variety of playthings is 
handled by the company and its 
customers are offered a fine selec- 
tion. Spring type rocking horses 
and other play equipment can be 
found there, as well as wooden 
furniture for children’s playhouses. 
In addition to these, there are dis- 
plays of toys such as teddy bears, 
cloth animals, small blackboards 
and a miscellany of other items. 

The store features many femi- 
nine items and this means that 
numerous women with children 
frequent the various departments. 
The children always head for the 
toy section while mother buys 
other, predetermined needs. By 
the time she is finished, however, 
the children have always selected 
one or two toy items. 

This procedure is repeated very 
often during the year by some 
families. It is display which sells 
the additional toy items, declares 
Mr. Chickering, and it is toys, too, 
which make the children ask their 
parents to do their shopping at the 
Waterloo Hardware Co. 





SPEe OFF 


WTiLiTy CEME® SPEE-DEE 


TUATY Comte 


“SPEE-DEE™ Utility Cement 


Sells well as a hardware item. It is not just an 
ordinary cement. “Spee-Dee” Utility Cement is 
waterproof, flexible, transparent. It is used for 
patching grain sacks, binder canvases, tents, 
awnings, tarpaulins, leather goods, splicing belt- 
ing, and for repairing crockery, chinaware, cellu- 
loid, Wooden articles and many other materials. 
If your jobber cannot supply you, write for near- 
est distributor’s name. 


OWOSSO PRODUCTS COMPANY 
Manufacturers of "Spee-Dee" Products 


OWOSSO, MICHIGAN 


















Bat “tusiness” for Pests 
... 4000 business for YOU! 











“Their Last 
Meal” 


RAT-NOTS 
MOUSE-NOTS 
MOLE-NOTS 
ROACH-NOTS 


* 
ANT-X JELLY 
BAIT 


* 
RAT-NOT-PASTE 
* 
KILMICE 


We Help You Sell 
free mats 


and electros . 


displays that 
STOP your cus- 


tomers. 






Sell the Complete 
NOTT Line 


You’ll do a lively business 
in these death-dealing prod- 
ucts —if your stocks are 
complete. There’s a NOTT 
PRODUCT to meet every 
need ... through all 12 
months of the year. Your 
customers know by experi- 
ence that NOTS “do the 
. trick.” Check your stock 
and order NOW. 


$ @ Write for latest Catalog 
Sheet ... Dealer and Jobber 
Discounts. 





NOTT MANUFACTURING CO. 
Mount Vernon, N. Y. 
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is the store that people prefer! 





BEFORE 


BE SURE YOUR STORE has the eye- 
appeal that means better business. 
Plan to modernize it . . . inside and 
out... with Pittsburgh Glass. This 
attractive store in Minocqua, Wis., 
shows how Pittsburgh Glass can im- 
prove a store’s sales personality. 


Be ready to reap 
new profits by planning 
your new store front 
and interior NOW. 


ANT a proven recipe for bet- 
ter business and bigger profits? 

It’s a simple one . . . in two parts. 
First, give your store interior 
smartness and beauty with Pitts- 
burgh Glass. Second, remodel your 
store front with Pittsburgh Glass 
and Pittco Store Front Metal. Then 
your store will have the eye-appeal 
and personality that attracts new 





The store with Eye- agp 


Prrrererrrririittiri iri ir) Herero eerseeceesesserereeees seeneeee seeeeee seeeereeeee seeeeeeeeeee seer cenes weeeees seeeeececees seecenes ceeeeeceooes 


customers, widens your trading area, 
boosts volume. 

Now is the time to plan your store 
modernization. Be ready to go when 
building restrictions are lifted. Re- 
member that a big backlog of mod- 
ernization work has been built up 
during the restricted period . . . and 
it will probably be difficult to get 
alterations done promptly if you 





AFTER 


wait till the last minute. 

See your architect to assure a well- 
planned, economical store design. 
Our staff will gladly cooperate with 
him. And meanwhile, you'll want 
copies of our free bgoks about store 
modernization. They show many ac- 
tual Pittsburgh remodeling jobs . . . 
with facts, photographs and ideas. 
Send the coupon below .. . today. 


PITTSBURGH’ stendh for Zuality Glass and Chint 
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*ittsburgh Plate Glass Company : 
Fa oy canbe Building, Pittsburgh 19, Pa. 
Bh booklets on store modernization. 


Name 
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send me, without obligation, your 





Address_---------- SS Er ReRMeETS Sy ; ie 













Early December's the Time to Show 


Christmas Toys and Housewares 


TOYS 


FOR SANTA’ 
se bors GIRL 
AND Boys 


ok Tos: 
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CHRISTMAS 
TOY 
WINDOW 


MERCHANDISE: 
es of various 
types, chemistry sets, 
sewing sets, dish 
sets, blocks, dolls, 
build toys, pull toys 
made of wood, card 
games, toy machine 
guns, toy tommy 
guns, wood jeeps, 
wood tanks, wood 
trains, wheelbarrows, 
kiddie cars, stuffed 
footballs, etc. 


BACKGROUND: 
Center panel of 
white corrugated 
board or painted 
wallboard. Side 
panels of red corru- 
gated material with 
cut out Santas. Holly 
across the top of the 
background. Cut-out 
letters in red and 
green. 


CHRISTMAS 
HOUSEWARES 
WINDOW 


MERCHANDISE: 
Salad bowls, canape 
trays, glass candy 
dish, dinnerware, 
glass double boiler, 
ice box dishes, glass 
pie plate, food chop- 
per, salt and pepper 
shakers, figurines, 
wood trays, glass 
roaster, casseroles, 
coffee makers, tea 
pots, vases, sugar 
and creamers, corn 
poppers, skillets, 
carving sets, syrup 
pitchers, liquor set. 
glassware, pot hold- 
ers, playing cards. 


BACKGROUND: 
Center panel of 
white corrugated 
board or painted 
wallboard. Side pan- 
els of green corru- 
gated material with 
white cut-out bells. 
Holly across the top 
of the background. 
Cut-out letters in red 
and green. 
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Some day the essential war work in 
which we are engaged will be finished — 
then we’ll be able to devote all our 
energies to the manufacture of Rid-Jid 
quality products—supplying you with 
the best in design and workmanship. 
Expect much from Rid-Jid for this 
famous trade-mark will continue to 
stand for the most famous value in 
American housewares. 


@ RID-JID IRONING TABLES 
@ RID-JID LADDERS 

@ RID-JID CLOTHES RACKS 
@ RID-JID WOODENWARE 








Courtesy Pays Dividends 


ELLING is an easy matter 
S these days. Customers are 

glad to purchase merchan- 
dise that is obtainable and usually 
regard themselves as lucky in hav- 
ing obtained it. Under such con- 
ditions many salesmen may be 
inclined to follow the line of least 
resistance and take the easy way. 
All this, however, creates bad 
habits and has a decided tendency 
to lower one’s selling efficiency in 
the post-war days when the art of 
selling will come into its own 
again. 

There is, however, another side 
to this easy selling. It is a seller’s 
market and the salesman may eas- 
ily slip into the habit of being 
abrupt with customers. Nothing 
could be more detrimental to a 
salesman’s future or to the future 
of the store he represents. Lack 
of courtesy is something that is 
encountered on all sides during 
these war-time days. It is found in 
traveling, in hotels and on all 
sides. Many a traveler has regis- 
tered a silent pledge never to pat- 
ronize a certain hotel because of 
the discourtesies to which he was 
subjected. Many a customer is 
biding his time until the day 
comes when he can “rub it in” to 
some salesman or some store for 
real or fancied indignities which 
he has encountered during the past 
three years. 

No one should be subservient, 
but everyone can be courteous to 
the man or woman who spends his 
or her money at your store. And 
by courteous we mean politeness 
and helpfuiness on all occasions. 
It’s something that costs you abso- 
lutely nothing and it’s something 
that will pay big dividends in the 
future. 


Be Helpful to Customers 


Today’s hardware salesman has 
the opportunity of his life to be 
helpful to customers. Many a 
man or woman will enter the 
store with the fixed idea of pur- 
chasing a certain article and will 
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find that there is a complete ab- 
sence of that type of merchandise. 
It is up to the salesman to exercise 
his ingenuity and resourcefulness 
in seeing to it that the customer 
does not leave without making a 
purchase of some kind. Don’t 
say, “we haven’t any” and let it 
go at that. Endeavor to suggest 
some item of a kindred nature. 
You'll be rewarded by a purchase 
in many instances and you'll have 
the satisfaction of having made a 
friend of that particular patron. 
In order to be able to make sug- 
gestions you must know what you 
have to sell. In other words, it’s 
the old idea of know your stock. 
An intimate knowledge of the. va- 
rious types of merchandise car- 
ried by your store will go a long 
way in times like these. Study 
every item it is possible for you 


to study. Learn all there is to be 
iearned about construction, dura- 
bility and uses. The more you 
know the more you will sell and 
your value will increase in direct 
ratio to the extent of your sales. 
The present time offers you 
many opportunities of improving 
your ability and your value to 
your firm. And it also gives you 
the chance of making many 
friends who will be extremely val- 
uable to you when these days- of 
easy selling are over. Don’t miss 
your opportunities but make the 
most of them in every possible 
way. You'll find that it will pay. 


Special Events in December 


Christmas is the big season in 
December, but you may also be 
able to find considerable promo- 
tional value in an observance of 
December 21—the first day of 


winter. 








Test Your Hardware Sense 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60 is fair; 40, poor, and 
20, very poor. The correct answers to these questions will be 


found on page 146. 





Work the problem first then substitute the figures 
of your own business for those in the problem. 


1—A dealer buys files at a discount of 40 and 124% per cent 
off list. Figure what single discount is equal to the above 
chain discount. 

2—Promotion on a special line of cleaners resulted in a 
volume of $300. Margin on 2/3 of the volume was 40 per cent 
of the selling price while margin on the other 1/3 of sales 
which was derived from items used as leaders was 20 per cent. 
Figure average margin that resulted from the special effort in 
per cent of sales. 

3—Determine the rate of interest in the following. A dealer 
borrowed $2,500 from a bank for a three months’ period. At 
the end of the time he paid off the loan and also paid $31.25 
in interest. 

4—A business plans to spend 2 per cent of its sales on 
advertising. Sales for the year are $40,000. Determine the 
dollar amount of the budget. 

5—If sales in a hardware business should be two times the 
capital invested to produce a satisfactory return, determine the 
capital requirements for a business doing a volume of $30,000. 


(Answers on page 146) 
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THE NEW MYERS “H” SERIES 


Ejecto. WATER SYSTEM 


Utilizes the SAME PUMP for 
Either SHALLOW or DEEP WELLS! 


Here it is—the new, patented Myers Convertible 
Feature that puts Myers dealers miles ahead of 
competition. It's a basic feature that goes far be- 
yond mechanical advantages. Cuts investment cost Gj mel 

for Myers dealers—means easier selling in any com- __ otemee nt 
petitive market and a smoother-running water sys- Sea = ie Yon 
tem business earning better profits. ri 


Many unusual features for high-efficiency perform- 
ance and greater reliability are offered in this new 
Myers Water System. Provides positive air control. 
Needs no repriming. Easier to start—easier to install 
—easier to service. Throughout, it's a quality water, 

. acker Type also 
system that advances Myers leadership. available for 


small diameter 
wells, 
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LOWER 
_| INVENTORY 


Fewer pump and motor units are 
required for a complete stock to 
meet all conditions. 


LOWER 
2. First cost 


Manufacturing costs are substan- 
tially reduced by new Convertible 
Feature. This means lower cost to 
Myers dealers and their customers. 


SIMPLIFIED 
3. PACKAGING 


Pump and motor assembly—and 
all Ejector assemblies—are pack- 
aged separately, More convenient 
and economical to stock and 


handle. 


QUICK, EASY 
4. CONVERTIBILITY 


Means a big saving for “H" 
Series owners if water table drops. 
Converted simply by changing 
type of Ejector assembly. 





MYERS OFFERS A COMPLETE 
LINE OF Ejecto and reciprocating 
type water systems in a wide range 
of capacities for deep and shallow 
wells. 

NOTE: Under wartime restrictions and pres- 
ent maximum production capacity, it is 


Myers policy to confine current production 
to Myers dealers and distributors only, 









































“J'm not sure which . . - You 
sort of mumbled that last word as 
you left. 






“Jr's me, I guess. Honest, Jim, I 
don’t want co whine. But when I 
think of all che time that goes out 
the window, of all the other things 
I could be doing if we had a vac- 
uum cleaner . . . Well! 












2 “Things like taking Susan to 
the park for @ little fresh air 
and sun . . . a bit of Red Cross 
sewing, maybe ..- 4 chance to 
straighten out that topsy-turvey 


closet ..+ 












What would any husband mean as he sprints for the 8:15? 
Jim’s no tyrant. His littke woman is going to swap that 
broom for a vacuum cleaner. She’s going to have a food 
mixer, too, when those things again become available. And 
she’s going to have the best. Why? Because she’s Ais wife! 

Hamilton Beach national advertising, an example of 
which you see here, is pitched at homemakers, beads of fam- 
ilies, newlyweds, women with children under eighteen. The 


if 4 Yes,Mss-J_ story of the Hamilton Beach Vacuum Cleaners and Food 

k we a “™' Mixers you will soon be selling again is reaching 12 million 

“s rarwon gore of these better-than-average prospects each month. That’s 

tion line. The @ figure worth keeping in mind when you plan your post- 
HamiltonBea war line. 


making better Another round number worth remembering is the 28 au- 











thorized Hamilton Beach Service Stations listed below. Let 
the one nearest you give you a hand now with parts or com- 
plete repairs. Hamilton Beach Company, Division 
of Scovill Manufacturing Company, Racine, Wis. 





Baltimore—Roland Electrical Co. .. 418-424 E. Pratt St. New York—Reading Electric Co., Inc....200 William St. 
Boston—Electric Motor Service Co........ 151 Pearl St. 
Buffalo—Dynamo & Motor Exchange, Inc. .41-45 Elm St. 
Cedar Rapids—Stalker Electric... ..115 Second Ave., S.E. 
Chicago—Complete-Reading Elec. Co., 123 S. Jefferson St. 
Cincinnati—Beresford Electric Co....... 334 E. Fifth St. 
Cleveland—Acme Electric Vac. & Washer Service Co. 

CO$00RESCRSE RE ERHOC CeeRSOCEEES 2123 E. Second St. 
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Philadeiphia—Hubbell Electric Co. . . .220-22 S. 1th St. | 
Pittsburgh—Ferry Electric Service Co. . .127 Fourth Ave. | 
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Salt Lake City—Time & Instrument Co...222 Dooly Bidg. | 
San Antonio—Martin Wright Electric Co.............. 


Denver— Midwest Elec. Wiring Co., 323 W.ColfoxAve, ee Navarro St. at the Auditorium 
Detroit—Cooley-Van Howe Service Co... ......0+000 San Diego—J. F. Zwiener Electrical Co....... 229 B St. 

o ebeeecccecccccecccece 744 Michigan Thectre Bidg. San Francisco—Will M. Aronson Co... ..955 Folsom St. 
indianapolis — Apex Electric Service Co., 419 Big-Four Bldg. Seattle—Electrical Engineering Co...... 2012 Third Ave. 
Kansas City, Mo.—independent Elec. Mchy. Co....... Spokane—Moxwell & Franks........... 619 First Ave. 

SOOO e eee w ee eeeeeeseeeseees 300 Southwest Bivd. $t. Lovis—Brandt Electric Co.............904 Pine St. 
Little Rock—Treadway Electric Co., Inc... .206 Scott St. St. Pavl—Hoeft Electric Co., Inc.......... 54 E. Fifth St. 
Los Angeles—Electric Lighting Co. ....216 W. Third St. Washington, D. C.—Central Armature Works, Inc...... 
Minneapolis—Sterling Electric Co.....31-33 S. FifthSt. «cee ween Ceeceecesccccees 625-27 “D" St. N.W. 
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Builders’ Hardware 
Lacks Appeal to the 
Average Man—Why? 
(Continued from page 90) 


When you come to the question 
of design, the first thing you run 
into is someone asking, “What the 
devil is ‘modern’?” It’s an unfor- 
tunate name as ordinarily it just 
means “keeping up to date,” or 
“abreast of the times” or “con- 
temporary.” Sweden is perhaps 
more truthfully modern in respect 
to architecture, furniture and dec- 
orations than most other places 
and there would seem to be a con- 
tinuity of good taste as their best 
productions are usually very old 
or very new. 

The study of hardware design, 
apart from its working mechanism, 
should be as much a part of in- 
terior decoration as lamps, rugs 
and furniture, and certainly in ac- 
centing note on the exterior. To 
go to “modern” again, perhaps a 
comparison between buildings and 
hardware may be useful— 


Buildings 
Ist. Good location 
2nd. Good plan 
3rd. Mechanical Equipment 
4th. Appearance (Style) 

Hardware 
lst. Properly selected and installed 
2nd. Good designs 
3rd. Sturdy and practical construc- 

tion 

4th. Appearance (Style) 
It is Item 4 that is talked of main- 
ly when “modern” is referred to. 
Architectural modern, still think- 
ing chiefly of its appearance, seems 
largely based on a refusal to accept 
the help of tradition with, it would 
seem, a fear of any influence that 
would appear to detract from the 


idea of originality. 


Good Taste 


Whatever we call them, modern 
or not, our buildings tend toward 
simplicity on the exterior, or are 
non-commital, so that the passing 
of time will not be too hard on 
their future appearance. They are 
elaborate on the interiors where 
opportunity is afforded to change 
them from time to time. Of course, 
if there must be something excit- 
ing, it can be furniture, carpets, 
draperies, pictures, lamps, et cetera 
— all of which can be readily 
changed. Hardware is so darned 
permanent! 

As good design is necessary, 
hardware can be simple on rich 
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EASY NOW...BUT HOW ABOUT POST-WAR? 


Think . . . think of those days when you 
could get all the paint you wanted — and 
more! But also remember those low “‘turn- 
over” years .. . when your stock was big — 


out of proportion to your sales. 


Now is the time to do some post-war plan- 
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You say when and we'll be there to talk it over! 





ning and Martin-Senour is ready to help 
you. Imagine a broad line—every type of 
finish you need but with the shortest inven- 
tory you ever had. How? Because of 
improved paint products . . . sensational de- 
velopments in the field of color... 
utterly new and revolutionary merchandis- 
ing program. That’s a strong hint as to why 


you should start to plan with Martin-Senour 


and an 


today! 
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That’s the “rating” for 
Briggs & Stratton 4-cycle, air-cooled gasoline engines— 


leaders in the field . . . Preferred power — 





based on the performance record of over 2}000,000 
of these engines with their watch-like precision . . . 
the result of twenty-five years of continuous production, 


plus constant research and refinement. 


BRIGGS & STRATTON 


Preferred Power, by manufacturers, by distributors and dealers, by owners and users 
. . . for hundreds of uses and applications . . . because of trouble-free performance, 
easy starting, and economy of operation. Because of year after year of depend- 
able service with minimum care or attention. We are now ready to help you plan 
for peacetime production of gasoline powered equipment, tools and appliances. 
BRIGGS & STRATTON CORP., Milwaukee 1, Wisconsin, U. S. A. 
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backgrounds and elaborate on 
plain backgrounds in a hundred 
and one ways. It should belong in 
the department of interior dec- 
oration. The industrial designer, 
who delights in streamlining 
everything, movable or immov- 
able, does not seem to have been 
successful. Then too, hardware 
can be very useful as points of ac- 
cent as mediaeval architects well 
knew. ; 

The other day, I passed one of 
those “all glass” store fronts and 
something caught my eye. The 
passing crowd somewhat obscured 
things and I couldn’t find any evi- 
dence of a door, until someone 
came out and I darn near fell in 
the same hole. I looked at the door 
and found a Lucite pull which was 
about as inconspicuous as pos- 
sible. What a chance for the hard- 
ware man to do something in a 
big way! * 

Surface material has a great 
deal to do with our liking of fine 
hardware. We love to touch old 
things because of their beauty of 
surface or patina, just as we like 
also to stroke the neck of a horse. 

Why don’t we get the same fin- 
ish in our new surfaces? Remem- 
ber the old bronze knobs, the 
brass on old sea chests, old harness 
trappings and the like? We could 
at least suggest it even though 
these inanimate objects got that 
way by rubbing shoulders with the 
life around them as it passed 
them by. 


Exuberant Salesmen 

There are a few things to say 
about the hardware salesmen al- 
though I am frank to admit it 
does not apply to them as much 
as to salesmen in other branches. 
In the salesman’s approach, he 
makes use of force, to a greater 
extent, than interest. He is usually 
the extrovert type, intent on domi- 
nating. The man in the office he 
visits is, as a rule, an introvert. 
The salesman remembers his sales 
manager, and the last month’s 
record that has to be beaten. He 
has been known to bring along 
even the vice-president to pul 
things over. Think of the energy 
the architects or specification 
writer has to exert to resist them 
—two to one! 

Then there’s the man, whose 
company already makes 75 per 
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cent of things so why not give him 
all of it—the hog—and the fellow 
who acquires a small interest in 
everything on earth just to meet 
competition. Why not stick to one 
line and make it a good one? 

Its nice to have a fellow just 
stick his head in and say, “Want 
to buy any hardware today?” One 
can answer just “yes” or “no”. 
He’s apt to be the fellow that you 
call on when in trouble and who 
gets his full share of things in the 
long run. 

A thorough schooling of the be- 
ginners in the hardware business 
would seem to be the answer. Men 
should be educated in hardware 
and not just grow up like Topsy. 
Could a system be devised where 
the aspirant could spend part time 
in a school or office attached to a 
factory, part time in the factory, 
part time in a store selling over 
the counter, and part time on the 
road? 

Courses in architecture and in- 
terior decoration would be a de- 
sirable asset. Admittedly, it would 
be a difficult program to handle 
owing to the widely distant points 
in which the students would be 
located. Possibly, correspondence 
courses could start it and a later 
attendance at the “school” or fac- 
tory. 

To go back again to this ques- 
tion of “modern” which many of 
you are so interested in. Has it 
ever occurred to you that possibly 
there may be a destructive force 
coarsening the fibre of things to a 
point of dissolution? Notice our 
newsstands, our magazines, so full 
of questionable pictures, which 
will intrigue us as we have grown 
too lazy to read. Our fine music 
of African extraction, although in 
Africa it is used for quite a differ- 
ent purpose. 

Maybe it is all a sort of house- 
cleaning, preparing the way for 
the finer things that are already 
discernible in the work of a few 
of our foremost architects, artists 
and musicians. 








Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 126 
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CORBIN 
. KEEPS ’EM ROLLING 






——— 


We’ve heard distribu- 
tors heave regretful 
sighs for the ‘‘good 
old days,’’ when they 
shipped from _ stock 

. . So, this is just a 
reminder that, as far as Corbin is concerned, those days are still here. 

Distributors can now maintain inventories of Corbin and Corbin- 
Phillips Screws for handling customers’ orders efficiently. You can acquire a 
Corbin stock fully adequate for essential fastening needs — and at the 
same time cut down the paper work required to forward small individual 
orders to us. 

A suitable inventory* at this time would speed your deliveries, lessen 
clerical detail and improve customer relations. Bring your stocks of screws, 
nuts, bolts and chain to a time-saving, profit-making level! ST-14 


= 


+ 
Look to Corbin for your requirements in 





CORBIN-PHILLIPS 
os ae Wood Screws, Machine Screws, Hardened Sheet Metal 
sf Screws, Self-Tapping Machine Screws, Stove Bolts . 


=, REGULAR SLOTTED 

*” Wood Screws, Machine Screws, Steel Drive Screws, Hardened 
Sheet Metal Screws, Self-Tapping Machine Screws, Stove 
Bolts... 





ALSO — Lag Screws, Cap Screws, Set Screws, Hex Semi-finished 
Nuts, Machine Screw Nuts, Escutcheon Pins and Chain. 


AIRCRAFT — Screws and Nuts to government specifications. 





hod 
THE CORBIN SCREW CORPORATION 


The American Hardware Corporation, Successor 


NEW BRITAIN, CONN. Warehouses: New York, Chicago 
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News of Retailers, Jobbers 
and Manufacturers and 
Salesmen 





Announce Lines to Be Made By 
Lawn Mower Divisions of 
Portable Lamp & Equipment Co. 


As announced in the Sept. 28| Ned C. Herrold is sales manager 
issue of Harpware Ace, The | for both divisions, 
Portable Lamp & Equipment Co.,| For the Philadelphia line the 
Pittsburgh, recently purchased | company expects to manufacture 
the Coldwell Lawn Mower Co.,| for the first year, the “K” model 
Newburgh, Pa., and the Philadel- | hand mower, the Philajust hand 
phia Lawn Mower & Mfg. Co.,|™ower and one small 20 in. 
Philadelphia, Pa. Both plants | €4Sline lawn mower. In the 
will continue to be operated— | Coldwell line the company ex- 
one as the Philadelphia Lawn | P°¢ts manufacture for the first 


Mower Division, the other as the | ag Mead aca dios 
. : . tyra { , w 
Coldwell Lawn Mower Division. | ¢ social Seti Tensmsher | 
Sales offices of both of these di- ; - : 
aa | Long Green, Mohawk, the Corn- | 
visions of the Portable Lamp & wall Wien Blade cnt on 8 ie 
| 
| 





Equipment Co., will be at 18th Trimmer. In the power mower 
and Courtland Sts., Philadelphia, | j;,. the company expects to 
Pa., and export divisions of both | make a gang mower unit as ac- 
will be operated at One Park| cessories and the “Sulky” for | 
Ave., New York 16, aa. oe | riding purposes and also to manu- 
Davis is vice-president in charge | facture the “R.I.P. Master Rain- 


of the lawn mower program and! maker.” 








ELLIOTT AND SIMMONDS 
VICE PRESIDENTS 
SCHICK INC. 


Joseph B. Elliott, general sales 
manager of Schick, Inc., Stan- 
ford, Conn., and L. H. Simmonds. 
general manager of Schick Ser- 
vice, Inc., have been advanced to 
vice-presidencies. Mr. Elliott is 
now vice-president in charge of 
sales and of advertising, and Mr. 
Simmonds is vice-president and 





carne nem eae or 





L. H. SIMMONDS 


general manager of Schick Ser- 
vice, Inc. Both will continue to 
|be located in the Stamford, 
|Conn., offices of the company. 
| Mr. Elliott joined Schick early 
' this year, after being associated 
with R.C.A. Mr. Simmonds, who 
| had been affiliated with the com- 
| pany prior to his service as cap- 
tain in the armed forces, returned 
to the company last January as 
|eoordinator of the company’s 











JOSEPH B. ELLIOTT 
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READ IT IN HARDWARE 


NEWS OF 
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postwar planning, He was later 
named general manager of Schick 
Service, Inc., with supervision 
over the 37 service stations in key 





cities. 


CONOVER RETURNS TO 
CROSLEY AS MGR. 
NEW YORK BRANCH 


J. Lee Conéver who has been 
on a leave of absence from The 
Crosley Corp., Cincinnati, Ohio, 
since 1943, has resumed active 
of the company’s 


management 





J. LEE CONOVER 


New York branch. He had man- 
taged the New York branch until 
merchandise activities ceased be- 
cause of the discontinuance of 
peace time production. All of 
the New York operations includ- 
ing sales and service will be 
under Mr. Conover’s active juris- 


| diction. 


SOLVENTOL CHEMICAL 
PRODUCTS NAMES 
GOODWIN SALES DIR. 


H. A. Goodwin has recently 
been appointed director of sales 
of Solventol Chemical Products, 
Inc., Detroit, Mich. For the past 
16 years, he has been associated 
with the Continental Can Co., 
New York City, and until re- 
cently served that organization as 
director of sales development and 
advertising. Mr. Goodwin’s head- 
quarters will be at the main office 
of the company at 15841 Second 
Ave., Detroit, Mich. 








JOHN J. MOFFATT © 


MOFFATT WESTINGHOUSE 
PACIFIC COAST MGR. 
ELEC. APPLIANCE DIV. 


John J. Moffatt has recently 
been appointed Pacific Coast 
manager for the electric appli- 
ance division of the Westing- 
house Electric & Mfg. Co., Mans- 
field, Ohio. Mr. Moffatt succeeds 
J. F. O'Donnell who has been 
transferred to Mansfield to be- 
come head of the contract sales 
department. In his new post, Mr. 
Moffatt will have charge of elec- 
tric appliance division activities 
throughout an area comprising al! 
or parts of nine western states, 
Alaska, and Hawaii. His head- 
quarters will be located in San 
Francisco. 

Joining the company in 1927, 
Mr. Moffatt has been in the ad- 
vertising and sales promotion de- 
partments of the East Pittsburgh, 
and the Mansfield, Ohio, plants. 
In May, 1931, he was named sales 
promotion manager for the elec- 
tric appliance divisions south- 
western district. In 1943 he went 
to Chicago to head both the sup- 
ply company and the parent com- 
pany work with the U. S. Navy. 


UNITED WALL PAPER 
NOW CALLED UNITED 
WALLPAPER INC. 

The stockholders of the United 
Wall Paper Factories, Inc., Wil- 
mington, Del., at their annual 
meeting changed the corporation 





name to United Wallpaper, Inc. 
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AGE WHILE IT’S 


THE TRADE 
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NEWS 


Lewis, New Pres., Camillas Cutlery Co. 
—Alfred B. Kastor Is Board Chairman 


As of Oct. 15 George F. Lewis 
became president of the Camillus 
Cutlery Co., 60 E. 42nd St., New 
York 17, N. Y., succeeding Alfred 
B. Kastor, who was elected chair- 
man of the board at that time. 
This change was made to relieve 
Mr. Kastor of administrative de- 
tails. However, no changes in 
sales or manufacturing policies 
were made at the time in the 
Camillus organization nor in its 
exclusive sales agent Adolph Kas- 
tor & Bros., Inc. Other officers of 
Camillus Cutlery Co. are: Wil- 
liam D. Wallace, first vice-presi- 
dent; Robert F. Luce, executive 
vice-president; Robert N. Kastor, 
treasurer and sales manager; 
Harry K. Zust, second vice-presi- 
dent; Sylvan Gotshal of the legal 
firm of Weil, Gotshal & Manges 
is secretary and counsel and 
Emanuel M. Netter is assistant 
treasurer, 

Alfred B. Kastor entered the 
cutlery business in 1906, was 
treasurer of Camillus Cutlery Co. 
from 1912 to 1938 and president 
of that company from 1938 until 
his recent election as chairman 
of the board. He continues as 
president of Adolph Kastor & 
Bros., Inc., an office to which he 
was elected in 1928. Mr. Lewis 
was in the U. S. Corps of Engi- 
neers until after the first World 
War, later becoming a manufac- 
turer ofauto parts and subsequent- 

ly becoming associated with Foote, 





Pierson & Co., Inc., from 1923 
to 1932, being president of that 
company from 1926’to 1932. He 
just recently retired to inactive 
duty in the armed forces having 
the rank of Colonel and being at 
the time of his retirement As- 
sistant Chief of Staff, Supply & 








ALFRED B. KASTOR 


Services, Air Transport Com- 
mand. For his outstanding ser- 
vices he received the Legion of 
Merit award, just shortly before 
his retirement from active Army 
duty. 


WEAR-EVER ALUMINUM 
UTENSILS WILL BE 
MANUFACTURED AGAIN 


Robert L. Becker, vice-presi- 
dent in charge of sales, The Alu- 
minum Cooking Utensil Co., New 
Kensington, Pa., has announced 
that WPB has granted that com- 
pany authority to resume the 
manufacture of Wear-Ever alumi- 
num utensils. Production will 
start just as soon as all materials, 
including aluminum, cartons, 
steel and plastics can be secured. 
The company’s plant continues to 
be engaged in producing war 
materials but utensils for civilian 
use will be produced as man- 
power is available and so long as 
such manpower is not needed for 
war production. 





GEORGE F. LEWIS 
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Mr., Becker states that, “When 


| production is resumed shipments 
will be allotted on the same basis 
as we distributed our warehouse 
stock after civilian production 
was halted in 1941. Allotments 
and orders will be cleared 
through our district offices and 
salesmen.” 

FORSYTH CONTRACT 

SALES MANAGER FOR 
LOCKWOOD HARDWARE 


pointed contract sales manager 
for the Lockwood Hardware Mfg. 
Co., Fitchburg, Mass. Mr. For- 
syth has been contract manager 
for the company’s midwestern ter- 
ritory, operating from Chicago, 
Ill., for the past six years. He 
entered the builders’ hardware 
field in New York City in 1924 
from the general construction 
field following the end of the 
First World War. He sold Chan- 








MURRAY FORSYTH 


trell contract hardware in New 
York for eight years. He then 
became contract manager for the 
Norwalk Lock Co., and for six 
years continued his base of oper- 
ations from New York. 


TAPPAN STOVE STARTS 
PARTIAL RECONVERSION 


Paul R. Tappan, president of 
the Tappan Stove Co., Mansfield, 
Ohio, recently announced that the 
WPB and the WMC have given 
the company permission to par- 
tially reconvert its factory from 
war production to the manufac- 
ture of gas ranges. 





Murray Forsyth has been ap- | 


> 
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J. W. MASSIE DIRECTS 
STRATTON, TERSTEGGE 
JOBBING DIV. SALES 

Charles F. Atkinson, Sr., gen- 
eral manager, Stratton & Ter- 
stegge Co., Louisville 1, Ky. 





J. W. MASSIE 


wholesalers, has announced that 
J. W. Massie, former buyer of 
sporting goods, cutlery and me- 
chanics’ tools, has been promot- 
ed to sales director in charge 
of the company’s jobbing divi- 
sion. He has been in the whole- 
sale hardware business for many 
years, and joined Stratton & 
Terstegge Co. in 1925 when that 
company acquired the old firm 
of Robinson Bros., by whom he 
was previously employed. 

Lloyd H. Gray, a_ traveling 
salesman in southern Indiana for 
the company for the past nine 
years has succeeded Mr. Massie 
as buyer of sporting goods, cut- 
lery, mechanics’ tools and _har- 
ness. 2 





LLOYD H. 


GRAY 





RASMUSSEN GEN. SALES 
MGR. MANUFACTURING 
DIV. CROSLEY CORP. 
James H. Rasmussen 
cently been appointed 
sales manager of the 


has re- 
general 
manufac- 





JAMES H. RASMUSSEN 


turing division of The Crosley 
Corp., Cincinnati, Ohio. Mr. Ras- 
mussen has been connected with 
the company since 1941, and had 
been commercial manager of the 
manufacturing division before his 
promotion to his present position. 
Before joining Crosley, he had 
been assistant sales manager of 
the Zenith Radio Corp., Chicago, 
Ill., for five years. Prior to that 
he served for four years as adver 
tising manager and assistant sales 
manager of the Grunow Corp., 
later the Household Utilities Co., 
Chicago, II. 


FENTON FACTORY 
REP. IN CALIFORNIA 
FOR UNIVERSAL 


Jack Fenton has been ap- 
pointed factory representative in 
northern California for major ap- 
pliances for Landers, Frary & 
Clark, New Britain, Conn. Mr. 
Fenton was formerly associated 
with Graybar Electric Co. in the 
same territory. He will work 
closely with Thompson-Holmes, 
Ltd., Universal distributors. 





TAPPAN STOVE HOLDS 
SALES CONFERENCE 


In preparation for the resump- 
tion of the manufacture of gas 
ranges, the Tappan Stove Co, 250 
Wayne St., Mansfield, Ohio, re- 
cently held a one-day sales con- 
ference at which time the new 
fall portfolio, “Take Off With 
Tappen,” was presented to the | 
salesmen. The conference was 
devoted to the problems of sales, 
resumption of production and 
advertising and priority delivery 
situations. C. V. McConnell, gen- 
etal sales manager for the com- 


112 


pany, presided over the meeting] Jar capacities with other appli- 


and talks were given by W. Hu- 
bert Tappan, vice-president; Ray 
J. Hammer, advertising manager; 
\. B. Ritzenthaler, war products 
manager; Donald S. Sharp, di- 
rector of the retail sales training 
program; Keith B. Miller, assist- 
ant sales manager; among others. 
The new portfolio shows features 
and charts of past achievements, 
steps involved from the time of 
ceasing production to the re- 
sumption of gas ranges, kitchen 
sales training, dealer 
additional sales 


planning, 
franchise, and 
help and plans. 


NELSON MGR. CHICAGO 
DIV. ELEC. VACUUM 
CLEANER COMPANY 


Andrew L. Nelson has recently 
heen appointed manager of the 
Chicago division of the Electric 
Vacuum Cleaner Co., Cleveland 
10, Ohio. Mr. Nelson will assume 
responsibilities while 
continuing as manager for the 
Milwaukee division where he has 
served for the past nine years as 
district and divisional manager 
for Premier. Prior to this, he 
was active for 14 years in simi- 


his new 





ance manufacturing concerns. E. 


R. Berkeley has been named sales 
promotion manager for the com- 
pany, having returned to Electric 
Vacuum Cleaner Co., after a 
leave of absence of a year and a 
half. During this time he had 
been associated with the pricing 
division of the Consumer Durable 
Goods division of the OPA. Be- 
fore his leave, he was assistant 
manager and manager in the 
Philadelphia, Chicago and New 
York of the vacuum 
cleaner company. 


divisions 


ECONOMASTER SALES 
DIV. FORMED FOR 
ELEC. APPLIANCES 


The organization of an Econo- 
master sales division to handle 
the marketing, sales promotion 
and advertising of heaters and 
ther electrical appliances for the 
Tennessee Valley Associated 
Marketers, Nashville, Tenn., has 
been announced. The ownership 
and management is not changed, 
and the primary purpose of the 
new division is to permit concen- 
tration on sales to wholesale dis- 
tributors of major and small ap- 
pliances. 





NEW MARTINSVILLE GLASS 
CHANGES NAME TO 
VIKING GLASS CO. 

The New Martinsville Glass 
Co., 225 Fifth Ave., New York 
City, recently announced that its 
name has been changed to the 
Viking Glass Co. The officers 
of the company are: G. R. Cum- 
mings, president and secretary; 
C. T. Swartling, executive vice- 
president and treasurer; and O. 
F. Mosser, vice-president. E. W. 
Wren is assistant treasurer and 
Fred H. Gardner has been ap- 
pointed advertising counsel. Mr. 
Swartling was formerly asso- 
ciated with Seward & Monde, 
New Haven, Conn., Mr. Mosser 
was with the Cambridge Glass 
Co., and Mr. Wren was affiliated 
with H. K. Ferguson Co. 





RICHARDS & CONOVER 
DISTRIBUTE FOR 
ADMIRAL CORP. 


The Admiral Corp., 3800 Cort- 
land St., Chicago 47, Ill., has ap- 
pointed Richards & Conover 
Hardware Co., wholesalers, Kan- 
sas City, Mo., distributor’ of Ad- 
miral radios and major appli- 
ances throughout the Kansas City 
and Oklahoma City areas. 











CARROLLTON MFG. CO., FORUM ON NEEDS OF ITS POST-WAR MARKET: 
Approximately 50 leading houseware and restaurant buyers from the U. S. and Canada 
assembled at the Congress Lake Club, near Hartville, Ohio, for a two-day meeting as 
guests of the Carrollton Mfg. Co., makers of Carlton Stainless steelware, Carlton, Ohio. 
Walter Magruder, R. H. S. Kaufman, and Earl Shadrach, all executive heads of the 


company, were present during the sessions to confer with their guests and secure from 


them opinions relative to the needs of the post-war market. 


Ned Wynn, manager of 


Carrollton sales, stated that his company wanted to manufacture designs, materials and 
finishes of Carlton products that would sell, and that were needed, therefore it was up to 


those buyers to tell the company what would sell, and what was desired. 


All guests were 


taken on a tour of the company’s plant, and after visiting each department, were shown 
some of the post-war designs of Carlton Ware. Each buyer rn received a set of 


stainless steel cocktail cups. The conference closed with a banquet a 


the Elks Club, in 


Canton, Ohio. Among the buyers and others present were: A. A. Golomb, J. A. Williams 
Co., hardware wholesalers, Pittsburgh, Pa.; Elmer Ziegenfus, Carrollton Mfg. Co.; Jack 
Cantwell, Carrollton Mfg. Co.; P. B. Johnson, Carrollton Mfg. Co.; Frank Lang, Carroll- 
ton Mfg. Co.: F. R. Boxrude, Butler Bros., and B. B. Turck, Herman Kornahrens, Inc. 
hardware wholesalers, New York City. 
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~ TELECHRON ALARM CLOCKS 


are 
BACK 
AGAIN 


1244 million American families need 
and want alarm clocks. 

To help you meet this vast demand for 
accurate, dependable alarm clocks, we 
are now making the Telechron Alarm 
Clock shown here. 

Production of these much-needed clocks 
is not interfering with Telechron’s preci- 
sion war work, as they are being made 
in our plants in non-critical labor areas. 

In these plants we are ready to turn 
out more alarm clocks than we made in 
pre-war days. But, of course, that won’t 
be near enough to meet the tremendous 
pent-up demand. Your Telechron dis- 
tributor can tell you how many of these 
Telechron Alarm Clocks will be avail- 
able and when you can expect them. 
Write him today. 

This Telechron Alarm Clock is the 
forerunner of a full line of self-starting 
Telechrons that we'll soon be making. 
These new Telechrons will be styled to 


WARREN TELECHRON COMPANY, ASHLAND, MASSACHUSETTS 
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A recent WPB survey showed that 












Here’s the Telechron Alarm Clock we’re making 
A self-starting, synchronous Telechron 
motor — sealed in oil for silence and 

long life — drives this handsome Tele- 

chron Alarm. Case is plastic in ivory 

color. 41% inches high. An alarm clock 
of traditional Telechron quality and 
dependability to sell for.............. 








sell, priced for profit. Built for trouble- 
free service and long life, they'll build 
business for you. Save a place in your 
store for the clocks made by the “Makers 
of Modern Time.” 


Telechron 


REG. U.S. PAT. OFF 


ELECTRIC CLOCKS 














NOW AVAILABLE 











and RETAILERS! 






Rogers sells its famous fish glue 
only through the Hardware Jobber 
who serves you independent re- 


tailers. Your profits are protected — no need to 
fear chain-store or other volume buyers’ cut-price 
competition in selling Rogers Famous Fish Glue. 
Popular 
Fis 


prices and national advertising keep Rogers 
Glue at the fore-front of consumer demand! 


Ask your Jobber. 








the 


GLOUCESTER, | 


edf LIQUID FISH GLUE 
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KING SALES MGR. 
TRU-TEST DIV. OF 
OAKES & COMPANY 

John H. King has recently been 
appointed sales manager in 
charge of distributor relations for 

















JOHN H. KING 


| the Tru-Test division of Oakes 


& Co., marketing and merchan- 
dising, Merchandise Mart, Chi- 
cago 54, Ill. Mr. King will con- 
cern himself with the sales pro- 
motion of hardware lines, major 
appliances, farm equipment, and 
paint. He has been district 
representative for the electric ap- 
pliance division of General Elec- 
tric Co., Mansfield, Ohio, for the 
past nine years. His _head- 
quarters will be located at the 
main offices of Oakes & Co., in 
Chicago. 

At the same time the appoint- 
ments of C. B, Ripley as furni- 
ture merchandiser, and H. W. 
Haller as sporting goods and toy 
merchandiser were announced. 
Mr. Haller will direct the produc- 
tion of the 1945 consumer toy 
catalog for Tru-Test wholesale 
distributors and dealers. He 
formerly was associated with 
Kelley-How-Thomson, wholesale 
hardware distributors, Duluth, 


Minn., for 11 years, buying and 
selling general hardware and 
sporting goods lines. His last 
position with that company was 
as department manager. Mr. 
Ripley will co-ordinate the fur. 
niture, floor coverings, lamps, 
bedding and home accessories 
program for Tru-Test’s wholesale 
distributors. For the past five 
years, he had been manager of 
the retail furniture division of 








H. W. HALLER 


Montgomery Ward & Co. Both 
men will make their headquarters 
in the main offices of Oakes & 
Co., Merchandise Mart, Chicago 
54, Il. 


QUALITY STANDARD FOR 
METAL IN ALUMINUM 
UTENSILS ADOPTED 


At a meeting of the Cast Alu- 
minum Cooking Utensil Industry 
at the Edgewater Beach Hotel, 
Chicago, Ill., sponsored by the 
Cast Division of the Aluminum 
Wares Association, a quality 
standard covering the metal to 
be used in the production or 
cast aluminum utensils for the 
post war civilian market was 
adopted. The purpose of estab- 
lishing this standard is to limit 
the so-called impurity content so 
as to produce the highest quality 
metal. No control was estab- 
lished confining the amounts of 
other elements or ingredients of 
the quality metal so established 











Cc. B. RIPLEY 


as a standard for the industry. 


SOUTHINGTON HDWE. 
OPENS OFFICE 
IN NEW YORK CITY 


G. F. Sisbower, sales manager 
of The Southington Hardware 
Mfg. Co., Southington, Conn., 
announced that the company has 
opened an office at 19 W. 44th 
St., New York City, and that his 
headquarters will be maintained 
at that office. 
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has been named general sales 
manager of the division. The 
division, with headquarters at 
1060 Broad St., Newark, will 
handle the wholesale distribution 
of Philco radio receivers, radio- 
phonographs, refrigerators, air- 
conditioners, auto radios and 
tubes and parts in northern New 
Jersey as soon as production can 
be resumed. Irving A. Schwartz 
will assist both the general man- 
ager of the division and Girard 
A. Paterno, credit manager. Mr. 
Schneider has been connected 
with the radio industry since 
1929. He joined Philco in 1933 
and became a salesman for the 
New York division of Philco dis- 
tributors, Inc. He has been gen- 
eral sales manager of Philco Dis- 
tributors, Inc., in New York for 
six years. 


OSBORN STRENGTHENS 
SERVICE FACILITIES 


A shift in personnel designed 
to maintain service to customers 
is announced by The Osborn 
Mfg. Co., Cleveland, Ohio, manu- 


FRIGIDAIRE DIVISION 
MAKES SALES CHANGES 


H. M. Kelley, appliance sales 
manager, Frigidaire Division of 
General Motors Corp., Dayton, 
facturer of brushes for industry.| Ohio, announced the appoint- 
R. B. Jones has been assigned to| ments of F. H. Peters as man- 
help in scheduling production ager of range and water heater 
and shipments, according to} sales, J. M. Rushton, manager of 
M. C. Pecsok, sales manager of public utility sales, and J. A. 
Osborn’s brush division. Mr.| Mitzelfelt on special assignment 
Jones has covered the Cleveland | jp appliance sales. Mr. Peters 
sales territory. has been in charge of range and 

Page A. Mead, assistant in Os-| water heater promotion — since 
born’s market development work, Frigidaire started manufacturing 
will replace Mr. Jones in the| these appliances in 1937. He 
Cleveland territory, Pecsok said| has had much experience cover- 
in announcing promotions for the ing 20 years in advertising, sales 
two men. management, sales promotion and 
public relations. Mr. Peters was 
| assistant manager of industrial 


relations prior to this advance- 
NEWARK DIV. PIELCO ment. Mr. Mitzelfelt has served 


DISTRIBUTORS, INC. as retail representative, district 
Louis R. Schneider has recently | representative, provincial sales 
been appointed general manager| manager, and finally Metropoli- 
of the newly created Newark, N.| tan sales manager, for J. J. Po- 
J., division of Philco Distribu- | cock, Inc., Frigidaire distributors 
tors, Inc., and Albert K. Spears | in Philadelphia. 





PAGE A. MEAD 


SCHNEIDER GEN. MGR. 














WOOSTER BRUSH HONORS SIX EMPLOYEES: The Woos- 
ter Brush Co., Wooster, Ohio, recently presented gold watches 
to six of the new members of the Wooster company’s 25- 
Year Club at a banquet held in their honor at the Wooster, 
Ohio, Country Club. Walter R. Foss, president of the com- 
pany, was also made a member of the club. The seven new 
members of the club are left to right: Geo. A. Oyler, Charles 
E. Oyler, Helen E. Oyler, Walter R. Foss, president, Margaret 
C. Darr, Lloyd Ross and Ralph L. Bacon. 
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NOTHING of COURSE! 
We're doing the talking 


They're proud of the joint possession 
of the renowned old name ATLAS. 





They sincerely believe that they're 
second to none in quality. 


Millions of their kind have zealously 
contributed to the war effort and mil- 
lions more will contribute to the peace 
in a postwar world. 


If the ATLAS staple and the ATLAS 
double point could talk they'd verify 
these statements because they 


know theyre authentic. 


HMM HHH 


Immediate consideration given to orders 
(large or small), queries, suggestions and 
criticisms (constructive or derogatory) rela- 
tive to staples, double points or any of 
the remaining thousands of Atlas products. 


ATLAS TACK 


CORPORATION 


———_ 





FAIRHAVEN, 
MASS. 
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THESE ARE A FEW OF THE 
MAGAZINES WHICH WILL CARRY SPACE 


@ VERD-A-RAY is a new type of incandescent light bulb scientifically de- 
signed to moke seeing eosier. In comparison with the “pinkish” white light 
of ordinary frosted lomps, note the comforting “pastel greenish” white light 
emitted by VERD-A-RAY. 

Scientific research dota indicates improved visual (sharpness) acuity, relief 
from eyestrain and reduced glare. 

Many wor plants use VERD-A-RAY; one such plant reporting in a trade 
paper that hospital treated headaches were reduced 69.13%, hospital treated 
minor accidents were reduced 54%, and 357 productive man-hours were 
saved in one department in one month after proper installation of this new 
“glareless” lamp. 


Distributors salesmen and dealers 
Jentifigd with prize winners also 


quality for prizes 
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PROCTOR ELEC. PLANS 
SWIFT RECONVERSION 
TO APPLIANCE MFG. 

The Proctor Electric Co., divi- 
sion of Proctor & Schwartz, Inc., 
Philadelphia, Pa., 40, plans to re- 
convert its production from war 
materiel to appliance manufac- 
turing with speed. Plans toward 
this end were adopted recently 
by the company’s executive com- 
mittee in a three-day meeting at 
Lake Mohonk, N. Y. Some of 
those present at the meeting are 
as follows: P. Kay Schwartz, ex- 
ecutive assistant to the chairman 
of the board; R. M. Oliver, 
A. H. Caesar, H. F. Hild, J. W. 
Myers, vice-presidents in charge 
of sales, production engineering 
and research, and W. Battersby, 
secretary-treasurer. 

Reconversion will be based 
upon the necessity for rapidly 
satisfying pent-up consumer de- 
mand. The company will special- 
ize in automatic electrical appli- 
ances and will confine the 
distribution of the Proctor line 
to recognized wholesalers of elec- 
trical appliances. The first war- 
time production will be limited 
to one model iron and one model 
toaster, and the first irons will be 
the conventional heel-rest model 
of pre-war design, 1000 watts, of 
light weight. The Proctor Never- 
Lift iron will not be produced 
until factory assembly lines are 
turning out the pre-war 1000- 
watts model at mass production 
rates. Production of other appli- 
ances, including electric roasters 
and waffle irons, will not be 
started until the production of 
irons and toasters has reached its 
peak. 


W. W. BRONSON TALKS 
ON POST WAR TRADE 
AT CONN. MEETING 


Post-war problems of the hard- 
ware industry were considered in 
a trade seminar held at the Hotel 
Taft, New Haven, Conn., Oct. 25, 
1944, by the Connecticut Hard- 
ware Association. Principal 
speaker of the evening was Wal- 
ter W. Bronson II, Bronson & 
Townsend Co., New Haven hard- 
ware wholesalers. Declaring that 
“competition was the word sum- 
marizing the post-war problem,” 
he predicted a bright economic 
future for the retail and inde- 
pendent hardware dealer. “The 
independent’s bread and butter 
depends on nationally-advertised 
merchandise,” said Mr. Bronson. 
Also turning his attention to the 
invasion of the hardware field by 
some of the large chain opera- 
tors in the oil and rubber indus- 


that independent dealers can op- 


| petitors. The real competition im 
the field will be from presently- 
established firms,” he suggested. 
Mr. Bronson went on to say that 
in his own firm, salesmen were 
being trained as_ merchandise 
consultants. 





W. W. BRONSON, II 


M. D. Ross, General Electric 
Co., Bridgeport, Conn., discuss- 
ing the distribution of small ap- 
pliances, said that his company 
expects about 56 new small ap- 
pliance companies to enter the 
field in the post-war period. All 
of the company’s small items 
would be fair-traded after the 
war, he announced. 





SCHOELLKOPF FORMS 
APPLIANCE UNIT 


The Schoellkopf Co., Dallas, 
Tex., has announced that it has 
formed a new company to distrib- 
ute major appliances after the 
war in north Texas and northern 
Louisiana. The new company 
will be known as The Schoellkopf 
Appliance Co., Ltd., to be man- 
aged by J. R. Booth, now an of- 
ficer in the Naval Air Force, and 
sales promotion manager of the 
company’s appliance department 
before entering the armed forces. 





MEGAHAN LEAVES 
F. E. SCHUMAKER CO. 


Sam Megahan, for 24 years 
sales manager, the F. E. Schu- 
macher Co., Hartville, Ohio, has 
resigned from that position. Mr. 
Megahan, who resides in Hart- 
ville, has not as yet announced 
his plans for the future. 





F. W. NAEF OPENS 

OWN BUSINESS IN 

HARTFORD, CONN. 
Frederick W. Naef, formerly 
with Bidwell Hardware Co., Hart 
ford, Conn., mill supplies dis- 
tributors, has started his own 
business at 44 Park St., Hartford, 
Conn., to handle general hard- 





rate as effectively as larger com- 


ware and mill supplies. 
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GREATER DEMAND 
THAN EVER ......... 


for home and shop mending 


@ Kester Metal Mender in its handy, attractive display 
carton should be out on your counter all the time. Makes 
extra profits now because of the need to repair metal appli- 
ances and other items. Housewives, home-owners, auto- 
owners, mechanics, farmers, schoolboys—all these and hun- 
dreds of others are ready prospects for this dependable 
fix-up material. 


@ You display it—They’ll buy it. 


@ Anyone can apply Kester Metal Mender. Only heat is 
needed. Flux is contained right in the core—so flux and 
core are applied in one simple operation. Forms permanent 
soldered connections that resist shocks, vibrations, bend- 
ing and twisting. 


® Check your stock now. If Kester 
Metal Mender isn’t on your counter 
earning profits for you, order from your 
jobber today. 
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KESTER SOLDER COMPANY 
4207 Wrightwood Ave., Chicago 39, Ill. 
sae Eastern Plant : Newark, N. J. 
bonseenee Canadian Plant: Brantford, Ont. 
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PLUS OR MINUS 1/10,000th 


@A tolerance of plus or minus one ten-thousandth of an 
inch is fine precision. Our men are working to these exact- 
ing tolerances every day. As producers for U.S. Navy 
undersea, surface and air forces, they have won our Govern- 
ment’s highest “E” awards for excellence of production. 

When Peace comes these skills, abilities and equipment 
will be making the new Blue Ribbon Champion, bringing 
to outdoor America an entirely new concept of outboard 
motor efficiency. Superbly engineered, 
Champion will feature quick, sure starting — 
smooth power delivery, dependable service. 

Let your peace-time pleasures include a 
Blue Ribbon Champion. You will enjoy the 
extra values and thrilling performance of 
the new Precision Built Blue Ribbon Cham- 
pion. Plan now to own America’s finest 
Outboard Motor. 





2633 27th AVENUE SOUTH DEPT. M-4 
MINNEAPOLIS 6, MINNESOTA 











GENUINE 
CHAMPIONS 
will display 
this seal 
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K-104—11" x 8” KNIFE- 
RACKS. Keeps knives 
sharp, safe and neat. 
Holds 5 knives and 
1 sharpener. Hand 
painted in a variety 
of designs onRed and 
White backgrounds. 


Packed 4 dozen to carton 
F. 0. 8. N.Y. C. 


C-15 —13” -HAND 
PAINTED BASKETS 
for promotional sell- 
ing. Colorfully dec- 
orated in assorted 
floral designs and 
borders on a warm 
ivory background. 


Packed 3 dozen to carton 
F. 0. 8.N. Y.C. 


HAND PAINTED CANIS- 
TERS AND COOKIE JARS. 
Clear view glass with 
metal covers. 8% x 
6% x 6% inches. 
K-136 — Canister in 
our famous “County 
Fair” and “Dogwood” 
designs. 

K-139— Cookie jar 
in 4 gay designs. 


Packed | dozen to carton 
fF. 0. B.N. Y¥.C. 


JOBBERS—For Immediate Deliveries! 


Write for Information and Literature 


Plt & LIPPE, ING. 


1166 BROADWAY, NEW YORK 
LOS ANGELES 


LOS ANGELES ST 
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| ment of a new wholesale and re- 
| tail hardware business in the 


| secretary, has her headquarters 


HOUCK DIV. SALES 
HEAD AM. SAFETY 
RAZOR CORPORATION 
The American Safety Razor 
Corp., 315 Joy St., Brooklyn 1, 
N. Y., has recently appointed 
Marshall Houck, divisional sales 








MARSHALL HOUCK 


supervisor with headquarters in 
Chicago. J. C. Coen, formerly 
Chicago divisional sales super- 
visor has resigned to become ac- 
tive in the management of a new 
enterprise. Mr. Houck was asso- 
ciated with Sears, Roebuck & Co., 
as sales manager of the toiletries 
division prior to his new appoint- 
ment. 


BICYCLE INSTITUTE 
MEETS JAN. 10-11 


“The Bicycle Institute of Amer- 
ica has announced that its an- 
nual meeting will be held at the 
Commodore Hotel, Lexington 
Ave., New York City, N. Y., Jan. 
10 and 11, 1945. A dinner will be 
held on the evening of Jan. 11, to 
conclude the meeting. With the 
Institute its affiliated organiza- 
tions will also meet—Bicycle 
Manufacturers Association of 
America,, Cycle Parts & Accesso- 
ries Association, Cycle Jobbers 
Association and Merchant Mem- 





bers. 
Miss Cecile Meehan, executive 


at 122 E. 42nd St., New York 
17, N. ¥. 
F. HALL ESTABLISHES 
HALL HDWE. CO. 
IN SPARTANBURG, S. C. 


Fred N. Hall, who was for 
more than 11 years treasurer, 
general manager and a director 
of Montgomery & Crawford, Inc., 
Spartanburg, S. C., wholesale and 
retail hardware company, has an- 
nounced plans for the establish- 


gomery & Crawford, Inc. The 
temporary location of the whole. 
sale unit, which will be known as 
Hall & Co., will be on Charles 
St., and when the retail store is 
established, under the name Hall 
Hardware Co., it will be located 
on W. Main St. The new com. 
pany will distribute hardware, 
paint, mill, electrical and plumb- 
ing supplies, in addition to carry- 
ing a full line of hardware in its 
retail store. 


P. W. MOORE MANAGES 
MONTGOMERY CRAWFORD 
—GARDNER HEAD BUYER 


P. W. Moore has succeeded 
Fred Hall as general manager of 
Montgomery & Crawford, Inc., 
Spartanburg, S. C., wholesale 
hardware distributors. Prior 
to his affiliation with Montgom- 
ery & Crawford, he was associat- 
ed with Stratton & Terstegge Co., 
Inc., Louisville, Ky., wholesalers, 
having joined that company in 
1919 as a representative covering 
northern Alabama. In 1923 he 
left his home in Birmingham, 
Ala., to be sales director of Strat- 
ton & Terstegge, which position 
he resigned in July of this year. 
He had also been sales director 
of the Anchor Stove & Range 
Co., New Albany, Ind., manufac- 
turers of stoves and ranges and 
a division of the Stratton & Ter- 
stegge company. 

Mr. Moore has announced that 

Montgomery & Crawford is plan- 
ning an expansion program to 
add between 12 and 15 addi- 
tional representatives covering 
practically all of North and 
South Carolina, eastern Tennes- 
see and Georgia. 
George A. Gardner, formerly 
buyer for the former Mc Whorter- 
Weaver Co., Nashville, Tenn., 
wholesalers, recently joined 
Montgomery & Crawford to head 
its buying department. Mr. Gard- 
ner is well known to a host of 
manufacturers throughout the 
United States. 








same city. Mr. Hall will devote 
all his time to the new business, 
having resigned from the Mont- 





P. W. MOORE 
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NEW ENG. HOUSEWARES 
SHOW IN BOSTON, MASS., 
FEB. 5 TO 9, 1945 


The 12th Annual New En- 
gland Housewares Show, spon- 
sored by the Housewares Club 
of New England, will be held 





ALBERT B. PATTERSON 


Monday through Friday, Feb. 
5-9, 1945, in the Parker House, 
Boston, Mass,, it was announced 
by Albert B. Patterson,. chair- 
man of the show committee. 

“The show will occupy 145 
rooms, 4 floors of the Parker 
House” said Mr. Patterson in 
outlining plans. “We anticipate 
a repetition of last year’s prob- 
lem — having more applications 
for display space than we have 
rooms available. Therefore, last 
year’s exhibitors will be given 
a priority on the rooms which 
they had. Then, if there are any 
rooms remaining, they will be 
offered to new applicants. Inter- 
est in the coming show is already 
running high.” 

Mr. Patterson, who represents 
the Wagner Mfg. Co., is assisted 
on his committee by: Norman 
Lichtenstein of R. H. White Co.; 
Joseph T. McElroy, Jr., Jor- 
dan Marsh Co.; George Cooke, 
Jones, McDuffee & Stratton; 
Ermest Bates, Joseph Breck & 
Sons; Frank Dolphyn, of Robin- 
son Clay Products Co.; George 
Dinkel, manufacturers’ represen- 
tative; and Carl Masson, Paine 


Cincinnati, Ohio, Nov. 14 to 16. 
to be attended by approximately 
140 people representing 80 dis- 
tributors. The three main divi- 
sions of the program will be: 
the market for Estate Heatrola 
products, the products them- 
selves and merchandising and 
advertising plans. 

The first two days of the con- 
vention will be in the Pavilion 
Caprice of the Netherland Plaza. 
Cincinnati, the third day’s meet- 
ing will be at the Estate plant 
in Hamilton, Ohio. S. C. Bern- 
hardt, vice-president in charge of 
sales will direct the meeting. 


GIBSON REFRIGERATOR 
NAMES DISTRIBUTORS 


Greenville, Mich., recently an- 
nounced the appointment of the 
following distributors: Jackson 


Utah; Rudning-Robertson Co., 
Sioux Falls, S. D.; Radio Spe- 
cialty Corp., New Orleans, La.; 
Morris Spitzer, Erie, Pa.; Gen- 
eral Marine Supply Co., Charles- 
ton, S. C.; Leo Maxwell Co., 810 
N. W. 4th St., Amarillo, Tex., 
and Phillips Hardware Co., Cam- 


will have the full Gibson line of 
Freez’r Shelf refrigerators, Kook- 
all electric ranges and Gibson 
home freezers. 


PARSONS CELEBRATES : 
HALF CENTURY WITH 
BELKNAP HARDWARE 


Edward Tilden Parsons, a di- 
rector and buyer of mechanical 
tools for the Belknap Hardware 
& Mfg. Co., wholesalers, Louis- 
ville, Ky., celebrated his 50th 
anniversary with the company 
this year. His first position with 
the company was that of marking 
prices on pocket knives, which 
was in 1894. Mr. Parsons was 
given flowers and received many 
congratulatory messages from his 
associates and friends as he con- 
tinued interviewing salesmen. 


‘ 





Furniture Co. 





ESTATE DISTRIBUTORS | 
TO MEET NOV. 14-16 


Announcement was made Nov. 
6 by The Estate Stove Co., 
Hamilton, Ohio, that appoint- 
ment of wholesale distributors 
who will handle the sale of 
Estate Heatrola ranges and heat- 
ers when civilian production is | 
resumed have been completed. | 
A convention for all distributors 
of the company will be held in | 


NOVEMBER 9, 1944 





E. T. PARSONS 


The Gibson Refrigerator Co., | 


Distributing Co., Salt Lake City, | 


bridge, Md. These distributors | 















Sally 904?’ Mass displays of 
STERLING ROCK SALT 


bring you a two-way 


“WEATHER PROFIT” 


Sell one bag 
for ice 
removal 

at home... 
and a second 
bag to keep 
in the car 


THIS STEADY TWO-WAY PROFIT can be made by every 
hardware dealer featuring Sterling Rock Salt! Simple 
mass floor displays at the time of a storm promote impulse 
purchases. Customers must have Sterling Rock Salt to 
speed up removal of ice and snow from sidewalks, steps 
and driveways—save picking and chopping. 

Keep a good stock #m your store at all times. Be pre- 
pared to sell not only to householders and car drivers, but 
to office buildings, apartment houses, hospitals and other 
institutions, city and county governments, and to other 
retailers. Every storm is an opportunity for more business. 


Sterling Rock Sale comes in 10-Ib. bags, 
packed 6 to a container with free adver- 
tising material. Also packed in 100-lb. 
bags. Newspaper mats will be sent on 
request. 


INTERNATIONAL SALT COMPANY, INC., Scranton, Pa. 


119 

















J. WISS & SONS CO. + Est. 1848 + NEWARK, N. J. 





PROMTT HOS ORS e ee er eeeeceeces 


The Hardware Dealer who 
carries the COMPLETE Wiss 
Line is in a position to develop a steady volume 
of sizable and profitable business which might 
otherwise ‘‘go elsewhere.” 


The appeal of Wiss quality is an old story —96 
years old to be exact. There's no finer line of 
Shears, Scissors and Snips made. Most of your 
customers have grown up with that idea firmly 
fixed in their minds. Carpenters, mechanics, tin- 
smiths, etc., all know from experience that it pays 
to buy Wiss. And National Advertising has devel- 
oped a big market among Mr. & Mrs. Johnny Q. 
Public for Wiss Sewing Scissors, Household Shears, 
Kitchen Shears, Pinking Shears, Manicure Scissors, 
Hedge Shears, Pruners, Grass Shears and Tinners’ 
Snips. That's why the sale of one WISS product 
so often leads to another — with Dealers who stock 
the COMPLETE Wiss Line. ; 





SHEARS - SCISSORS - SNIPS 

















GORTON HEADS “CP” 
RANGE PROMOTION 


The appointment of James I. 
Gorton as Promotion Director of 
the “CP” Gas Range Program, 
was announced by Lloyd C. Ginn, 





JAMES I. 


GORTON 


Chairman of the “CP” Gas 
Range Manufacturers Division 
of the Association of Gas Appli- 
ance and Equipment Manufac- 
turers. 

Based on the increasing inter- 
est shown in the “CP” program 
by utilities and dealers, manufac- 
turers of ranges bearing the 
“CP” seal announced an increase 
in their promotional budget for 
the first six months of 1945 at 
a meeting held in the Waldorf- 
Astoria Hotel in New York City 
on Oct. 6, 1944. 

A dealer promotional package 
will be available to utilities for 
distribution to their dealers. This 
kit will contain a complete 
pre-selling program, window 
displays, newspaper advertising 
mats, guides to the selection of 
salesmen, guides to store plan- 
ning, and preliminary sales train- 
ing material. 

Ninety-five per cent of all gas 
indicated their in- 
tention of aggressively promoting 


utilities haev 


gas ranges bearing the “CP” 
seal. In the last three months 


alone, more than 5,000 dealers 
have requested and_ received 
“CP” promotional material to 
use in pre-selling their custom- 
ers, according to Mr. Ginn. The 
“CP” program was inaugurated 
in 1938 to create new higher 
standards for gas ranges, and to 
provide the consumer with an 
easily recognizable buying guide. 

“The ‘CP’ seal is the trade- 
mark of the Association of Gas 
Appliance & Equipment Manu- 
facturers. Only gas ranges built 
by a member of the Association 
to specifications drawn up to 
the highest standards of leading 
home economists and engineers, 


may bear this seal. To make cer- 
tain they meet these specifica- 
tions, gas ranges bearing this 
seal are pre-tested by Jabora- 
tories of the American Gas Asso- 
ciation, or by other attested lab. 
oratories. 


AHLQUIST HEADS 
INSURANCE AGENCY OF 
NEW ENGLAND ASSN. 


Harry Ahlquist, former New 
England manager of the Federat- 
ed Hardware Mutuals, has been 
appointed by the New England 
Hardware Association to head a 
new association insurance agen- 
cy, it is announced by Russell 
R. Mueller, executive 
of the association. 

Mr. Ahlquist’s broad experi- 
}ence in the insurance business 
|and his understanding of the 
| hardware dealers’ problems make 
| him well fitted to organize this 
| program which aims to take care 
|of the particular needs of the 
| individual hardware dealer and 
| to provide complete coverage of 
| their properties. 


secretary 





LT. T. J. FERNLEY 
RECEIVED FURTHER 
MILITARY AWARDS 


Lt. T. James Fernley, son of 
George A. Fernley, Philadelphia, 
Pa., secretary-treasurer, National 
Wholesale Hardware Association, 
who received the Purple Heart 
some time ago has recently been 
awarded the Bronze Star Medal. 
The award was for “meritorious 
service in military operations 
against the enemy,” and is an 
award first authorized on Feb. 
4, 1944 by the President of the 
United States, for heroic or meri- 
torious achievement or service in 
actual combat or in direct sup- 
port of combat operations. 





LT. T. JAMES FERNLEY 


Lieut. Fernley has never di- 
vulged the reason for his latest 
award but is known to have 
recently captured, singlehanded, 
and in combat 28 German sol- 
diers. 
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National Paint, Varnish & Lacquer 





Assn. Names Lane, Vice-President 


At the annual statutory meet- 
ing of the National Paint, Var- 
nish & Lacquer Association, held 
in Washington, D. C., Oct. 26, 
Franklin J. Lane, vice-president, 
Boston Varnish Co., was elected 
vice-president for one year. E. 
A. Foy, Jr., president, Foy Paint 
Co., Cincinnati, Ohio, was elect- 
ed treasurer for one year. 

Regional vice-presidents, elect- 
ed for one year terms are: New 
England, Frank Bownes, presi- 
dent, Frank Bownes Co., Chel- 
sea, Mass.; eastern, Robert W. 
Matlack, president, Geo. D. 
Wetherill Co., Philadelphia, Pa.; 
central, Mitchel Goldsmith, pres- 
ident, Armstrong Paint & Var- 
nish Works, Chicago, Ill.; south- 


ern, Frank J. Sampson, presi- 
dent, Sampson Paint & Color 
Co., Richmond, Va.; southwest- 


ern, R. W. Blair, Jr., president, 
Jones-Blair Paint & Varnish Co., 
Dallas, Texas, and western, S. C. 
Rasmussen, president, General 
Paint Corp., San Francisco, Calif. 

E. P. Lynch, president, E. P. 
Lynch, Inc., Providence, R. IL, 
was elected divisional vice-presi- 


dent, wholesale, for one year. 

Members of the executive com- 
mittee elected for a three-year 
term are: 

T. J. Campbell, president, the 
Valspar Corp., New York, N. Y.; 
N. W. Kelley, president, South- 
ern Varnish Corp., Roanoke, 
Va.; Harry M. Kuhn, vice-presi- 
dent, Kuhn Paint & Varnish 
Works, Houston, Tex.; W. C. 
Stolk, vice-president, American 
Can Co., New York, N. ¥.¢ F. 
L. Sulzberger, president, Enter- 
prise Paint Mfg. Co., Chicago, 
Ill., and Val Wurtele, president. 
Minnesota Linseed Oil Paint Co.. 
Minneapolis, Minn. 

Previously, at a meeting of 
the executive committee in New 
York October 17, 1944, A. E. 
Horn of A. C. Horn Company, 
City, New York, 

member of the 
executive to fill out 
the unexpired term of William 
Zintl, resigned. There was no 
election to the presidency this 


Long Island 


was elected a 


committee 


year, in which Ernest T. Trigg 





continues in a three-year term. 








RHOADS, MDSING. MGR. 
OF BROWN-CAMP HDwW. 


E. N. Rhoads, known as 
‘Dusty” to the trade, has been 
appointed as the new merchan- 
dising manager of Brown-Camp 
Hardware Co., Des Moines, Iowa, 
wholesalers. He joined the com- 
pany about 1912 as an office boy, 
working after school hours. He 
enlisted in the U. S. Army in 
1917 and served two years in the 
first World War in the 34th divi- 
sion. Following the war he re- 
turned to the company’s ware- 
house, later being stock clerk, 
price clerk, house salesman and 
then salesman for one of the 
company’s country territories. 





E. F. ALBRECHT HEADS 
SPRINGFIELD LUMBER 
BUILDERS’ HDW. DEPT. 
Elmer F. Albrecht recently be- 
came manager of the Builders’ 
Hardware Division of the Spring- 


field Planing Mill & Lumber Co., 


721 Columbia St., Springfield, 
Ohio. He began his builders’ 


hardware career with Russell & 
Erwin in 1909, continuing with 
the company for 14 years, after 
which he was with Cavanagh Co., 
Youngstown, Ohio, for one year. 
For the next 20 years he was 
associated with Smith Bros. 
Hardware Co., Columbus, Ohio, 
wholesalers. 


OMAHA DEALERS HEAR 
MODERNIZATION TALK 


E. J. Yeager, Alfred Bloom 
Co., talked on store moderniza- 
tion and planning at the Oct. 19 
meeting of the Omaha Hardware 
Club, held at the Castle Hotel, 
Omaha, Neb. The meeting was 
attended by 24 members and 
guests. He urged dealers to ob- 
tain the services of store plan- 
ning experts when remodeling a 
store and to pay particular at- 
tention to proper lighting. E. S. 
Freeman, Nebraska Power Co., 
gave a talk on proper store light- 
ing, illustrating his comments 
with signs and slides. A store 
modernization discussion com- 





E. N. RHOADS 
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pleted the session. 











Out of this war is coming a new era of com- 
fortable farm living — a higher standard, a 
desire for better things. Millions of farm families 
with no immediate hope of electrification want 
running water from sky power... to take the 
drudgery out of their lives . . . to increase the 
productiveness of their farms. You can supply 
them with better living and reap a handsome return. 
The present Monitors have the same storm-safe 
features that made them popular before the war. 
p Start getting your share of sales while the de- 
| mand is at its peak. 

Pressure water systems, with automatic control, 
can be attached in the future to the windmills you 
sell. This assures you of profitable follow-up sales 
to be made later. Ask your nearest Baker branch. 


BAKER MANUFACTURING CO., EVANSVILLE, wis. 


——~ CASE ig p 
UNCTURE- Pros AGAINST 29 Rifles 














—— 








— + 


* BRANCHES « 


BAKER MFG. CO. Minneapolis, Mina; 
Madison, Wis.: Fort Dodge, la: Coder 

la.: Omaha. Neb.: Kansas City. 
Mo.; Enid, Okla: Hutchinson. Kansas 
BAKER MFG. LTD., Winnipeg, Canada 
AXTELL CO. Fort Werth, Tex; Amarilie, 
Tex.; Lubbock, Tex.; San Angele, Tex. 














Quickly prepares varnished or enameled 
surfaces for refinishing 


Takes off grime, grease and wax at a 
stroke of the rag. Deadens the gloss and 
sets up a slight tack. The new finish has 
a perfect base. Goes on easier, spreads 
perfectly—no “crawling” or pulling away. 


Order from your jobber 
Write for Information 


‘ WILSON-IMPERIAL COMPANY 
Dept. H-114, 115 Chestnut St., Newark 5, N. J. 























50-ft. and 
150-ft. rolls, 

36” wide 
+s 





rt.i ‘ , esi 
e VEUBeeee 
Ren ¥ se eert H 


SS 
neues 
SS 


= 






Help Your 
Customers 


* CONSERVE HEAT 


* MAKE FUEL 
LAST LONGER 


REDUCE FUEL COST 


Flexible, shatterproof R-V-LITE is an effective insulator . . 
heat in, cold out... 


. Keeps 
Retains humidity. According to leading 
heating engineers, as high as 30% of the heat generated in the 
average home is lost through the glass window panes, when not 


covered by storm doors and windows. Properly fitted storm 

doors and windows of R-V-LITE will prevent the greater part of 

this loss. 

R-V-LITE admits over 70% of the sun’s vital “Vitamin-D” rays 
- more than ample for normal health and growth in poultry, 

animals, human beings and plants. (Ordinary glass admits 

only about 1%). 


R-V-LITE nationwide publication and radio 
advertising makes doubly effective the 
powerful point-of-sale advertising material 
furnished free to all R-V-LITE dealers. 















Dresenting ...a New LOW COST 
ALL-PURPOSE WINDOW MATERIAL 


R-V-TEX 


from special heavy duty fabric. im- 
manors ee RY wanshoeent woutherpros! 
compound that freely admits sun's te age 4 
rays. LOW in cost, HIGH in service. 150- ee » 
36” wide. Send a trial order to your jobber today. 
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MEINSEN ASSISTANT 
SALES MANAGER FOR 
WM. SCHOLLHORN CO. 


The Wm. Schollhorn Co., of 
New Haven, Conn., has an- 
nounced the following personnel 
changes: 


Herbert Meinsen has been ap- 
pointed assistant sales manager. 
Mr. Meinsen’s period of service 


gaged in a clerical capacity. At 
the time of his appointment he 
was in charge of factory produc- 
tion and this experience, together 
with his other activities at Scholl- 
horn, gives him an _ excellent 
background for handling his 
new duties. 

Richard B. Blass of the Scholl- 
horn engineering department 
has also been promoted to man- 
ager in charge of factory produc- 
tion. 


CHAMPION MOTORS CO. 
OUTLINES POST-WAR 
OUTBOARD MOTOR LINE 


Reduction of weight and step- 
ped up horsepower will be two 
major features of the postwar 
outboard motor, according to 
Earl L. Du Monte, president, 
Champion Outboard Motors Co., 
2633 27th Avenue South, Minne- 
apolis, Minnesota. For the past 
year or more the Champion com- 
pany’s engineering department 
has been conducting research 


ing which will eventually result 
in the introduction of an entirely 
new concept of outboard motor 


efficiency. 
At the present time, the men 
who will build the post-war 


Champion are engaged in pro- 
ducing items for the United 
States Navy undersea, surface 
and air forces. For this work 
been awarded our 
Government’s highest “E” awards 
for excellence of production. 
The company is now firmly 
settled in its new and larger 
factory where production will 
be increased and greatly im- 
proved manufacturing facilities 
will make possible the building 
of fine quality motors. The 
“Blue Ribbon” Champion single 
cylinder outboard motor will be 
featured. for the initial post-war 
sales. The new creation is a 
reality now, but cannot be an- 
nounced or displayed until Uncle 





Sam turns on the green light for 
post-war business. 


IDAHO, MONT., WASH. 
DISTRIBUTORS NAMED 
BY ELECTRO-MASTER 
Electro-Master, Inc., Detroit 31, 
Mich., recently named three dis- 
tributors of its products in the 





far west. The Afton-Lemp Elec- 


tric Co., Boise, Idaho; Northwest 
Supply Co., Butte, Mont., and the 
Puget Sound Appliance Sales 
Co., Seattle, Wash., are those ap- 
pointed. Now engaged 100 per 
cent in the production of war 
materials, the company will re- 
sume peacetime production of 
electric ranges and water heaters 
exclusively after the war. 
NEW DIST. SALES HEAD 
FOR UNIVERSAL LINE 
OF APPLIANCES 


B. C. Neece, vice-president and 
general sales manager of Land- 
ers, Frary & Clark, New Britain, 
Conn., announced the appoint- 
ment of Clarence L. Weaver as 
district manager of the Major 
Appliance Division in Washing- 
ton and Oregon. Well known in 
electrical circles Mr. Weaver was 
formerly employed by Westing- 
house Elec. & Mfg. Co. in the 
same capacity and more recently 
by General Cable Co., of Seattle, 
Wash. 


MINUSKIN PRESIDENT 
RUST-SEAL CORP. 

Nick Minuskin, president of 
the Minuskin Sales Corp., 61 
West 35th St., New York City, 
was recently elected president of 
the newly formed Rust-Seal Corp. 
at a meeting held at the Hotel 
New Yorker, New York City. 
This corporation was organized 
to manufacture and sell Rust- 
Seal, an anti-rust just released 
for consumers’ use. 





MEMCO HOUSE ORGAN 
OUTLINES PROGRESS 


The Moore Enameling & Mfg. 
Co., W. Lafayette, Ohio, has 
issued a house organ outlining 
the company’s progress since its 
establishment in 1924 by Walter 
B. Moore. Starting with an or- 
ganization of 24 workers, all of 
whom with the exception of the 
bookkeeper were all-over employ- 
ees, the company expanded until 
1939 the average daily employ- 
ment of the company exceeded 
400, says the house organ. Dur- 
ing the depression following the 
crash of 1929, the factory was ex- 
panded until the factory was able 
to produce double its former out- 
put. When Pearl Harbor came, 
prior to which the enameled ware 
business had shown constant in- 
crease, the company contracted 
with Army Ordnance and pro- 
duced bomb fins, mess kits, solid 
shot and 105-mm. cartridge cases. 
Since that time, the organ con- 
tinued, the company has been 
awarded the Army-Navy “E” pen- 
nant signifying excellence in the 
production of war materiel, and 
the first star, which signifies con- 
tinued production excellence was 
presented in Sept. 
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JOHN J. FARRELL 


treasurer, American Steel & 
Wire Co., United States Steel 
Corp. subsidiary, Cleveland, 
Ohio, whose election to that 
office was announced on page 
115 of the Oct. 12, 1944, issue. 
Due to an error in the printing 
plant Mr. Farrell’s picture was 
used with a news item announc- 
ing the appointment of Harry 
G. Franklin as manager of spe- 
cial sales for The Schaible Co.., 
Cincinnati, Ohio, and was in- 
correctly identified as the pic- 
ture of Mr. Franklin. 





COHOLAN TRANSFERS TO 
STANLEY EXPORT DEPT. 


Gerald Coholan has been 
transferred to the export depart- 
ment of The Stanley Works, New 
Britain, Conn., as an assistant to 
E. H. Hart, export manager of 
the company. He will make his 
headquarters at 98 Lafayette St., 
New York City, to which point 
he moved on Nov. 1, 1944. 

Mr. Coholan has been associ- 
ated with Stanley Works since 
1908 and for many years has 
been district sales manager with 
headquarters in Philadelphia, 
where he was popular and promi- 
nent in all hardware trade cir- 
cles. A group of his Philedel- 
phia hardware friends are giving 
him a “good luck” dinner party 
on Nov. 14. 

E. A. Olson, formerly manager 
of the service department at New 
Britain, will take over Mr. Co- 
holan’s accounts in Philadelphia, 
Baltimore and Washington. 





LAWRENCE BROS. 
REOPENS PLANT 


Lawrence Bros., Inc., Sterling, 
Ill., will reopen their builders’ 
hardware manufacturing plant 
which was closed on Aug. 29, 
1944. News of the closing of 
this factory was reported in the 
Sept. 28, 1944, issue of Harp- 


In this connection, E. F. Law- 
rence, Jr., president of the com- 
pany, issued a letter to all for- 
mer employees and also carried 
newspaper advertising reading 
as follows: 

“In order to eliminate a con- 
tingent liability with which this 
company is threatened by the 
National Labor Relations Board, 
you are hereby offered employ- 
ment with this company in the 
same job and at the same wages 
that you received prior to Aug. 
29, 1944. If we do not hear 
from you prior to Oct. 21, we 
will consider that you have re- 
fused this offer. 

“Releases from the United 
States Employment Services will 
be necessary.” 





ADMIRAL APPOINTS 
TEXAS APPLIANCE CORP. 


Admiral Corp., 3800 Cortland 
St., Chicago 47, Ill., has ap- 
pointed the South Texas Appli- 
ance Corp. as distributor for all 
Admiral products throughout the 
San Antonio area. The company 
was a prewar distributor of Ad- 
miral radios. 


IDEA CONTEST SEEKS 
SUGGESTIONS FOR 
PLASTIC ITEMS 


F. J. Kirk Molding Co., Clin- 
ton, Mass., KM Kirkmold Plas- 
tics, is sponsoring a contest to 
obtain suggestions as to items, to 
be made of plastics, which deal- 
ers would like to sell to their 
customers. Entrants will suggest 
a utility item, novelty, gadget or 
ornament which they would like 
to see made of plastic. Ideas 
should be described as com- 
pletely as possible, as to size, 
shape, color, purpose, etc., and 
should be accompanied by a 
rough sketch showing the idea. 
Entries should be addressed to 
the company and post-marked 
not later than midnight, Jan. 31, 
1945. Judges, whose decisions 
will be final, are Dr. Leonard 
Carmichael, president, Tufts Col- 
lege, and F. J. Kirk, F. J. Kirk 
Molding Co. In the event of 
ties duplicate awards will be 
made. 

Entrants are not required to 
make any purchase to enter the 
contest. Entries should be made 
on entrants’ own stationery or an 
official entry blank which may 
be obtained from the sponsor. 
Each entrant may enter as many 
ideas as he desires but each idea 
must be submitted on a separate 
piece of stationery or entry 
blank. All entries become the 
property of the F. J. Kirk Mold- 
ing Co. Awards are: First, $250; 
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second, $125, and third, $50. 





THIS LITTLE 
WASHER 
WENT TO 
Ce oe 


...AND 
THIS BIG WASHER 
WENT TO ROME 


There’s plenty of romance in the life of DIAMOND G. 
From rockets to radar, clocks to cannon, “Controlled 
Tension” Diamond G Lockwashers and Flat Washers 
serve throughout the world . . . in war, industry and 
science, 


Designed by skilled engineers... fabricated, annealed 
and torture-tested under rigid supervision and control 
. - » Diamond G Flat and Spring Lockwashers are 
tougher, surer, safer in performance. Diamond G was 
first to introduce “Controlled Tension” in a Spring 
Washer . . . tension that keeps the washer tight in place 
in spite of heat, cold and violent action. “Controlled 
Tension” has definitely minimized slipping, loosening, 
excessive wear and breakdown. Adequate.bearing sur- 
face plus positive spring action assures DOUBLE 
DUTY service on every job. 


Remember . . . our modern high-speed production 
assures RAPID DELIVERY of your orders at all times 
- » » and your customers are assured of complete sat- 
isfaction and faultless performance on every Diamond 
G purchase. 


Write for your copy of the current “Diamond G 
Digest.” It gives you many new ideas on Diamond G 
Products and profits for you. 


GEORGE K. GARRETT CO. 
1421 CHESTNUT ST., PHILADELPHIA 2, PA 
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DIAMOND <> PRODUCTS 
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MAKE MORE PROFIT! FEATURE 
MEW Sat) OTe Tit 





The popularity of Planet Jr. Wheel Hoes increases 
each year. This—and the prestige of the Planet Jr. 
name—offers you an opportunity for new, bigger 
profits. An opportunity you can’t afford to miss! 


Plan now to add quick-selling, profit-building 
Planet Jr. Wheel Hoes to your line. These 
specialized farm tools—single and double wheel 
hoes, seeders, fertilizers—are the favorites of 
farmers and Victory Gardeners—growers of 
every kind. An excellent line for ready sale to 
hardware implement stores. Assure yourself of 
more profit—feature Planet Jr. Wheel Hoes! 


S. L. ALLEN & CO., INC. 
3425 North 5th Street, Philadelphia 40, Pa, 
Makers of Planet Jr. Tractors 


Planet Jr. 


FARM AND GARDEN TOOLS 





75 years making growers’ work easier 
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Southern California Association 


Holds Fall Conference 


The fall conference of the 
Southern California Retail Hard- 
ware Association held at the 
Elks Club, Los Angeles, Cal., on 





LELAND PICKERING 


Oct. 10 was attended by 200 
members. The president of the 
association, Leland Pickering 
made the opening remarks, and 
announced that February, 1945, 
is the time planned for the next 
conference when merchandise ex- 
hibits will again be a feature of 
the convertion. 

F. F. Regan, sales manager, 
Union Hardware & Metal Co., 


Los Angeles, Cal., wholesaler, 
spoke on “Today and Tomor- 
row,” stating war conditions, due 
to restricted stocks, have resulted 
in clean stocks and healthy bank 
accounts for many dealers, R. 
H. Westbrook, Riverside, Cal., 
NRHA board of governors, made 
the opening address, on “A Re- 
tailer Plans for Post-War,” stress- 
ing the need for modernization 
to meet keen postwar competition. 

“Preparing - for V-Day” was 
the subject of Hobart Thomas, 
NRHA, Indianapolis, Ind., who 
warned that retailers must pre- 
pare to fight for business after 
the war, instead of using today’s 
easy selling procedure. A. C, 
Kammeier, Los Angeles, Cal., 
secretary of the association, 
using “Ahead of the Parade” as 
his topic for discussion, pre- 
sented many practical illustra- 
tions on store planning. R. V. 
Davis, Southern California Gas 
Co., Los Angeles, Cal., the after 
dinner speaker, dwelt on post- 
war selling methods, emphasizing 
the imperative need for real 
salesmanship with trained person- 
nel for all specialties, especially 
for the appliances which are engi- 
neering merchandise. A “Dutch 
treat” banquet was held in the E) 
Venaldo room at the end of the 
afternoon session. 





c 





MOSSBERG & SONS 
PREPARING DEALERS 
FOR LARGE GUN SALES 


O. F. Mossberg & Sons, Inc., 
firearms manufacturers, New 
Haven, Conn., has planned a cam- 
paign to prepare hardware and 
sports goods dealers for larger 
gun sales in the not-too-distant 
future when sporting firearms 
again will be available. A free 
instruction book entitled, “The 
Guidebook to Rifle Marksman- 
ship,” has been made available 
by the company upon request. 
This book covers the same train- 
ing as the U. S. Army ap- 
proved pre-induction rifle train- 
ing courses previously offered by 
the company. The company urges 
all retail salesmen to take the 
Basic Small Arms_ Training 
Course sponsored by the National 
Rifle Association, Washington, 
D. C.,. in order to learn the 
fundamentals of firearms and 
shooting. 


W. L. REILLY JOINS 
A. RUS. WENDELL 


William L. Reilly, formerly as- 
sistant sales manager, The Mc- 





Kay Co., York, Pa., has joined 


A. Rus. Wendell Co., 8-255 Gen- 
eral Motors Bldg., Detroit 2, 
Mich., manufacturers’ agents. The 
Wendell company covers the 
states of Michigan and Ohio. 





DELTA MFG. COMPANY 
UNDER NEW 
MANAGEMENT 


The Delta Mfg. Co. home 
workshop equipment manufac- 
turers, 600-634 E. Vienna Ave., 
Milwaukee 1, Wisc., which for- 
merly operated as a partnership, 
has recently been acquired by a 
corporation which assumes all 
debts and liabilities of the former 
partnership. The new company 
will continue the business and 
will carry out all orders, con- 
tracts and commitments of the 
former company. 





MAJESTIC RADIO 
NAMES DISTRIBUTORS 
The Majestic Radio & Televi- 

sion Corp., Chicago, IIL, has an- 
nounced the appointment of the 
Schuster Electric Co., Cincinnati, 
Ohio, as its distributor in that 
territory. 
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OBITUARIES 








CHARLES L. SEITH 


Charles L. Seith, a former di- 
rector of The Geo. Worthington 
Co., Cleveland, Ohio, wholesale 
hardware distributors, died re- 





CHARLES L. SEITH 


cently at the age of 77, in a hos- 
pital. He had been affiliated 
with the Worthington company 
for 52 years and retired 10 years 
ago. He was a 32nd degree 
Mason. 

Surviving are two sons, Henry 
A. of Willoughby, Ohio, and 
Daniel P. Seith of Washington, 
D. C., and a sister. 


LT. ALLEN W. BURTON 


Lt. Allen W. Burton, 27, sales 
representative in New England, 
and the North Atlantic states for 
the Turner, Day & Woolworth 
Handle Co., 1215 S. 7th St. 
Louisville, Ky., 3, died in action 
in France on Sept. 26. Lt. Burton 
was associated with the handle 
company for five years prior to 
his enlistment in Dec., 1942. He 
is survived by his widow and one 


child. 


CONRAD G. KUMPF 

Conrad G. Kumpf, 76, Buffalo, 
N. Y., hardware dealer for 43 
years, passed away recently. He 
started in the painting and in- 
terior decorating business and 
then in 1901 opened a hardware 
store at 255 High St. He was 
active in church and fraternal 
circles. He is survived by four 
daughters. 


M. D. MUSGRAVE 


Maurice Dewey Musgrave, 45, 
secretary of the Celotex Corp., 
Chicago, Ill., and a director of 
the Binks Mfg. Co., passed away 
recently after an illness of 12 


ated with the law firm of Pam, 
Hurd & Reichsmann and also 
served as assistant secretary to 
Charles G. Dawes when the latter 
was vice-president of the United 
States. He is survived by his 
widow, his father and a brother. 





CHARLES WORTHINGTON 


Charles C. Worthington, 91, 
formerly president of the Inter- 
national Steam Pump Co., the 
Henry H. Worthington Pump 
Mfg. Co., Newark, N. J., founded 
by his father, the Holley Steam 
Pump Co., Buffalo, N. Y., and 
the Worthington Automobile Co., 
passed away recently at his win- 
ter home in Washington, D. C. 
Mr. Worthington helped to or- 
ganize the Professional Golfers 
Association and was founder of 
the Worthington Society for the 
Study of Bird Life. He is sur- 
vived by his widow and two chil- 
dren and three children by his 
first wife. 


JOHN H. WILSON 


John H. Wilson, 75, formerly 
president of the Aluminum Cook- 
ing Utensil Co., New Kensington, 
Pa., passed away recently at his 
summer home in Carlisle, Pa. Mr. 
Wilson joined the Aluminum 
Cooking Utensil Co. in 1900 as 
the company’s first general sales 
agent. He was promoted to gen- 
eral manager in 1908, and be- 
came its first president in 1918. 
He served in this capacity for 14 
years, retiring in October, 1932, 
because of ill health. He was a 
member of St. Paul’s Lutheran 
Church and a director of the Car- 
lisle YMCA He is survived by 
his widow, Katharine Boyer Wil- 
son, a son and two daughters 





JAMES N. MILLER 


James N. Miller, 44, who for 
25 years traveled the south for 
the Louisville Varnish Co., Louis- 
ville, Ky., from his headquarters 
at Nashville, Tenn., passed away 
suddenly after suffering a heart 
attack in a railroad station at 
Anniston, Ala. He is survived by 
his widow, a son, and three 
daughters. 


—— 


AL. ELIN 


Al. Elin, Brooklyn, N. Y., who 
had represented the Plomb Tool 
Co., Los Angeles, Cal., for the 
past seven years, passed away 
suddenly Oct. 25, while calling 
on one of his customers in New 
York City. He was a member of 








weeks. He was formerly associ- 
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the Hardware Boosters. 





The demand across the nation is for V-Belts 
and the Gilmer ‘Eye-Ful” Tower has the answer to 
their V-Belt replacement needs. Owners of home 
workshop equipment, washing machines, oil burners 
and other household appliances know that “to make 


. ” 
them last,” they must “fix ’em up. 


The Tower holds 35 V-Belts that will take 
care of 887 different household or light-duty drive 
requirements. No need to turn customers away for 
the lack of the right belt! Not only will the “Eye-Ful” 
Tower satisfy your customers’ demands but, it will 
net you a clear profit of $14.01 on a $21.01 invest- 
ment. Get the Gilmer “Eye-Ful” Tower Bélt Assort- 


ment No. 350. Just clip the coupon below. 


L. H. GILMER COMPANY 
TACONY, PHILADELPHIA 35, PA. 





L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 





Send me the complete Gilmer "Eye-Ful"’ Tower Assortment 
No. 350 as follows: 


1—35 assorted V-Belts for household appliances 

2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display stand, sign, inventory form 

4—Gilmer Belt Catalogue, America's Belt Bible 


Bill me $21.01 through your nearest jobber. 


NAME 





ADDRESS. 





























Brass Plating Now Allowed 
For Some Builders’ Hardware 


Brass plating may now be used 
on cabinet locks, padlocks and 
builders’ finishing hardware with 
the exception of door hangers, 
tracks and related items, the War 
Production Board announced 
Oct. 19. Nickel, chrome and cad- 
mium plating are stil] prohibited, 
however. 

Removal of former restrictions 





on brass plating was effected by 
an amendment to Schedule I of 
the hardware simplification order 
L-236. The schedule, covering 
builders’ finishing hardware, cab- 
inet locks and padlocks, specifies 
permitted materials and finishes, 
and types and sizes that may be 
manufactured. 

Types of brass plating now per- 








mitted are U. S. 3, polished 
brass; U. S. 4, dull brass; U. S. 
8, antique copper; U. S. 9, 
polished bronze; and U. S. 10, 
dull bronze. The U. S. numbers 
are taken from the U. S. Federal 
Hardware Specifications, issued 
by the National Bureau of Stan- 
dards. 

A saving of manpower, esti- 
mated by the industry at from 
40 to 60 per cent in finishing 
operations, will result from the 
use of brass plating, WPB 
Building Materials Division of- 
ficials said. 








Special Parpose Saw Prodaction 
Limitation Revoked—May Now 
Manafacture Grade “C’’ Saws 


Restrictions limiting the 
volume of production of special 
purpose saws, such as mitre box 
saws, cabinet and back saws, 
compass and keyhole saws, and 
pruning saws, were removed Oct. 
17 by the War Production Board 
in an amendment to Schedule III 
of the hand tools simplification 
order, L-157. Saws formerly sub- 
ject to quota restrictions are 





listed in Tables 2, 3, 4, and 5 of 
the schedule, which covers man- 
ually operated wood and special 
purpose saws and lists specifica- 
tions for their manufacture in 10 
tables. The amended schedule 
also permits the manufacture of 
Grade C handsaws, formerly pro- 
hibited, and the use of any kind 
of screws in attaching the blades 
of handsaws to the handles. 





Formerly only steel screws were 
permitted. 

Quota restrictions on special 
purpose saws were imposed to 
increase production of handsaws 
that were in short supply. WPB 
said more special purpose saws 
are now needed, and it is ex- 
pected that a better balance in 
production between the two cate- 
gories of saws will result from 
the removal of the quotas. No 
over-all production increase is ex- 
pected, WPB said. 

Grade C saws, may now be 
manufactured subject to specifi- 
cations in Appendix A of the 
schedule. 





—— 





Fountain Pens, Mechanical Pencils 
Given Specific Ceiling Prices 


Fountain pens and mechanical 
pencils have been given dollar- 
and-cent ceiling prices at retail, 
maximum prices at wholesale 
have been fixed, and provisions 
have been made by which a man- 
ufacturer must imprint or tag the 
article with the retail ceiling 
price, brand name and model 
number, in a new regulation an- 
nounced by OPA en Oct. 27. 

The new regulation applies to 
all fountain pens and mechanical 
pencils shipped by manufacturers 
on and after Nov. 1, the effective 
date of the regulation. The Gen- 
eral Maximum Price Regulation, 
setting prices at the highest level 
charged by the individual seller 
in March 1942, will continue 
until Jan. 1, 1945, to govern 
wholesale and retail sales of foun- 
tain pens and mechanical pencils 
shipped by the manufacturers be- 





fore the effective date of the 
regulation. Manufacturers’ prices 
will continue to be controlled by 
the general durable goods regu- 
lation (Maximum Price Regula- 
tion No. 188), which preserves 
the level of prices prevailing in 
March 1942 and provides a for- 
mula for pricing new items. 

Approximately 1000 items made 
by 60 different firms are listed in 
the regulation, which sets retail 
prices at levels existing in March 
1942. New items are given retail 
ceilings allowing retail and whole- 
sale margins in line with other 
items sold in March 1942. 

The new regulation also re- 
quires that every manufacturer 
either imprint the retail ceiling 
price on the external surface of 
the pen or pencil, or tag the 
article with the same informa- 
tion. Until manufacturers can 





complete arrangements to meet 
this requirement, for a period not 
exceeding 60 days, retailers will 
affix tags to articles covered by 
the regulation. This will insure 
that ceiling prices are more read- 
ily ascertainable and enforceable, 
OPA said. 

The regulation covers not only 
articles shipped by the manufac- 
turer after the effective date, but 
also articles previously shipped 
but remaining in the hands of 
the wholesaler or retailer 60 days 
after the regulation becomes ef- 
fective. The regulation provides 
a method of determining prices 
for such articles through local 
OPA offices. 

Fountain pens and pencils with 
barrel or cap of solid gold, plati- 
num or palladium are not given 
specific retail prices in this ac- 
tion, but remain under the cover- 
age of the General Maximum 
Price Regulation at wholesale 
and retail. Wholesalers are pro- 
vided with a formula for deter- 





mining their maximum prices. 
Their maximum prices are the 
lowest of the following amounts: 
the listed retail ceiling price 
less their customary March 1942 
discounts on the same or a simi- 
lar article of the same manu- 
facturer, or their cost plus 1/3, or 
the retail ceiling price less 1/3. 

Maximum Price Regulation 
No. 564—Fountain Pens and Me- 
chanical Pencils — effective Nov. 
1, 1944, makes the provisions. 





FURTHER TIGHTEN 
RATING POLICIES 
ON MACHINE TOOLS 


Further “tightening” of the 
rating policy on machine tools 
costing more than $500 was an- 
nounced Oct. 19 by the War 
Production Board. 

An amendment to Order E-I-b, 
effective Oct. 19, provides that 
rating for machine tools costing 
more than $500 will be assigned 
only if the tools are required for 
military purposes, or are needed 
urgently for purposes related to 
the war effort. This clarification 
gives effect to WPB’s statement 
recently that a minimum of rat- 
ings will be assigned to non- 
military orders for machine tools. 

WPB’s rating policy on equip- 
ment required for reconversion 
was tightened on Oct. 13, 194, 
by an amendment to Priorities 
Regulation 24. This provided 
that ratings will be assigned only 
in those exceptional cases where 
a critical bottleneck exists in the 
availability of a few key items 
of machinery or equipment, or 
where an extremely urgent need 
for such equipment has been 
established. 

Under the latest amendment to 
E-l-b, non-military purchasers 
will be required to place unrated 
purchase orders. They must fur- 
nish proof that adequate delivery 
dates cannot be obtained on that 
basis before any WPB considera- 
tion will be given to the assign- 
ment of a rating for the tools 
desired. Full justification must 
be given for delivery dates re- 
quested by consumers in advance 
of dates that can be promised by 
producers on unrated orders, 
WPB said. No change in rating 
policy has been made affecting 
machine tools costing less than 
$500, WPB officials said. 
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L-81, Toy Order Easing, Sidetracked— 
Toy Makers Can Return to Toy Lines 
Quickly When Given Permission to Do So 


(Washington Bureau 
of HARDWARE AGE) 


Although small quantities of 
prewar toys will trickle into re- 
tail outlets this year (as stated 
P. 276 of the Oct. 26 issue of 
Harpware AcE), there is still 
some mystery surrounding the 
amendment to the toy erder L-81, 
which was junked by WPB. As 
in 1943 an amendment liber- 
alizing the order was prepared, 
but never issued. WPB maintains 
that Army opposition to the use 
of small quantities of steel by 
the toy factories, despite the fact 
that some facilities were avail- 
able, was the facter which killed 
the amendment. 

The amendment would have 
permitted the use of steel in 
heavy toys to the extent of 25 
per cent of the steel used for 
that purpose in 1941; the use 
of steel in other toys to the ex- 


tent of 50 per cent of the steel | 


used for that purpose in 1941. 
The total production of toys and 
games up to 100 per cent of the 
volume of 1941 or 1943 would 
have been permissible assuming 
the necessary material was avail- 
able. 

The amendment has now been 
set aside, since obviously it is 
too late to accomplish anything 
for current Christmas selling. 
As an olive branch Miles D. 
Miller, in charge of toys in the 
Consumers Durable Goods Divi- 
sion, has told the industry that 
the Division had recommended 
the revocation of L-81 following 
the defeat of Germany. He also 
expressed the hope that this 
recommendation would be adopt- 
ed. However, it is still possible 
that the amended order will be 
issued before V-E Day, if the 
war in Germany continues well 
into next year. The industry 
would then be-in a more favor- 
able position to await revocation 
of the order, says WPB. 

WPB feels that reconversion in 
the industry can be effected in a 
relatively short time. Generally 
speaking, materials used in war 
production will not be adaptable 
to use in toys. However, most of 
the materials required by the 


Lumber and rubber will be in 
short supply, but No. 2 common 
and lower grades of hardwood 
and Buna S synthetic rubber will 
be less critical than other forms. 
Still it might take the rubber toy 
industry a year or more to return 
to normal operation. For example, 
Buna S and neoprene are not 
adaptable to use in play balls. A 
blend with natural rubber is re- 
quired te preduce satisfactory 
seam. 

In regard to toy facilities that 
have been used in war work a 
WPB check found that varying 
amounts of time would be re- 
quired to reconvert the different 
segments of the industry. 

The metal toy industry has 
been operating on war work at 
95 to 97 per cent of its capacity. 
Facilities used in war production 
will be adaptable to toys. Some 
facilities for toy production are 
now practically idle. These in- 
clude the press rooms (with 
presses up to 200 tons), spot 
welding rooms and_ winding 








rooms (for armatures). The ex- 


returned to toy production in 
about a month, 


space, facilities for heavy wheel 


production. Toy facilities are in 
storage and can be brought back 
into operation within one or two 
weeks after military cutbacks are 
made. Reconversion will largely 
be a problem of rearranging 
space and obtaining materials 
and labor. 

The rubber toy industry has 
used its basic heavy. processing 
equipment in war production. 
Finishing and assembly equip- 
ment was not useful in war pro- 
duction and was put in storage. 
These items will need renovation. 
Facilities can be made ready for 
toy production in a minimum of 
about three months. 

Facilities for dolls and stuffed 
toys have not been adaptable for 
war work and the industry has 
operated about as usual. Facili- 
ties for rubber dolls, which are 
out of operation, could be re- 
stored in three to six months. 

With the exception of five or 
six manufacturers who have 





tent of military cutbacks has not 
been estimated. Facilities can be 


With the exception of floor 


goods have not been used in war 


- 


gone into war work, the wooden 
toy industry has continued in toy 
production. Facilities have not 
undergone much change, al- 
though companies in war work 
might need to change some of 
their conveyors and other small 
equipment. Facilities for toy pro- 
duction should be ready within 
30 days after military contract 
cancellations. 

Most manufacturers of games 
are ready for postwar production. 
One manufacturer has set up a 
separate department for war work 
but has his toy facilities ready for 
operation. 

After checking the reports 
from the manufacturers WPB has 
reached the conclusion that there 
is generally no serious problem 
in the conversion of toy facilities 
and that the change can be made 
in 30 to 90 days. Conversion will 
be delayed by shortage of mate- 
rials, such as softwood and 
rubber, rather than by facilities. 

In regard to manpower, many 
changes will be necessary due to 
shifts of skills from war produc- 
tion purposes. However, from 
present indications the industry’s 
total number of employees will 
not decrease, and might increase, 
in the postwar period. 











Restrictions on the use of metal 
in production of shower stalls 
and shower receptors have been 
removed, the War Production 
Board reported Oct. 21. Various 
other restrictions on the use of 
metal for plumbing fixtures also 
have been relaxed. 


Schedule XIT (Plumbing Fix- 


Remove Metal Restrictions on Shower 
Stalls—Permit Cast Iron for Certain 
Other Plumbing, Heating Purposes 


short of the amount needed to 
make laundry trays able to with- 
stand normal usage. 

The amount of copper or cop- 
per base alloy that may be used 
in producing a non-metallic wash 
fountain has been increased from 
one pound to five pounds. This in- 
crease was permitted in order to 


valves in wash fountains since 
victory models have not proved 
to be entirely satisfactory. The 
amended schedule also clarifies 
the fact that legs or stands for 
laundry trays and scullery sinks 
and drain boards for scullery 
sinks are permitted to be made 
from ferrous metal. 

Since the zinc order, M-11-b, 
was amended on Sept. 5, 1944, 
to permit the use of zinc for 
plumbing fixtures, fittings and 
trim, Schedule XII has also been 
changed to make it conform with 








tures) to the plumbing and heat- 
ing simplification order L-42, also 
was amended to permit produc- 
tion of the following previously 
prohibited plumbing fixtures: 
Cast iron hoppers, cast iron frost- 
proof water closet bowls and cast 
iron high tanks for hopper com- 
binations. The amended Schedule 
XII also removes limitations on 
the weight of metal reinforce- 
ments that could be used in vari- 
ous sizes of concrete laundry 
trays, It was found that estab- 








industry will be relatively free. 
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lished weight limitations fell 





provide for all brass mixing 


the change in the zinc order. 








Jobbers No Longer Need Rating 





To Obtain Lubricating Equipment 


The use of WPB Form 547, 
distributors’ application for pref- 
erence rating, has been discon- 
tinued for lubricating equipment. 
Lubrication Equipment Order 
L-314, has been amended to 
eliminate the rating requirement 
and distribution provision. 


Production of lubrication 
equipment is now enough to meet 
essential military and civilian 
demand, and distributors and 
jobbers no longer need a pref- 
erence rating to obtain it, the 
War Production Board said on 
Oct. 21. 
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How to Build up 
your sales of 


LINOLEUM 


SUPPLIES 


There's a tremendous demand for linoleum adhe- 


sives and accessories for both home and commercial 
use. Here’s a complete line—attractively packaged 


—and priced right! 





Lino Wax—Self-Polishing Floor Wax 
Linoleum Paste 

Waterproof Cement 

Dampproof Cement 

Sink Top Cement 

Cove Base Cement 

Cotton Back Wall Adhesive 
Asphalt Emulsion 

Cut Back 

Asphalt Primer 

Asphalt Felt 15 Lbs. 

Asphalt Felt 30 Lbs. 
Semi-Saturated Felt 62 Lbs. 
Semi-Saturated Felt 42 Lbs. 
Combination Linoleum Felt 42 ‘Lbs. 
Dry Linoleum Felt 34 Lb. 

Asphalt Tile Cleaning Powder 
Dehydrated Linoleum Paste 


WRITE TODAY! 


for complete price list and name of nearest distributor. 
tributor's Note: Some territory still open—write for details.) 


LINO-PASTE | 


1948 CARROL AVENUE 
CHICAGO, ILL. 


(Dis- 


“Largest exclusive makers of linoleum adhesives 
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Last Year’s Christmas Gift Pricing 
Rales Again Effective on Gift Items 
Specially Packaged OPA Announces 


The methods used last year for 
determining maximum prices that 
retailers and wholesalers may 
charge for the thousands of 
Christmas gifts that are specially 
packaged will be applied to this 
type of merchandise again this 
year, the Office of Price Adminis- 
tration announced on Oct. 24. 

The rules (Supplemental Order 
No. 24 as amended), effective 
Oct. 28, 1944, will apply to gifts 
sold through Jan, 15, 1945, only 
when the special packaging is 
done by the manufacturer or 


producer. They classify the 
holiday packages in two main 
groups: 


(1) Those in which the pack- 
aging consists primarily of paper 
or ordinary cardboard or both 
and in which the article or 
articles are regularly sold by the 
vendor in seasons other than 
Christmas time (such as cigar- 
ettes, ties, socks, handkerchiefs, 
etc.). The maximum price for 
the contents and the packaging 
in this group is the maximum 
price that normally would apply 
to the contents without the 
special wrappings. 

(2) Those in which the pack- 
aging consists of material other 
than paper and ordinary card- 
board and is of a ‘type that nor- 
mally would carry a combined 
price higher than the price 
charged for the contents without 
the special packaging; or those 
in which the package contains an 
article or articles, all or any of 
which are not regularly sold by 
the vendor in seasons other than 
the Christmas season. 

When a package falls within 
the second classification it may 
be treated as a single commodity 
and the maximum price for it 
determined by the formula in 
Section 3 (a) of the General 
Maximum Price Regulation. 

Under this section the retailer 
or wholesaler pricing such a 
single commodity selects a com- 
parable commodity for which a 
maximum price has been estab- 
lished in the usual way. The 
cémparable commodity must be 
the one of which he sold the 
greatest number in March, 1942. 
He then divides his maximum 
price for the selected commodity 
by the replacement cost of that 


resulting percentage by the cost 
of the commodity for which he is 
determining the maximum price. 
The figure which results will be 
his maximum price. No report 
of this price need be filed with 
OPA (as is usually required) 
although records of the method 
used in pricing the package must 
be kept for inspection at any 
time by OPA representatives. 

The supplemental regulation 
includes: 

(1) After Jan. 15, 1945, maxi- 
mum prices for all Christmas- 
packaged commodities will be 
determined under the regulation 
or regulation normally govern- 
ing them. 

(2) Prices determined under 
this provision are subject to ad- 
justment by OPA at any time. 

(3) Other regulations and in- 
terpretations by OPA that forbid 
a merchant from requiring a 
buyer to purchase other items in 
order to obtain the item that he 
desires do not apply to these 
packages, The seller is not re- 
quired to break up a Christmas 
package packed by the manufac- 
turer, to sell an individual item 
in it. 

(4) The supplemental regula- 
tion does not apply to packaged 
cosmetics. These are priced 
under Maximum Price Regula- 
tion 393. 

Amendment No. 2 to Supple- 
mentary Order No. 24—Pack- 
aged Christmas 'Gifts—effective 
Oct. 28, 1944, made these pro- 
visions. Mind 
OWU ASKS THAT XMAS 

OUTDOOR LIGHTING 

BE DISPENSED WITH 


‘The Office of War Utilities of 
WPB recently asked that city offi- 
cials, civic clubs, chambers of 
commerce, merchants, and citi- 
zens generally dispense with out- 
door decorative lighting this 
Christmas, as was done in 1942 
and 1943. This was done at the 
request of the Solid Fuels Ad- 
ministration for War, which 
pointed out that Christmas light- 
ing consumes a large amount of 
fuel in the production of elec- 
tricity. The OWU is not asking 
that indoor Christmas lighting be 
eliminated, but believes that out- 
door lighing should be dispensed 





commodity and multiplies the 


with as long as fuels are scarce. 
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The use of distributor priority 
ratings should be discontinued 
as rapidly as the increasing sup- 
ply of hardware items permits, 
the Wholesale Hardware Dis- 
tributors Industry Advisory Com- 
mittee recommended recently to 
the War Production Board. 

Both industry representatives 
and Government officials report- 
ed at the committee’s recent 
meeting that hardware articles 
could be safely removed from 
priority ratings, now assigned on 
Form WPB-547, when the supply 
of any item indicates that dis- 
tribution, without rating, will be 
as equitable as it has been under 
the priority system. Application 
of this method of gradual] return 
to a free flow of goods would 
mean that some hardware arti- 
cles would be removed from this 


Hardware Industry Committee 
Asks Distributor Ratings Be 
Dropped Soon As Possible 


Ask simpler system than WPB-547 on bolts, 
nuts because of paper work. Ask L-63 
continuance until L-219 can be revoked. 


priority method of control in the 
near future while others, in 
shorter supply, would remain for 
an indefinite period, WPB point- 
ed out. 

Committee members said they 
believed that such items as nuts 
and bolts should remain under 
distribution control for the pres- 
ent. Because of the paper work 
involved in applying for a rating 
on so many different sizes, the 
committee recommended that a 
system simpler than Form 547 
be used. 

The Suppliers Inventory Limi- 
tation Order, L-63, should be 
continued until such time as 
the Consumers’ Goods Inventory 
Limitation Order, L-219, can be 
revoked, committee members 





said. 








Manafactarers’, Distributors’ Sales 


Of Elec. Conduit Now Unrestricted 


The War Production Board on 
Oct. 28 revoked Order L-225, 
which controlled the manufac- 
ture and sale of electrical con- 
duit, electrical metallic tubing 
and raceways. The type of steel 
used in the manufacture of this 
equipment, chiefly small sizes of 
bessemer tubular steel, is no 
longer in short supply and fur- 
ther control is unnecessary, WPB 
said. The order, originally issued 
in Dec., 1942, to conserve steel, 
limited the amount of metal that 
could be used by manufacturers 
to a percentage of the amount 


used in 1941; permitted sales 
only on rated orders and restrict- 
ed installations to specified end 
uses. Restrictions on _installa- 
tions were removed by an amend- 
ment to the order issued on Oct. 
6, 1944. 

Manufacturers and _ distribu- 
tors, formerly permitted to sell 
conduit tubing and raceways 
only on preference ratings of 
AA-5 or better, may now make 
unrestricted sales as a result of 
the revocation of L-225. Produc- 
tion is expected to increase 





sontewhat, WPB officials said. 








L-22 Amendments Ease Some Restrictions 
On Manufacturing of Furnaces 


The War Production Board on 
Oct. 23 amended its furnace order 
L-22, to remove a number of re- 
strictions that have outlived their 
usefulness. 

The provision that required 
that each manufacturer produce 
furnaces only in the fuel types 
he manufactured during the 
three-year period ending April 
11, 1942, has been removed. 

The amended order also elimi- 
nates the restriction limiting cas- 





ings for furnaces of less than 
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250,000 BTU to 26 gage and 
lighter steel. This restriction 
made it difficult for manufac- 
turers to acquire and use excess 
and idle inventory steel. 

The provision that restricted 
the production of water pans, 
humidifiers and detachable name 
plates was removed because the 
iron and steel order, M-126, pro- 
hibits production of humidifying 
equipment, and the name plates 
are usually made of aluminum, 


















Photo by U. S. Army Signal Corps 


PORTER CUTTERS 


Already Had What 
It Takes To... 


Lead the Attack 
Serve Industry 


(1) 
(2) 


Without basic changes, we converted Porter Cutters 
to war uses. The four cutters which we originated for 
the armed forces, made us headquarters for the solution 
of cutting problems for the military, just as we long have 
been for industry. 


When motorized units move up, Porter Cutters clear away 
the cable road blocks. When Infantry attacks, Porter 
Cutters open barbed-wire bafriers in seconds! 


Supplying these tools of attack in quantity, prevented 
our supplying distributors with all the industrial cutters 
they wanted; but, even so, in each of the war years we 
have supplied our jobbers with more tools than in any 
pre-war year. 


Through your reasonableness about the types and sizes 
of cutters you accepted, you cooperated magnificently 
in our war effort. We'll show our appreciation with de- 
liveries, speeded up as fast as possible, and with volume- 
producing cooperation in wholly new degree. Details 
coming soon. 


E AWARD JAN, 1943 * AWARD MAR, 1944 


H. K. PORTER, INC. Everett 49, Mass. 











which is, non-critical now. 
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Surplus Property Region Units 
To Issue ‘‘Surplus Reporter” 
Listing Goods for All Regions 


A national selling program of 
interest to all purchasers of sur- 
plus property was announced 
Oct. 28 by Russell C. Duncan, 
Deputy in Charge of Sales and 
Merchandising of Treasury’s Of- 
fice of Surplus Property. No 
longer will it be necessary for 
persons to contact each of the 
11 regions of the country to de- 
termine what surpluses are avail- 
able because information on all 
large quantities of goods will be 
available right “next door” to 
each regional office. 

A “surplus reporter” is to be 
issued from each regional office 
at regular intervals. This will 
advise firms on Treasury’s mail- 
ing list what the Treasury has 
to sell, the area in which materi- 
al is located and the general 
method which will be used to 
sell it. 

Interested purchasers will then 
contact the regional office and 
indicate their interest. If dis- 
position is to be made by invita- 
tion to bid, forms will be sent. 
If sale will be made by fixed 
price, negotiation or otherwise 
the prospective purchaser will be 
so advised. 

, The new system will discon- 
tinue the practice of automatical- 
ly sending invitations to bid. In 
the future, those interested will 
request invitations on _ specific 





items after they have received 
notice of what is available. The 
new plan will cut down enor- 
mously the amount of paper and 
manpower consumed in the proc- 
ess of disposing of surplus and, 
at the same time, furnish more 
complete information of things 
to sell. 

The new plan will eventually 
cover all eight divisions of Trea- 
sury’s Office of Surplus Property 
consisting of the following: 
Furniture, Hardware, Machinery, 
Automotive, Textiles and Wear- 
ing Apparel, Medical and Surgi- 
cal, Paper and Office Supplies, 
and General Products. 

Mr. Duncan further stated that 
the Washington Office of Sur- 
plus Property will act asa policy, 
pricing and directorial staff and 
as it is organized on a commod- 
ity division basis, each of the 
eleven regional offices are be- 
ing set up with eight com- 
modity departments to conform 
with Washington. In charge of 
each of these regional depart- 
ments will be a marketing spe- 
cialist, who is a seasoned busi- 
ness man, familiar with trade 
practices in his particular field. 

Present mailing lists are being 
completely revised and those on 
the regional mailing lists are be- 
ing sent a form to check and re- 
turn for the information they 
desire. 








Stove Ration Changes 


Aid Consumers 


—Observe Stove Industry Practices 


Several minor changes in stove 
rationing regulations were an- 
nounced Oct. 31 by the Office of 
Price Administration. 

One of the new provisions will 
make ration certificates for coal- 
gas combination stoves more 
readily available to consumers. 
This is being done because sup- 
plies of this type of combination 
stove have shown a moderate in- 
crease. The change will permit 
persons who are eligible for 
cooking stove certificates to ob- 
tain certificates for coal and gas 
combination stoves if they want 





this type of equipment. Previ- 
ously, an applicant had to estab- 
lish eligibility for both a cooking 
and a heating stove in order to 
get a coal-gas combination. 

Other changes are of interest 
chiefly to the trade. Made in 
recognition of practices custom- 
ary in the stove industry, they 
are as follows: 

1. Dealers and distributors 
who store their stoves at places 
other than the one where all or- 
ders are accepted, may consider 
these places of operation as part 
of one establishment and regis- 
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ter them as such. They may cor- 
rect and consolidate their regis- 
trations at their local War Price 
and Rationing Boards. 

2. The regulations that per- 
mit distribution through exclu- 
sive sales arrangements — made 
with one stove dealer or distribu- 
tor in a given area—are broad- 
ened to allow manufacturers and 


distributors to continue these 
special sales understandings with 
more than one dealer in an area. 
This is a customary trade policy 
and can be permitted without 
detriment to the over-all dis- 
tribution of stoves. 

Amendment 17 to Ration Or- 
der 9A—Stoves—effective Nov. 4, 
1944, made these changes. 











Permit Limited Production of 
Non-Commercial Fishing Tackle 


Limited production of fishing 
rods, reels and other types of 
non-commercial fishing tackle 
may be resumed, and manufac- 
ture of fish hooks may be in- 
creased slightly as a result of the 
revocation Oct. 23 of Limitation 
Order L-92, which was issued 
April 23, 1942, to control the pro- 
duction of non-commercial fish- 
ing tackle, the War Production 
Board has announced. 

Except for fish hooks, produc- 
tion of new non-commercial fish- 
ing tackle or repair parts using 
metals, plastics and cork had 
been prohibited by L-92 since 
May 31, 1942. Manufacture of 
fish hooks was limited to 50 per 
cent of the 1941 rate of produc- 
tion. Revocation of the order 
removes these restrictions. 

The use of material for the 
manufacture of non-commercial 


fishing tackle will continue to be 
restricted by the applicable ma- | 


through allotments under the 
Controlled Materials Plan. Man- 
ufacturers will be dependent 
largely upon materials available 
in their own inventories or from 
idle and excess stocks. 

As a result of recent cutbacks 
and cancellations of war con- 
tracts, an estimated 65 per cent 
of the facilities of the larger fish- 
ing tackle manufacturers and an 
estimated 90 per cent of the fa- 
cilities of the smaller manufac- 
turers are available for fishing 
tackle production. 

In 1941, the industry consisted 
of about 200 manufacturers, who 
employed approximately 3,500 
workers. Output of all types of 
fishing tackle in that year was 


valued at more than $15,000,000. 








NEY DIRECTS CONSUMER 
GOODS DIV. OPA’s 
PRICE DEPARTMENT 


Jerome M. Ney has been ap- 
pointed director of the Consumer 
Goods division of the OPA’s 
price department to succeed 
Byres H. Gitchell, who has re- 
signed. Mr. Gitchell expects to 
return to the Allied Stores Corp., 
New York City, from which he is 
on leave of absence. Mr. Ney is 
president of the Boston Store in 
Fort Smith and Fayetteville, 
Ark., and vice-president of Rosen- 
thal’s, Inc., Beaumont, Tex. He 
joined OPA in 1942 as assistant 
deputy administrator for ration- 
ing. Prior to his new appoint- 
ment he became assistant deputy 
administrator for rdtioning. 





RADER NOW DEPUTY 
REG. DIRECTOR FOR 
TREAS. SURPLUS SALES 


Virgil J. Rader has recently 
been appointed Deputy Regional 
Director in charge of Surplus 
Property of Regional Office No. 
2, of the Treasury’s Office of 
Surplus Property, which com- 
prises the states of New York, 
New Jersey, and Pennsylvania. 
Mr. Rader has been associated 
with the electric appliance field 


connected with General Electric 
Co., Premier Vacuum Cleaner Co. 
and Easy Washing Machine Corp. 
He entered government service in 
January, 1943, as special assist- 
ant to the deputy rubber direc- 
tor of the WPB as an authority 
on manpower. The _ regional 
office of surplus property has 
moved to the 6lst floor of the 
Empire State Building. New 
York City. 


McCOMB HEADS 
CONSTRUCTION BUREAU 
FORMED BY WPB 


J. A. Krug, chairman of the 
WPB, recently announced that 
in order to provide a centralized 
point of contro] over all matters 
pertaining to construction within 
the WPB, a Construction Bureau 
has been established, responsible 
to Hiland G. Batcheller, Opera- 
tions Vice-Chairman. This bu- 
reau will be headed by Arthur 
J. McComb, who has been serv- 
ing as director of the Office of 
Industry Advisory Committees. 
The bureau will include the ex- 
isting Building Materials Divi- 
sion, the Construction Machin- 
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of the Facilities Bureau, which is ; 
being abolished. | 





































































on the tasks of a peaceful world 
. + Mercury will bring to the home, 
through hardware channels, new 
beauty of form and finish, new con- 
venience... the amazing benefits 
of the light metals developed in 
the laboratory of military aviation. 





















The “DIAMOND-ARROW"™ trademark iden- 
tifies the Jargest-selling high quality caster 
for furniture and office chairs. 

It’s Bassick’s “DIAMOND-ARROW”—the 
caster that makes things move easier —and 
serves the user longer. 

The patented full-floated two-level ball 
race construction has the easiest action 
of any caster construction. 

Remember the name “DIAMOND-ARROW” 
—it stands for a selling point that is easy to 
put across... and is responsible for repeat 
business. 


RIGHT NOW 


Bassick Casters 
are available for re- 
placement and re- 
pair purposes in 
limited quantities. 
Your jobber can 
supply you with a 
few of the more 
popular types and 
sizes. 


MAKING MORE KINDS OF CASTERS 


MAKING CASTERS DO MORE 


THE BASSICK COMPANY 











By L. W. MOFFETT 


Washington Representative 
of Hardware Age 
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MANY OF THE SCHEDULES 
incorporated into WPB orders for war- 
time conservation have proved so bene- 
ficial to the industries concerned that 
members have requested simplification 
programs to parallel the wartime mea- 
sures. The Bureau of Standards has 
already told the Hardware Industry Ad- 
visory Committee that such programs 
would be voluntary rather than man- 
datory, and would be limited to stock 
items and could be revised when neces- 
sary to keep abreast of changing re- 
quirements of the industry. In many 
cases, schedules established in WPB 
orders have necessarily been restrictive 
to save material and a simplified prac- 
tice recommendation developed from 
these schedules would be adapted to 
peacetime needs, according to the 
Bureau. 

The simplification program cannot be 
inaugurated by the Bureau, but the 
Bureau can work with an industry com- 
mittee or a trade association’s simpli- 
fication and standardization committee 
in arriving at such a program. Both 
the distributors and consumers would 
be consulted in evolving such a pro- 
gram which would be given full pub- 
licity to provide participation and co- 
operation of all interests. 

The Bureau's policy has been to re- 
quire that producers representing 80 
per cent of the production volume of 
the industry, together with a represen- 
tative cross section of distributors and 
users, approve such a program to in- 
sure satisfactory results. 


xx*k 


THE FIRST ELECTRIC RE- 
FRIGERATORS, washing machines 


* 


* 


and other electrical appliances, phono- 
graphs, radios, thousands of household 
items, gadgets and doodads that again 
become available to buyers may not 
bear the old familiar prewar label, but 
may be products of manufacturers which 
are entirely new to the consumer dur- 
able field. 

If this should happen it will be due 
to WPB’s policy on plants that are in 
a position to manufacture civilian goods 
now under the “spot authorization” 
plan and those which will be completely 
released from war work when Germany 
falls. 

The clearest statement of this policy 
that has come to the attention of Harp 
warE AGE is contained in a staff mem- 
orandum from Stanley B. Adams, Di- 
rector of the WPB Consumers Durable 
Goods Division. This division will be 
responsible for unwinding the controls 
on thousands of items in the consumer 
durable lines. 

In this memorandum Mr. Adams re- 
states the following overall policies for 
the benefit of any membe®s of his staff 
who may have misunderstood them. 


“1. The Consumers Durable Goods 
Division is not opposed to the produc- 
tion of any civilian product prior to 
the surrender of Germany, or after the 
surrender of Germany. 

“2. The competitive position of com- 
panies within any segment of industry 
is not a consideration in the authori- 
zation of production, or in the alloca- 
tion of material. ‘ 

“3. It is not the policy of the Con- 
sumers Durable Goods Division to 
necessarily adhere to a historical pat- 
tern or base period production of com- 
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panies in the allocation of material or 
authorization of production. 

“4, It is not the policy of the Con 
eumers Durable Goods Division that in 
authorizing any new production we will 
require all manufacturers to begin pro- 
ducing at the same time. The Division 
will, however, assist any company that, 
because of bottlenecks, may be neces- 
sarily delayed in getting under way 
with their production. 

“5. It is the policy of the Consumers 
Durable Goods Division not to exclude 
any manufacturer in authorizing pro- 
duction of a product, even though this 
manufacturer has not in the past pro- 
duced the particular product in ques- 
tion. Any manufacturer, regardless of 
his size, who is qualified to produce a 
given product which meets the con- 
sumers’ needs, must not be excluded 
from being allowed to produce. We 
most definitely will not authorize the 
production of a manufacturer, if the 
facts of the case bear out that the 
product which he is to produce is of 
distinctly lower grade than that of the 
other manufacturers in the field and 
that the price, which he wants to re- 
ceive, is out of line with the prices of 
the same product produced by other 
companies. 

“6. It is the policy of the Consumers 
Durable Goods Division at all times to 
give more favorable consideration to 
the small manufacturers than to the 
large manufacturers in the same field. 
We are cognizant of the fact that manu- 
facturers, employing small numbers of 
workers, are not comparable with manu- 
facturers employing thousands of work- 
ers in the production of a _ givén 
product.” 

x *k *& 


THE CONSUMERS DURABLE 
GOODS DIVISION is preparing for 
reconversion of the appliance industry 
based on the foregoing policies. The 
Division is anxious to minimize lag in 
production between the time when mili- 
tary contracts are cut back or cancelled 
and the time when facilities are in op- 
eration on civilian items. This lag may 
average around seven months and may 
even extend to 10 months. Take for 
example the electric flatiron production 
program for 1944. The program was not 
translated into individual authorizations 
in the hands of manufacturers until 
four months after approval. The manu- 
facturers then required time in which 
to secure materials, prepare their facili- 
ties and secure labor. As a result, pro- 
duction was delayed to the extent 
that half the programmed produc- 
tion is scheduled for November and 
December of this year. The first irons 
were turned out about 45 days ago. 

It is believed that considerable: time 
can be saved if materials are made 
available by WPB before the question 
of manpower is taken up with WMC. 
The Division intends to ask that the 
WPB Requirements Committee provide 
materials for the refrigerator industry. 
Although no refrigerator manufacturers 
are now in a position to use this mate- 
rial, it will be very helpful if they are 
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THE MASTIC RIBBON THAT SEALS EVERYTHING! 


WITH FUEL SHORTAGE a problem in every home. . . and 
29c only ‘“‘loose change” to the average home owner, 
STRIP-SEAL has what it takes to boost your store: traffic, 
your sales volume and your profits. No tools, no fuss, no 
bother in sealing out cold and saving fuel with Strip-Seal. 


SINGLE 
PACKAGE 


29¢ 


—<i_ FULL BOX 


$1.25 


RETAIL LIST PER PER CASE 


CASE OF 13 BOXES 
Higher in the West and deep South $16.25 


THE TREMICO MANUFACTURING CO. 


PUT IT ON DISPLAY 
AND WATCH IT SELL! 


8701 KINSMAN ROAD, CLEVELAND 4, OHIO 


















































TARPAULINS 
OL, Covers, 
| Machinery Covers 


a WVEAS for Crops 
in the Field 


It will be a long time,before farmers can replace barns and stor- 
age buildings. In the meantime they need to protect their crops 
from weather and dirt. Harvested feed grasses, such as alfalfa, 
clover, hay, etc., deteriorate when left to the mercy of rain and 
snow. Farmers should protect their crops and farm machinery 
stored on the outside with Fultex Waterproofed Tarpaulins. 

Fulton Bag & Cotton Mills, established in 1870, also manufacture back 
bands, cotton twine, tarpaulins, truck covers, tents and other canvas items. 


WRITE "'DEPT. H A‘ FOR INTERESTING DEALER PROPOSITION 


FULTON BAG & COTTON MILLS 


Manufacturers since 1870 


Atlanta St. Louis Dallas 
Minneapolis New York New Orleans Kansas City, Kan. 
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Stages Selling 
Draiu Ofener 












BECAUSE 
‘7T WORKS FASTER” 
E-JECT-O sells fast because of the amazing 
speed with which IT AGITATES AND DIS- 
SOLVES OBSTRUCTIONS in all types of drains. 
Boils cold water almost instantly! Won't 
harm enamel . . . no 
fumes . . . no foam. 
Stock E-JECT-0 for 

bigger profits! 


NEW IMPROVED FORMULA MEANS MORE ‘sates For you! 
























“FIRST AID’ FOR HOUSEHOLD REPAIRS 
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These are days of repair and care to 
make the old things do! That’s whete 
Acme Corrugated Fasteners fit in per- 
fectly .. . used for all sorts of wooden 


household items. 

Self-Selling Display—here’s a pack- 
age all ready to start selling — dis- 
played on your counter... 


it goes 


Also manuf 


right to work. It contains 50 fasteners 
to a box—12 boxes to a carton. 

You can get Acme Corrugated 
Fasteners in standard cartons of 500 
and 1000 fasteners — 10 boxes to a 
carton — in varying sizes and quan- 
tities — also 100 Ib. kegs. Ask your 
jobber or write direct. 


CUMPANY Eéhicacos ntmots 


cme Steelstrap and Strap-applying Equipment 











enabled to place firm orders for de 
livery after authorization of produc- 
tion. This proposal, if approved, may 
be applieable to other appliance indus- 
tries. It is thought that the proposal will 
reduce lead time for securing materials 
by one to three months. 

Refrigerator manufacturers now have 
some idle facilities but would need 
7500 to 8000 additional production 
workers in order to utilize these facili- 
ties in domestic refrigerator production. 
Present free facilities could be used to 
produce 75,000 refrigerators per month. 
Forty per cent cutbacks in military 
contracts would free sufficient facilities 
for production of 159,000 units a month. 

It is estimated that under ideal con- 
ditions the refrigerator industry cannot 
produce more than 265,000 units during 
the first 90 days after reconversion 
begins in earnest. The Requirements 
Committee will be asked to set aside 
enough material for this three-month 
production period. The refrigerator in- 
dustry should reach its base period 
production level of 3,700,000 units an- 
nually within seven months from the 
date of initial production, assuming 
the end of all hostilities with complete 
facilities. 

While there is a stockpile of refrig- 
erators for essential needs, there can 
be no production in competition with 
military requirements, WPB says. It is 
not likely that there will be any pro- 
duction of refrigerators until Germany 
is defeated. The present stockpile of 
about 50,000 will last until June, 1945, 
at the present rate of outgo. If it ap- 
pears that new production cannot be 
permitted before that date, the rate of 
outgo will be decreased. Limited pro- 
duction might be authorized before the 
fall of Germany if enough facilities and 
manpower become available. However, 
about half the manufacturers have in- 
dicated that they would not wish to 
produce refrigerators with less than 30 
per cent of their facilities, which is 
more than is now free from military 
contracts. 

x * * 


ALTHOUGH the amended Price 
Control Act is now many months old 
there has been little detailed publicity 
on some of its more important provi- 
sions available to the retail trade. Par- 
ticular reference is made to what OPA 
calls the “Administrator’s Claim.” 

The Emergency Price Control Act of 
1942 provided that overcharged buyers 
could sue retailers for three times the 
amount of the overcharges or $50, 
whichever was greater. When Congress 
renewed the act in June, 1944, it modi- 
fied the amount for which a retailer 
may be sued. In addition it gave OPA 
for the first time authority for taking 
such action if buyers at retail fail to 
sue within 30 days. This authority for 
collecting repayments is called the 
“Administrator’s Claim.” 

In cases where buyers do not sue to 
collect overcharges in 30 days OPA may 
sue the retailer for the amount of the 
overcharges or $25, whichever is greater, 
if the retailer is known to have acted 
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in good faith and taken all practical 
precautions to prevent overcharges. If 
the retailer does not prove that he has 
acted in good faith and taken practical 
precautions against overcharges, OPA 
can sue for wp to three times the 
amounts of the overcharges or up to 
$50, whichever is greater. 


OPA will make efforts to settle most | 


of these cases with voluntary payments 


to overcharged customers or to the | 


United States Treasury without going 
to court. Generally, OPA will propose 
that these payments be made to the 
overcharged customers if they can be 
located. If the customers cannot be lo- 
cated, OPA will propose that the pay- 
ments be made to the Treasury. If only 
some of the customers can be located, 
OPA will propose that their share of 
the total overcharges be returned to 
them and the remainder paid to the 
Treasury. If no voluntary settlement can 
be reached OPA is authorized to take 
the case to court. 

To keep the responsibility for solving 
local problems in the hands of each 
community OPA has delegated to local 
price panels the responsibility of getting 
the facts about overcharges and recom- 
mending terms of settlement. 

When evidence of price violations is 
obtained, local price panels are au- 
thorized to conduct compliance confer- 
ences with violators, get the facts and 
negotiate what they think are appro- 
priate voluntary settlements. 

At these conferences price panels 
will negotiate only settlements which 
are voluntarily agreed upon by the 
violators as being fair. No legal sanc- 
tion can be imposed by price panels, 
If no voluntary agreement can be 
reached the case is automatically passed 
to the OPA district enforcement staff. 

In this decentralization of authority 
to settle Administrator’s claims OPA 
maintains that the price panels have 
at last been given the tool so many of 
them have requested, a means of getting 
compliance from that small part of the 
trade who have been unwilling to com- 
ply with price regulations. Local admin- 
istration of this responsibility will 
provide the quick handling of each vio- 
lation by home-town citizens who know 
most about the background and details 
of each case, according to OPA. 

In cases where overcharged customers 
exercise their legal right to sue within 
30 days, price panels will not take any 
additional action. When customers fail 
to exercise their right within the 30-day 
period, settlements by price panels, or 
by price panels and district directors, 
finally close such cases. In these cases 
customers cannot bring any other suit. 
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ESTATE POSTWAR PROFIT JINGLES: 
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Mrs. Skeffington goes While Mrs. Tom Brown 
For cooking with gas You’re sure to estrange 

Like a G. I. goes Unless you say, “Look, 
For a two-day pass Here’s your electric range.” 








Though Mrs. Van Burns While oil heat’s the dream 

Is a broad-minded soul, Of the Browns, Sue and Seth; 
There’s no use to argue— Try to sell ’em on coal 

She’s heating with coal And you just waste your breath 














The moral for dealers: 
Postwar sales will not cool 

If you sell the appliance 
Instead of the fuel 


LINE UP WITH THE ‘‘FUEL-PROOF’’ LINE 


—> ESTATE — 
Sfeativle <7 
RANGES & HEATERS 


RANGES AND WATER HEATERS FOR CITY GAS, BOTTLED GAS, ELECTRICITY 
SPACE HEATERS FOR COAL, WOOD, OIL 









_ 





PRIORITIES 


and 


WAR-TIME ORDERS | 
on page 126 








It's a lot harder to change people’s minds, isn’t it, 
than it is to sell them what they ave in mind? Which 
explains why more and more dealers are lining up 
with the Estate fuel-proof line—the one line of cook- 
ing and heating appliances for all fuels, all sold 
under one famous, nationally-advertised trade name. 
Good time to talk to your distributor about it. Want 
his name? Write us. 





THE ESTATE STOVE COMPANY, HAMILTON, OHIO, Established 1842 





WPB HAS AUTHORIZED pro- 
duction of $152,441,000 worth of civilian 
goods under the “spot authorization” 
plan for production during the coming 
year. Since the inception of the pro- 
gram in August about 3500 applications 
to resume civilian production have been 
received. Of this total 1110 have been 
approved, while 238 applications have 
been rejected, due to manpower require- 
ments for war production. The re- 
mainder are in process. 

Authorizations covered a wide range 
of products. Forty-four applications to 
manufacture aluminum household uten- 
sils worth $15,537,000 were among those 


approved. Other authorizations covered 
$1,629,000 worth of electric irons, $874,- 
000 worth of lawn mowers, $36,000 
worth of bicycles, $10,735,000 worth of 
vacuum cleaners and $1,359,000 worth 
of other electrical appliances. 

Very small amounts of hand tools, 
builders hardware, screen cloth, gal- 
vanized ware, cutlery, sporting equip- 
ment, incandescent lamps and other 
consumer durables were also authorized, 

With a major share of the authoriza- 
tions going to small plants WPB 
granted 44,270 tons of carbon steel and 
512 tons of alloy steel to cover the ap- 
proved production. In addition, 902,- 









Crop Yields Increased 40% in 5 Years after 


the fencing was poor, there was very 
and crop yields were low. 


pasture and proper rotations, crop yi 
in 5 years, 


break through RED BRAND fence, either.” 


NEW FENCE AVAI LABLE 
As the Nation’s soil fertility must be main- 
tained through proper crop-and-livestock 
rotation practices, the government is con- 
tinuing to release fairly liberal amounts of 
steel for woven wire fence. Keystone’s pres- 
ent fence, while not marked with Red Brand, 
is the very best fence obtainable under 
present government restrictions. See your 
Keystone dealer. 













KEYSTONE STEEL & WIRE CO. 
PEOR’ 


A 7, 1LLINOIS 


RED BRAND FENCE 


—and RED TOP STEEL POSTS — 


| Farmers will continue to “LOOK FOR THE TOP WIRE PAINTED RED” 
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“New Fences Helped for KEYSTONE 


Bring This Farm 
Back to Life” 


says A. V. Garges, 
Sturgis, Michigan 




















Fencing the Farm and Stocking it Heavily 


“a over this 320-acre farm five years ago, 
ny A agen little livestock, 


“Now, with good fences, I’m able to carry 95 registered 


i d 70 head of dairy cattle. And, with legume 
as aaeer elds have increased 40% 


” 
“RED BRAND Fence Holds Up Better’ 
“All the new fence I have built has been RED BRAND. I eo > 
holds up better than other makes I've used... and hogs don 











Fence Dealers 


A series of Red Brand 
fence ads, like the one 
shown here, is currently 
appearing in leading farm 
magazines. These out- 
standing ads are design- 
ed to keep the “Red 
Brand”’ trade mark fresh 
in the minds of fence 
users. . . also to drive 
home the importance of 
good fence in helping 
maintain vital soil fer: 
tility. / 


Keystone’s extensive 
advertising is helping 
to build future sales for 
Red Brand fence deal- 
ers in the approaching 
postwar market 

just one reason why it 
pays to be an author- 
ized Keystone dealer. 


KEYSTONE 
Steel & Wire Co. 


PEORIA 7, ILLINOIS . 


This ad is reduced from 
actual size 








154 lb. of brass mill products, 140,379 
lb. of wire mill products, 450,148 lb. of 
foundry products and 17,395,563 lb. of 
aluminum was made available. 

- 2 

WPB IS NOW PLANNING to re- 
voke the inventory limitation order L-63. 
This action may possibly be taken be- 
fore V-E Day. In any case, the order 
will not be retained after the defeat of 
Germany. The revocation of L-63 wil} 
eliminate burdensome record keeping, 
thus freeing labor which is badly 
needed for other work. As supplies in- 
crease manufacturers should be able to 
distribute their products to the trade 
equitably. 

If Order L-63 is revoked, Order L-219, 
the overall inventory control order, 
would become the governing regulation. 
In its present form L-219 is even more 
restrictive than L-63. However, WPB 
says that if L-63 is revoked, L-219 will 
be liberalized, 


Its a Short Life— 


Sometimes 


EVER fasten ladders, 

It’s just fun to see them slide, 
Never wear your goggles— 
Remember, you have pride. 


Never put on gloves, 

They’re as cumbersome as Hell, 
Be as careless as you can, 

None will ever tell. 


Never read the safety rules, 
All they are is a bluff, 

Of guys who draw a salary 

For handing out that stuff. 


Use the bummest wrenches, 
Be jolly and gay, 

For people judge intelligence 
By what you have to say. 
Abide by all the rules above— 
Don’t do as you are told. 


And Ill guarantee you, Brother, 
That you never will grow old. 


—The Ives News 





Tax Revisions 


HE United States and Great 

Britain are considering tax re- 
visions which will avoid double tax- 
ation on income and death duties, 
according to an announcement from 
the State Department which revealed 
that the first phase of exploratory 
conversations on this subject with 
the British had been concluded. 








Latest News on 


PRIORITIES 
and 


WAR-TIME ORDERS 
on page 126 
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GRIDIRON CHEF — 5 different levels 
give “perfection” cooking. Adjustable Shelf- 
X broiler and warming shelf. Cast iron grid 
basket—-sides fold to form top grate. 





“BROILOASTER” — Portable two-way 
broiler. Upright, melting fat bastes food as 
it runs down—adds flavor—cooks 2 steaks 
at one time. On its side, frying pan and cof- 


fee pot fit neatly. 





HAMBURGRILL — Seals flavor in. Also 
used to fry bacon, eggs, etc. Long handle for 
comfort and safety. Double cube steak broil- 
er (above) handy for many foods. 









KITCHENWARE 
HOUSEWARES @ HARDWARE 


THE WASHBURN COMPANY 


WORCESTER, MASS. « ROCKFORD, ILL. 






MICHIGAN WIRE GOODS COMPANY 
NILES, MICHIGAN 
ASSOCIATED COMPANY 


* 
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Model Airplane Stock 
Popular with Boys 
MODEL airplane stock at the 
Robert F. TIllian hardware 

store, Milwaukee, Wis., attracts 
many boys to the store, according 


Air-minded youngsters can find 
this section without difficulty. 
And this applies to parents, too. 


to Robert Illian. The stock is car- 
ried at a wall location near the front 
of the store and the youngsters 
quickly find it. Many parents who 
are at the store buying other items, 
see the model airplane stock and 
purchase sets for their youngsters. 
In other instances, the youngsters 
bring their parents to the store and 
ask them to purchase model airplane 
stock. 


British Foot Not Same 
As a U. S. Foot 


A U. S. foot is about 3 millionths 
longer than a British foot. Of 
course, the difference is so slight 
that it is usually ignored, but the 
difference exists nevertheless. 

We can all visualize a square 
mile, so using that as a basis, we 
find that in a square mile there are 
27,878,400 U. S. sq. ft. But a British 
square foot is 0.9999942 of a U. S. 
sq. ft. Therefore, multiplying the 
former by the latter we get 27,878,- 
238.3 U. S. sq. ft. in a British square 
mile. 

Subtracting the British square 
mile from the U. S. square mile the 
difference in area is found to be 
162.3 sq. ft. And 162.3 sq. ft. is 
equivalent to a patch of ground 1234 
by 1234 ft.—about the size of an 
average victory garden—W. F., 
Schaphorst, M.E. 











THE BEST 


is always worth 


waiting for... 


OW—wait a minute! We’re 

talking about the Manning- 
Bowman “Toaster-with-the- 
Tester.” This famous favorite, 
like all the other appliances in 
the M-B line, will be back one 
of these days (soon, we hope). 
And, like all the rest of the line, 
it’s well worth waiting for. 


There’s a mighty sweet picture 
ahead for Manning-Bowman 
dealers. More homes needing 
more electrical appliances than 
ever before. More money to 
spend, and more desire for the 
Manning-Bowman kind of top 
quality! 


That’s why we’re making this 
little suggestion to all our deal- 
ers: PIN uP the gal in this ad 
to remind you that the Manning- 
Bowman line will PIN Down those 
extra-profit, quality sales in the 
days to come. Remember, the best 
is always worth waiting for and... 


Mlanning 


Bowman 


Mleans Bes t 


MERIDEN, CONNECTICUT 
KEEP ON BUYING WAR BONDS 
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GOVERNMENT WAR-TIME RESTRICTIONS 





November 9, 1944 


Paper napkins — Distributors’ 
maximum prices for paper napkins sold 
in bulk will be determined per thousand 
napkins rather than per case, the Office 
of Price Administration announced Oct. 
20. This change, effective Oct. 24, 
1944, was made at the suggestion of the 
Industry Advisory Committee. It will 
restore the pricing unit coarse paper 
merchants employed from Oct. 1 
through Oct. 15, 1941. All other items 
under the same regulation are being 
priced on this historical basis except 
bulk napkins. This action will remove 
the existing unintentional discrimina- 
tiorf and restore the Oct. 1 through Oct. 
15, 1941, mark-up, which OPA has 
determined to be fair and equitable. 
Although this change will cause an in- 
crease in maximum prices for this 
product, the increase will be absorbed 
by industrial and commercial users, 
such as restaurants, hotels, etc., OPA 
said, Distributors determine their 
maximum prices by taking the manu- 
facturer’s ceilings and adding specified 
dollar-and-cent mark-ups. 

Amendment No. 5 to Maximum Price 
Regulation No. 349—Distributors’ Maxi- 
mum Prices for Certain Coarse Paper 
Products, effective Oct. 24, 1944, made 
these provisions. 

. . + 


Galvanized cans — Shipments 
of 102,758 dozens of units of galvanized 
cans during the second quarter of 1944 
show an increase of 90 per cent over the 
54,111 dozens of units in the same 
period of 1943 and are slightly above 
those of the first quarter of 1944. Ship- 
ments going into “Commercial” chan- 
nels at present constitute approximately 
94 per cent of the total. These data 
cover all galvanized ash and garbage 
cans excepting those made to Federal 
specifications and are based on reports 
from 37 companies, representing an 
estimated 98 per cent of all shipments. 


- > . 
Battery accessory pricing — 


OPA has authorized general increases 
in manufacturers’ ceiling prices of hard 
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rubber battery containers, covers and 
vents, heretofore frozen at their Jan., 
1942, level. Manufacturers of batteries 
who are the purchasers of these items 
are expected to absorb the increases, as 
no changes are granted in the ceiling 
prices of the finished batteries. The 
authorized increases in ceilings amount 
to 10 per cent on containers, 15 per cent 
on covers and from 15 to 30 per cent on 
vents. There is a schedule of dollar- 
and-cent ceilings for the major types, 


and specific percentage increases for 
those not listed by dollar-and-cents. 
* . 7 

Ordering non-released lines 
—WPB has ruled that manufacturers 
may accept post-war purchase orders 
providing production is not scheduled 
until WPB restrictions are lifted. Some 
orders and regulations forbid the plac- 
ing or acceptance of orders for certain 
products unless they carry specified 
preference ratings or special authoriza- 
tions. Now, however, such provisions 
need not bar the placing or acceptance 
of a purchase order which by its ex- 








Foresee 12,600,000 Non-Farm Homes 
Needed in First Post-War Decade 


Construction of 12,600,000 non-farm 
houses and apartment units will be 
required in the first post-war decade 
to meet the needs of American 
families and to make substantial 
progress in replacing substandard 
structures with good homes, the Na- 
tional Housing Agency estimated on 
Oct. 21. To meet the full need in 10 
years weuld entail replacement of 
all substandard structures and re- 
quire 16,100,000 units in all, NHA 
reported, but the conclusions were 
based on the premise that the re- 
placement job would probably have 
to be spread over a 20 year period. 

NHA offered an average annual 
production of 1,260,000 accommoda- 
tions as a goal that would provide 
homes for newly formed families, 
including married soldiers who do 
not now have a home of their own, 
as well as all other families who 
will require new housing during 
the 10-year period, including those 
who have been living with relatives 
or friends for economic reasons, 
but who may become able to “un- 
double” and establish independent 
households. 

NHA estimated, in terms of 1944 
prices and assuming an average 
post-war annual income of about 
$125,000,000,000 that one-third of the 
required units should be of a type 
to rent for less than $30 a month in 
order to meet the requirements of 
lower-income families. Another one- 
third would be needed at rentals 
ranging from $30 to $50 a month with 
a sale price of from $3,000 to $5,000. 
The remaining one-third, it was 
estimated, should rent for $50 a 


month and up or sell for $5,000 or 
more. Half of the total estimated 
need, the study showed, should rep- 
resent additional housing to take 
care of the increase in the number 
of households. The other half is re- 
placement need. 

The report explained that about 
7,000,000 units were substandard in 
1940 and that it is expected that 
about 2,600,000 will become def- 
initely substandard between 1940 
and the end of 1955. Replacement 
of half the 1940 substandard units, 
or 3,500,000 units, and the 2,600,000 
units would represent a total job of 
6,100,000 units — and sstill leave 
3,500,000 substandard units to be 
replaced in the 10 years after 1955. 
The size of the estimated annual 
post-war production need can be 
judged from the fact the nation’s 
biggest residential building year 
(1925) produced about 930,000 new 
units and an annual average of 
700,000 was recorded from 1920 to 
1929. Non-farm home construction 
then fell to a low level of 93,000 in 
1933 and slowly rose to about the 
1920-1929 average by 1941, when 
715,000 homes were built. 

Discussing the replacement of sub- 
standard units, the NHA report said 
that the need for major repairs and 
the absence of a private bath or 
toilet in dwelling units in metro- 
politan districts were used as mea- 
sures of the number of units in 1940 
that were substandard and needed 
replacement. These statistics were 
derived from the 1940 census of 
housing. 
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pressed terms, is not to be filled until 
after removal of such restrictions by 
WPB. A manufacturer may not defi- 
nitely schedule such orders for produc- 
tion, order material or place parts or 
materials in production to fill such 
orders until after any existing WPB 
restriction is removed. While Priorities 
Regulation 24 provides that unrated 
orders for certain types of equipment 
can be placed only after specific per- 
mission of WPB, nevertheless, an un- 
rated order for such equipment, if con- 
ditional on the revocation or relaxation 
of this restriction, may be placed with- 
out specific WPB permission. 


Machinery and tools eased— 
On Oct. 14, WPB amended Priorities 
Regulation 24 eliminating the necessity 
for its authorization, to place unrated 
purchase orders for machinery and 
equipment covered by the regulation. 
However, it tightened up the assign- 
ment of preference ratings on purchase 
orders needed for resumption or expan- 
sion of civilian production, warning 
purchasers not to file applications for 
priorities assistance on order for recon- 
version equipment, unless a case of 
great hardship can be established, say- 
ing that all other applications will be 
denied. On the same day, Preference 
Order E-1-b, which regulates the pro- 
duction and distribution of machine 
tools, was amended to eliminate the 
necessity for ratings on purchase orders, 
and to permit unrated orders to share 
in the percentage of production set 
aside as non-military. WPB explained 
that war needs must come first, but it 
recognizes that industries facing recon- 
version must begin planning now. Ma- 
chine tools will be the key to reconver- 
sion after “V-E” day, and if machine 
tool builders are assured that few addi- 
tional ratings will be granted within the 
percentage set for non-military orders, 
they should be able to give definite de- 
livery dates to their customers even 
though no ratings are assigned to the 
purchase orders. 


* * * 


Shipping and packing con- 
tainers—WPB has set aside 165,000 
tons of steel for shipping containers, 
drums, etc., for the fourth quarter on 
the basis of a 35-day inventory. Asked 
to increase the steel quota to provide a 
60-day inventory as a safer backlog 
against the expected post-war rush of 
demand, WPB officials told container 
industry representatives that inventories 
cannot be increased now because of the 
steel shortage. By a recent WPB easing 
of Can Order, M-81, more cans and jars 
of such products as inks, glues, anti- 
freeze, shellacs, cements and polishes 
should reach the consumer. Many such 
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It’s a landslide! 


Wherever the American people are polled to determine what 
electrical appliances they intend to buy first, when peacetime 
production is resumed, toasters stand close to the top. 


And wherever they are asked which toaster they prefer, it’s the 
Toastmaster toaster they name, oftener than all other makes 
combined! 


Years of Toastmaster quality leadership have built this prefer- 
ence. Years of effective advertising and merchandising, combined 
with sound sales policies, have strengthened it. Continuous 
national advertising since Pearl Harbor has kept the Toastmaster 
name foremost. 


That is your foundation for profitable postwar business selling 
Toastmaster* products. And the job to which we’l] be bending 
every energy, as soon as the green light flashes, will be that of 
delivering these wanted products in swiftly increasing volume 
... and of allocating them with fairness to all. 





TOASTMASTER Aoducha 


*Toastmaster” is the registered trademark of ToastmasTER Propucts Division, McGraw Electric Company, 


Elgin, Ill. Copyright 1944, McGraw Electric Co. 




















I'TCHENS on parade! That is what the visiting, feasting 
holiday season means to millions of American homes... and that 
is when a full complement of handy household helpers like KELLOGG 
Quatiry Brushes is most appreciated by busy home keepers. Better 
check your needs now and order open stock while still available. 
Make sure your Kettoce Quarry Brush merchandiser is promi- 
nently displayed and every hook well filled when holiday traffic 
starts in your store. 


14 Fast Sellers...14 Profit Builders 


NO as bt nain , dteszabia'h pin dnidionna sea did ive eit rat Retail ea. $ .30 


Oe a OID. oo vice crcccnscvasecuascewdes es , 0 
on eI, Fi. S05 Sab Clea biwad ects oe hoes . 30 
“ 225 Vegetable Brush..........................00 00. “ 25 
IES Soo rs a 6 Se ne coo lncdewns ka acccwmecnc . 30 
“ 320 Bowl Brush, Bristle............................. “ 1.00 
“ 370 Tumbler Brush. eT oe Coen eran ee eae ' 30 
es <) ere. er Oe ee gr ee : 75 
pr a as a . 60 
“ 473 Venetian Blind Brush, 3-Fingered................. ‘s 1.25 
“ 610 Bottle Brush , i oS Od a re . 35 
we 06k, Re so ere : 40 
“ 635 Waffle Iron Brush............................... a 30 
Mae SI UNI, & 5. 0 WANS sina be eh ies ods Wad dcmrale we . ‘25 


Oder Chrough your wholesaler today 


KELLOGG BRUSH MFG. CO. WESTFIELD, MASSACHUSETTS 


KELLOGG QUALITY BRUSHES ARE SOLD ONLY THROUGH RETAIL STORES 
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products are packed in both metal cans 
and glass jars. Heretofore, packers 
have been required to balance their 
metal can quotas and their glass con- 
tainer quotas, limiting their combined 
pack to no more than the larger quota. 
Now, under amended order M-81, pack- 
ers are permitted to pack their full 
quotas in metal without reference to 
their glass quotas, so the pack in glass 
is entirely in addition to the pack in 
metal. 
- * * 

Purchasing “excess” steel — 
WPB has isssued special instructions to 
steel distributors on the purchase of 
excess steel from producers under Di- 
rection 44 to CMP Regulation 1, 
amended Sept. 30. Orders for excess 
material may be placed with a producer 
only when such material actually is in 
hand in his stock available for imme- 
diate shipment. The distributors’ pur- 
chase order should bear the endorse- 
ment, “Excess for distributors’ stock.” 
No such application will be considered 
if the end-use of the steel in question is 
restricted by any of the limitation orders 
included in Priorities Regulation 25. In 
such cases the customer should apply to 
the nearest WPB district office for per- 
mission to manufacture. WPB’s Steel 
Division will consider applications from 
distributors under Direction 44 for per- 
mission to dispose of any steel items in 
their stock, regardless of the source 
from which they were purchased. Dis- 
tributors are reminded, however, that 
any delivery so authorized is non-re- 
placeable in a distributor’s stock. 


* * 8 


Asks more farm machinery 
—The President has directed WPB to 
provide in its reconversion program for 
increased supplies of farm machinery, 
saying plans for a fully employed post- 
war America mean high food consump- 
tion. He said he also expects substan- 
tial post-war exports of food, and that 
American agriculture must be pre- 
pared for these demands upon its pro- 
ductive capacity. WPB Chairman Krug 
responded briefly and promptly, “Of 
course we are going to do everything 
possible to give the farmers all the 
farm machinery they want.” Tentative 
steps toward the reconversion of the 
farm machinery industry are under con- 
sideration, including the lifting of pro- 
duction quotas from more than 400 
items. Details of the proposed changes 
have not yet been released. 


* . * 


Building outlook — Hardware 
men are cheered by the better news 
and outlook in the construction field. 
Already the lid is being lifted some on 
residential construction, and there seems 
a certainty that after V-E Day a sharp 
and wide easing of controls will signal 
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the ‘start for a real boom period in post- 
war building—one which will un- 
doubtedly be a major factor in the post- 
war employment situation. Home- 
coming veterans will be the earliest and 
surest customers for new homes, en- 
couraged by FHA and GI loans. Gov- 
ernment estimates are that nearly 1,500,- 
000 service men are planning new homes 
immediately after the war. If today’s 


prices were to prevail on lumber and 
other building materials, these might be 
some deterrent, but lumber prices, at 
least, are expected to react very soon 
after the war’s close. Cost of building 
labor will remain high, but hardly suf- 
ciently higher than normal to offset the 
advantages of extra income and accom- 
modation available to the average pros- 
pective new builder. 








SALES OF 1,194 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


September, 1944, Comparisons 





Sept.’44 Sept.’44 


No. Stores oe, * vs 


Sept.’43 Aug.’44 
Total 1,194 +14 —1 


Sept. 43 
$8,207,871 


Sept. °44 Aug. "44 


$9,368,019 $9,435,575 





First nine months, 1944, showed 9 per cent gain over 1943 
1944, $83,898,630; 1943, $75,870,740 














Per Cent Change 
Number Sept. 44 Sept. 44 Dollar 
States by Regions of firms vs. vs. Sales 
reporting, Sept. ’43 Aug. 44 Sept. 44 
New England . 72 + 8 +7 640,673 
Maine ..... ou 10 +9 = 93,267 
New Hampshire 5 + 6 + 8 126,590 
ae 5 +1 + 1 47,824 
Massachusetts 35 +11 +9 268,289 
Rhode Island ...... * - 
Connecticut 14 + 8 +12 82,234 
Middle Atlantic 133 + 7 + 2 1,017,302 
Pennsylvania . 133 +7 + 2 1,017,302 
East North Centra 369 +15 +2 2,773,317 
Ohio ... TS +18 +2 989,556 
Indiana ee ; 55 +22 bd 358,771 
Illinois sac + 8 + 6 575,686 
Michigan ........ * 41 +17 + 3 341,169 
Wisconsin pois 81 +14 — 1 508,135 
West North Central 152 +15 + 8 644,148 
Towa . Biases. an y 45 +15 +5 224,499 
Missouri .. a i 37 +24 +11 156,425 
Nebraska .... suretas 32 +9 +5 102,494 
Kansas ars 38 + 9 +11 160,730 
South Atlantic paiall 45 +13 —5 342,861 
South Carolina . 10 +27 —2 79,526 
Georgia , 19 +14 8 144,631 
Florida 16 + 5 —2 118,704 
East South Central ; 12 +17 — ] 103,696 
Alabama ....... o, a +17 — 1 103,696 
West South Central _ 108 +19 4 761,604 
Arkansas a a 19 +26 +9 151,971 
Oklahoma Stes r 39 +22 + 5 211,159 
Texas 50 +15 — 5 398,474 
Mountain 78 +12 +1 833,349 
Montana 15 +15 + 6 131,333 
Idaho 14 +4 —2 92,262 
Wyoming ‘a P 5 +19 +21 49,351 
Colorado ete 24 +35 +15 136,433 
New Mexico 7 +7 —]2 175,135 
Arizona , alate 6 +5 +1 198,693 
_. Sear. * 
Nevada betas Sis @as 4 +14 a 35.322 
Pacific Scie a) maaipmae acne . 2 +17 —9 2,251,069 
Washington ; 36 +19 — 3 267,204 
Oregon .. +21 —10 378,611 
California 162 +16 —10 1,605,254 
Chicago, [ll]. ...... 18 +2 + 4 83,105 
Los Angeles, Cal. 21 +31 —14 332,649 
Portland, Ore. 8 +8 +9 64,471 
San Francisco, Cal. 21 + 6 — 6 131,399 
Seattle, Wash. .. 12 +7 —4 72.849 











* Note while stores in these states are included in grand total, figures for these 
states are not shown in this chart, because of insufficient data. # Less than 
% of one per cent change. Compiled by Bureau of the Census, U. S. Depart- 
ment of Commerce. 
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PLASTICONTEST 


(Ao PRIZES FOR 


YOUR IDEAS 


WE'LL MAKE WHAT 
YOU WANT TO SELL 


“PLASIUS 


How many times have you 
said “Il wish such and such 
was made in plastics"? Here's 
your chance to say what you 
want in plastics ... to offer 
the items to your customers 
... to know that yours was 
a really good idea. 


ES 
ron «, proFiTS 


PRIZES 


Ist Prize. ..... $250.00 
2nd Prize. ..... 125.00 
50.00 


YOU 
WIN 


~~ 





| a 


HERE'S ALL YOU DO 
CONTEST RULES 


1, Just suggest a utility item, novelty, gad- 
get or ornament that you would like to 
see made of plastic. 

2. Describe your idea as completely as pos- 
sible (size, shape, color, purpose, suggested 
retail price, etc.), and include a rough 
sketch. 

3. Mail your entry to the F. J. Kirk Mold- 
ing Compafy, Clinton, Massachusetts, post- 
marked not later than midnight, January 31, 
1945. 

4. Submit as many ideas as you wish, but 
each idea must be entered on a separate 
sheet or blank. 

5. All entries become the property of the 
F. J. Kirk Molding Co. 

6. Judges’ decision will be final. 

7. Use your own stationery, or write for 
Entry Blank. 


In case of tie, equal prizes will be given. 


JUDGES: 


Lucian Bernhard, Lucian Bernhard 
Studio 

Dr. Leonard Carmichael, Pres., 
Tufts College 

A. A. Porcelain, Jordan Marsh Co. 

F. J. Kirk, F. J. Kirk Molding Co. 


Take five minutes now to jot down 
your ideas. 


F. J. KIRK MOLDING CO. 


CLINTON, MASS. 


a kiexmowo prastics EY 
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AFTER THE WAR 


with a 


ADMAT .... CHICK FEEDER 


Strong, high grade wood fibreboard, 
sanitary and safe. Many breeders sim- 
ply replace feeders for each new batch 
of chicks—saving time and _ trouble. 
We'll be glad to send samples . . » 


write today! 
¢ NO CLEANING . 
¢ NO METAL . 
¢ NO WASTE. 


. you just replace them—they’re inexpensive. 
. priority-free. Less weight, low freight rates. 


- conserves nation’s metal, saves customer's feed. 





CHICK FEEDER 


MANUFACTURED BY ADMAT, LTD. 
Sales Agents: DONHART SALES, LTD. 
CRICHTON (MOBILE) ALABAMA 
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Amended building rulings — 
Easing the use of materials that will 
permit construction of houses approxi- 
mating pre-war standards has been an- 
nounced jointly by the War Production 
Board and the National Housing 
Agency, by revising Schedules I and II 
of Order P-55-c. Greater freedom in 
design, and in the use of materials, is 
permitted to builders. War Housing 
Construction Standards were amended 
to limit the use of lumber two or more 
inches in thickness for a dwelling. Re- 
strictions on the total floor area per- 
mitted in a dwelling have been re- 
moved, but the maximum allowance of 
lumber per square foot of floor area has 
been retained. In addition, the re- 
quirement that in certain areas exterior 
walls be constructed of laid-up masonry, 
clay, or concrete products has been 
voided. Any materials that can be ob- 
tained without a rating may now be 
incorporated in the construction, unless 
specifically prohibited. The principal 
relaxations include: 1. Removal of the 
limitation on the number of electrical 
outlets, permitting installations in ac- 
cord with the minimum requirements of 
the National Electric Code. 2. Removal 
of the restrictions on the size of hot 
water storage tanks. This should result 
in fuel savings and a longer tank life. 
3. Removal of the requirement that 
bathrooms and kitchens be back to 
back, to allow more freedom in design. 
4. The plumbing items on the War 
Housing Critical Lists have been con- 
densed and simplified and the heating 
section has been completely revised, 
eliminating the previous tight control 
over design. Insulation is still required 
to avoid excessive heat loss, To con- 
serve lumber, the limitations are te- 
tained on the use of lumber in the con- 
struction of flatroofs and walls of 
houses and other provisions requiring 
conservation of lumber continue. In 
addition, there has been added a 
definite prohibition against the use of 
board lumber for sheathing partitions 
and ceilings, and for fences. Garage 
walls are required to be of masonry con- 


struction. 
7 * * 


Facilities for tire repair — 
Since sufficient supplies of equipment 
used for retreading, recapping and re- 
pairing most sizes of civilian tires are 
now available, WPB has revoked Order 
L-61 under which dealers had been per- 
mitted to extend their MRO rating to 
obtain replacements, Dealers now are 
deprived of the right to extend their 
MRO rating to purchase equipment for 
smaller size tires, and will now place 
unrated orders. These orders will be 
filled in sequence, after the supplier has 
first filled all rated orders, and satisfied 
all military requirements. Because of 
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a shortage of special equipment for re- 
capping truck tires, size 8.25 by 20 and 
larger, a new provision has been added 
to Priorities Regulation 3, giving spe- 
sific permission for firms to extend their 
MRO rating to obtain replacements for 
such truck tire equipment. 


. * * 


Bristles—Current allotment of 
bristles from the Government stockpile, 
approximately 200,000 Ibs. is said to 
have been well absorbed by the brush 
industry. 


* * * 


Cordage—Over-all third-quarter 
production of cordage remained slightly 
behind schedule, largely as a result of 
continued manpower shortages, the 
Cordage Industry Advisory Committee 
was advised by War Production Board 
officials at its recent meeting, WPB re- 
ported Oct. 24. Sisal rope production 
was 93 per cent of third-quarter quotas, 
and Manila 80 per cent of quotas. The 
production of wire rope centers con- 
tinues to be a serious problem, WPB 
officials said, as the requirements in cer- 
tain sizes are greater than the producing 
capacity of the industry. No possibility 
of increasing the supply of hard fiber in 
1945 is seen unless substantial amounts 
are again available from the Philippines 
and the Far East, it was reported at 
the meeting. As this is problematical, 
it is expected that rigid conservation of 
hard fibers will have to be continued. 
Committee members were divided in 
their opinion on the advisability of con- 
tinuing to use 15 per cent American 
hemp extenders in the production of 


sisal rope. 
: * . 


Lumber — Estimated lumber 
production in August was 3,208,339,000 
board ft., an increase of 12.8 per cent 
over July production, the War Produc- 
tion Board reported Oct. 20. This per- 
centage increase, while representing 
more than a normal seasonal increase, is 
accentuated by low production in July, 
WPB explained. The increase made in 
August was general throughout the 
country and was attributed largely to 
good weather conditions and the normal 
seasonal shift of farm workers to woods 
work in the Eastern lumber regions. 
Total production for the first eight 
months of 1944 was 22,406,421,000 board 
ft., or 2.4 per cent less than for the same 
period in 1943. Softwoods produced in 
August, 1944, amounted to 2,419,063,000 
board ft., an increase of 12.2 per cent 
over July, and a decrease of 4.3 per cent 
from Aug. 1943. 


. * * 

Mengel sales — The Mengel 
Company, Louisville, Ky., manufacturer 
of hardwood products, reports that net 
(Continued on page 157) 
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Because of the urgent need of the farm, 
industry and home for small barrel and tank 
pumps — pumps that avoid waste, mess and 
tire hazards when liquid transfers are made 
—the following models of the nationally 
known BENNET line are now available. 
Model 7 —A small, efficient, easy to oper- 
ate, easy to control, all-purpose pump that 
handles all light petroleum and similar liquids. 
Low in cost but built to give long depend- 
able service. 

Model 1008 — A fast, dependable, easy 
to operate pump for skid tanks. Suitable for 
gasoline, diesel oil, kerosene, etc. Furnished 
with 8° hose, straight tube nozzle and intake 
pipe. 

Model 200 — A precision-built, all metal, 
universal barrel pump. Handles all light 
petroleum and similar liquids cleanly, effi- 
ciently and conveniently. 

Model 506 — An all metal, quality-built, 
one quart stroke barrel pump with automatic 
odhdlnding return arm drain. Equipped with 
bottle filling nipple. 

Models 1008, 200 and 506 panes to II/, 
and 2" drum openings — Model 7 has 2" 
adapter only. Adjustable intake on Models 
7, 200 and 506 permits use on all standard 
15 to 60 gallon drums. All models can be 
locked when not in use. 











MODEL 506 


Write today 
for 
descriptive 
literature 
and prices 


SERVICE STATION EQUIPMENT COMPANY 


MUSKEGON, MICHIGAN 


BRANCHES IN ALL PRINCIPAL CITIES 








And Still Available for Hardware Distribution 


Universals’ Two 
Automatic Irons 


Shown below is the Universal Glider 
Iron, No. 0184, which is one of the two 
automatic types of iron, which Landers, 
Frary & Clark, New Britain, Conn., is 





now permitted to manufacture under the 
recent OPA and WPB rulings. This 
iron has a black baked laquer top deck 
with white porcelain enameled cap and 
chromium plated sole plate. It features 
air ports which protect the hand from 
rising heat, and has a six ft., perma- 
nently attached cord. Weighing four 
lbs., it has finger tip control, which is 
said to supply accurate heat adjust- 
ment for every fabric. A solid heel rest, 
which forms an excellent foundation, 
well rounded plate, which is said 
to prevent wrinking of fabrics on the 
backstroke, and the beveled point of 
the iron, which permits it to move 
smoothly under buttons, are some of the 
other points of this automatic iron. 
Handle of the iron is made from Bake- 
lite, and is designed to fit the hand 
naturally. Number 0174 wrinkle proof 
automatic iron with fingertip control, is 
designed with a round solid heel 
beveled point, and Bakelite handle. 
Available with baked black lacquer top 
deck, black porcelain enameled cap, and 
Bower Barff heat treated sole plate. 





Book Describing System 
For Handling Materials 


Entitled, “The Turner System of Ma- 
terials Handling,” this booklet tells how 
practically any manufacturer’ can 
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achieve symmetrical standardization in 
handling materials. System is based 
upon the vertical extension of the per- 
fect square and includes the benefit of 
mobilty, orderliness, and coordination 
in the manufacture of large and small 
products or parts of every description. 
Book contains many illustrations and 
ideas for organizing plant interiors for 
modern mass production, and the 
systematic movement of products or 
parts through the plant. Factory Ser- 
vice Co., 4615 North 21st St.. Milwau- 
kee 9, Wis. 


“Duet” Two Way 
Cleaning Cloth 


Cloth that, according to the manufac- 
turer, can be used wherever a sponge 
may be used. When wrung out tightly 
it is used like a chamois for cleaning, 
drying, and polishing. Maker states 
cloth will not unravel because each 
thread is locked by a hidden stitch. 
American Sponge & Chamois Co., 47 
Ann St., New York City. 


———f— 


Utility Holders 


For Brooms, Brushes 

May be used singly or in pairs and 
with a rod for draperies, portieres, 
towels, clothes rack, etc. One holder 
can be used for brushes, mops, tools, 
kitchen utensils, etc. Made of spring 
steel in two sizes, 5% in. and % in. 
diameters. Packed 36 cards to a box. 
Duncanson Holder Co., 4363 South 
Western Ave., Los Angeles 37, Cal. 


UTILITY HOLDER 


Nn 
7 ~ y 


ROOMS Meuse 
CARDEN TOOLS § SHAVING BRUSHES 
Le CAN SON OLDE COMPANY LOSANGELES -CALIO- - «| 





Tapemaster Dispenser 
For Adhesive Tapes 


Model dispenser of all metal con- 
struction for paper, Cellophane, or cloth 
industrial adhesive tapes. Cutting knife 
is attached to the rocker arm, which is 


ee 





removable, to facilitate loading. Arm 
provides a breaking surface to grip the 
tape while the desired length is flicked 
off. When the brake releases, a short 
tab of tape is ejected for the next use. 
A new suspension arrangement permits 
the use of tape in any size or combina- 
tion of sizes to a total tape width of 
four in. Bauer & Black Division, The 
Kendall Co., 2500 South Dearborn St., 
Chicago, Il. 16. 


South Bend Lathe 
Catalog No. 100-D 


Featuring 21 full color lathe illustra- 
tions, this catalog completely describes 
all South Bend engine lathes, toolroom 
lathes, and precision turret lathes. The 
engine lathes, and the toolroom lathes 
are shown in five sizes, ranging from 
nine to 16 in. swing. There are two 
sizes of precision turret lathes, 14 in., 
and one in., collet capacity respectively. 
Complete specifications are listed oppo- 
site each lathe illustration, including ca- 
pacities, speeds, feeds and dimensions. 
South Bend Lathe Works, South Bend 
22, Ind. 
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Milled Curved 
Tooth File 


Super-Shear milled curved tooth file, 
which combines the functions of fast 
stock removal and smooth finishing in 
ore operation. Where the curved teeth 





of the conventional milled tooth file 
are cut in arcs generated from centers 
along the axis of the file, the arcs of 
the Super-Shear are off center in re- 
lation to the axis, permitting the teeth 
to begin with wide gullets and a right 
angle for fast cutting. Teeth become 
shorter in height and closer together 
as they terminate in a long shearing 
angle. Longitudinal serrations break up 
the filings and assist the file to clear 
itself of chips. They also serve to over- 
come “chatter” and the tendency of a 
file to run off the line of work. De- 
signed to use on. flat and convex sur- 
faces of aluminum, brass, babbitt, 
bronze, copper, magnesium, cast iron 
and soft metal alloys, on plastics, hard 
rubber and hard wood. It is made in 
lengths of 8 in., 10 in., 12 in. and 14 in. 
Nicholson File Co., Providence, R. I. 





Booklet on “Five Steps 
To Window Beauty” 


Published by the J. L. Judd Co., Wal- 
lingford, Conn., is a booklet entitled “5 
Steps to Window Beauty.” This bro- 
chure was the result of a strvey con- 
ducted by the company to discover what 
type of drapery fixture was preferred by 
those women planning home moderniza- 
tion after the war. Nine out of 10 
women prefer the traverse tracks for 
their draperies according to the survey. 
This type of drapery hanger, plus four 
other types, namely, festoon rings, wood 
cornices, concealed swinging cranes, and 
ornamental swinging cranes are de- 
scribed and illustrated in color, each 
on a double page spread. Also included 
are practical hints for window planning, 
how to decide the color scheme, mea- 
suring of windows, position of fixtures, 
materials, etc. Two pages are devoted 
to Judd drapery accessories, illustra- 
tions and descriptions. 
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HOR EGRESS 
the shortest distance between two points! 


HE CLOCK—one mile is 
- sone * rd i air! 


20 secon Y 
SPECIFY AIR EXPRESS. Get your 


the fastest way! 


PPERS: Ship order 
NOTE TO See shipping mee 


delivery- 





pment 


when ready, 
ns quicker 


_A Money-Saving, 
High-Speed Tool 
For Every Business 


With additional planes and space available for all urgent cargo, 3-mile-a-minute 
Air Express directly serves hundreds of U.S. cities and scores of foreign countries. 
And shippers nationwide are now saving an average of more than 10% on 
Air Express charges—as a result of increased efficiency developed to meet 
wartime demands. 


WRITE TODAY for “North, East, South, West”—an informative booklet that 
will stimulate the thinking of every executive. Dept. PR-11, Railway Express 
Agency, 230 Park Avenue, New York 17, N. Y., or ask for it at any local office. 





Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 
Representing the AIRLINES of the United States 














ANOTHER AMSCO 
SMASH HIT: 








Like A SPONGE 


LIKE A 


CHAMOIS 


No Other 
Cloth Like It! 
Used WET, DAMP 
or DRY 


A SWELL DISHCLOTH 






A money maker 
if there ever was 
one! “Duet” is used 
wherever a Sponge 
is used because of 
the amazing amount 
of water it holds due to a special 
process of manufacture. When 
wrung out tightly it is used like a | 
Chamois, for cleaning, drying | | 
and polishing. Dry, it’s perfect 
for dusting. 

It CANNOT UNRAVEL. A hid- 
den stitch locks each and every 
thread through a secret process. 
The result is a dense, long wear- 
ing surface. | 
Handsomely put up with red, 
white and blue display bands. 
Free counter folders and displav 
carton. 

If your Wholesaler doesn’t have 
it send us his name. Don’t miss 
out on your share of profit. 


ORDER ns aed ASSORT- 


2 Pleees DUE r cise 01.99 on.08 
2 Pleees DUE 538 
7 Pleees DUE 

12 Pieces DUET S23 33 800 
2 Pieces Total Retail Value ‘$10.00 


ANOTHER PRODUCT OF 


AMERICAN SPONGE & CHAMOIS CO., INC. 


NEW YORK 7 SAN FRANCISCO 5 
47 Ann St. 245 Mission St. 


Producers of 
AMSCO CHAMOIS and MERMAID SPONGES 
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WHATS NEW 


AND STIL AVAILABLE FOR HARDWARE DISTRIBUTION 











Post-War Coolerator Home Freezer 





Offered in the home model and the 
farm model, the freezer will have special 
compartments for freezing foods, and 
others for storing frozen foods. Special 
insulation principles involve very little 
defrosting, perhaps only once a- year. 
Will have white, cabinet, streamlined in 
design, and convenient top openings. 
Baskets inside will be easy to reach. 
Farm freezer model will differ from the 





home model in that it will have 16 
cubic ft, of space whereas the home 
model will have eight cubic ft. of 
space. Farm freezer will have a 
Tecumseh, hermetically sealed com- 
pressor, 1/3 H.P. motor, and a fan 
cooled condenser. The wall insulation 
will be five in. thick and the lid four 
in. thick on the farm model. The 
Coolerator Co., Duluth, Minn. 








Rusteprufe Nitro- 
Solvent and Grease Gun 


Rusteprufe is used for the protection 
of gun bores and barrels, gun mechan- 
isms, golf club heads, and shafts, fish- 
ing tackle, tools of all kinds, of auto- 
mobile locks, etc. Sprayer nozzle is 
especially designed for insertion into 
either the breech end or the muzzle of 


——— ‘ 








the gun. The nitro-solvent liquid grease 
is atomized into fine vapor and forced 
through the entire length of the barrel, 
giving assurance of rust-proof coverage, 
according to the maker. One or two 
sprays should be given with the sprayer 
nozzle inserted into the muzzle of the 
gun. The solvent can also be applied 
with a swab to the bore and outside of 
guns. The vehicle of the liquid grease 
is highly volatile. It evaporates at nor- 
mal temperatures, leaving a film of 
grease that will prevent rust from form- 
ing in any climate for an indefinite 
period of time, says the maker. It is 


especially recommended for metals 
which come in contact with salt air or 
salt water. Rusteprufe Laboratories, 
P. O. Box 333, Sparta, Wis. 


Correct Answers to 
Test Your Hardware 
Sense 
(Questions on page 104) 


1—Answer. Single discount of 47% 
per cent off list is equal to the chain 
discount. 

2—Answer. Total dollar margin se- 
cured from sales at different margin 
levels was $100. This is 331/3 per 
cent of the-total sales. 

3—Answer. Rate of interest is 5 per 
cent. 

4—Answer. Advertising budget $800. 

5—Answer. Capital of $15,000 re- 
quired. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 126 
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It takes a blasé housewife to 
pass this display. Most of them 
stop, investigate and purchase. 


Comforters and Rugs 
Attract Housewives 


HE Mattix hardware store, 

Scottville, Mich., has a display 
of comforters, scatter rugs, hampers 
and pictures which interests many 
housewives in that section. The dis- 
play, especially during wartime, has 
helped to fill space formerly occu- 
pied by appliances and there is a 


steady demand for such items, says 


Lawrence Mattix, owner. 

Scatter rugs especially, ranging 
in price from $1.50 and up, and 
coming in various sizes, appeal espe- 
cially to numerous housewives. 


Bomb Shelter Basement 
Bargain Section 


ASHING in on a timely war- 
time appeal, the McCabe Hard- 
ware Co., Petoskey, Mich., has 


This sign over the doorway tells 
the story. and the customers of 
the firm believe what it tells. 
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named its basement section the 
“Bargain Bomb Shelter.” This cupy, 
placed in red on a sign with a 
white background, hangs above the 
entrance to the basement section 
and thus attracts much attention. 
Directly above the sign, an Ameri- 
can flag hangs against the wall and 
this tends to further emphasize the 
war nature of the special bargain 
basement name. 

Items stocked in the basement in- 
clude new and used stoves and 
other used appliances. This sign 
has been responsible for many cus- 








tomers going to the bargain base- 
ment to inspect the items on display. 





“Small Business” Guide 


The Committee for Economic De- 
velopment (C.E.D.), 285 Madison 
Ave., New York 17, N. Y.. has 
issued a _ booklet entitled “The 
C.E.D. Community Handbook on 
The Special Problems of Small 
Business.” Copies are available 


upon request and should prove very 
useful to merchants planning on 
community post-war projects. 
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priced garden hoe weighs 
31 Ibs. to the dozen; 
the blade measures 
6x4 
standard 54” all metal 


inches and has 


ished in attractive bright 
green. Packed 12 dozen 


to a bundle. 


$4.00 


PRICE PER DOZEN 


F.0.B. Chicago, Illinois 


SEND ALL ORDERS TO 


SHER @ 
PEACHIN 


217 No. Jefferson St. 
Chicago 6, Illinois 


tubular handles; fin- | 





Ready for immediate | 


shipment. This popular | 





| 
| 
| 
| 
| 
| 








Farm Equipment Ass'n 
Holds 45th Annual Meeting 


\ \ HILE some organ- 


izations have gone in for post-war 
planning on fancy brochures, the 
National Retail Farm Equipment 
Association made it absolutely clear 
at its 45th annual meeting at the 
Knickerbocker Hotel, Chicago, Oct. 
9-12, that its post-war blueprints 
are as practical as the machinery its 
members sell. 

Speakers at the convention brought 
out that there is every indication 
that “Our business will continue to 
travel ‘in high’ during the coming 
year. Also, the 350 delegates from 
33 associations, representing every 
state in the Union except California, 
Arizona, West Virginia, and Florida, 
were told that many of them have 
forgotten how to sell, since, during 
the last three years, those engaged 
in the retailing of farm machinery 
have been able to deliver every piece 
of equipment that the manufacturers 
have been able to produce. 

“The time may not be far off when 
others interested in the farm market 
will create a competition more keen 
than we have encountered and some 
of these days our customers are go- 
ing to choose between a new auto- 
mobile or a new tractor; a new 
radio or a new milking machine; 
new furniture or a combine,” said 
Burl F. George, Spring Valley, IIl., 
chairman of the national post-war 
planning committee. “It will be your 
job and mine to be ‘in the groove’ 
inducing the purchase of profit pro- 
ducing farm equipment which will 
provide the funds needed to purchase 
the other commodities. 

“Farm equipment manufacturing 
and distribution have fared better 
throughout the war than many other 
lines of business. While it is true 
that we have had a reduction in the 
amount of available equipment, it 
is also well known and definitely 
established that dealers have enjoy- 
ed a period of profitable operation 
equal to that of any peacetime year. 
We should plan to retain the gains 
that we have made. This cannot 


be done collectively. It must be ac- 
complished individually.” 

During the next two weeks each 
of the 10,700 members of the organ- 
ization will receive a one-page ques- 





L. C. HILLEMAN 


President 


tionnaire asking him to tell the post- ” 


war planning committee his ideas 
for employment, store expansion, 
and merchandising.” 

In connection with post-war plan- 
ning, it was revealed at the confer- 
ence that America’s costs in the 
present war will be at least eight 
times that of the first World War, 
and that for the past two years our 
government and those of the other 
Allied nations have purchased fully 
half of the nation’s output of goods, 
or approximately $80,000,000,000 
worth out of a total of $167,000,- 
000,000. It was further brought out 
during the sessions of the conven- 
tion that agriculture, labor, and in- 
dustry must equally share in a na- 
tional prosperity if there is to be a 
balanced economy. It is not pos- 
sible for one of these groups to en- 
joy good times alone, the delegates 
were told. Industry must have ample 
output if it is to give employment to 
labor at a living wage. Labor must 
have income if it is to purchase the 
products of agriculture. Farmers 
must have a ready market at fair 
prices if they are to purchase the 
products of industry. It is a never 
ending cycle between these sections 
of our total society. 

Carl A. Nordlund, Auburn, Neb., 
the retiring president who was suc- 
ceeded by L. C. Hilleman. State 
Center, Iowa, informed the conven- 
tion that the recent relaxing of con- 
trol by the War Production Board, 
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augmented by an increased supply 
of manpower, should result in great- 
er output of farm equipment in 
1945. “There is a terrific accumu- 
lated demand for our goods. The 
2,000,000 tractors and other farm 
implements, valued at approximate- 
ly $6,500,000,000, on America’s 
farms today, will certainly continue 
to require replacement parts and 
service. We are going to find it 
necessary to keep on traveling at a 
rapid pace if we are to satisfactorily 
discharge our obligations and re- 
sponsibilities.” 

It was reported that the member- 
ship gain of the organization during 
the fiscal year amounted to 45.6 per 
cent. and that the membership of 
approximately 10,700 is the largest 
in the history of the National Retail 
Farm Equipment Association. 


Fred Detjen, Wapakoneta, Ohio, | 
who had formerly served as a di- | 


rector of the association, was elected 
vice-president, and Paul M. Mulli- 


ken, St. Louis, Mo., was renamed | 


executive secretary. 

In addition to the above officers, 
M. M. Smith of Clay Center, Kan., 
was elected treasurer, and the board 
of directors includes, besides the 
four officers, O. L. Barr, Bicknell, 
Ind.; J. K. Garner, Greenwood, 
Miss.; Burl F. George, Spring Val- 
ley, Ill.; George Straight, Eureka, 
Kan.; M. R. Myhra, Fargo, N. D.; 
H. A. Page, Prairie Du Sac, - Wis.; 
L. W. Sidell, Fowlerville, Mich.; 
Archie Lee, Roseau, Minn.; Clyde 
Tomlinson, Hillsboro, Texas; C. T. 
Whittaker, Danvers, Mass.; Carl 
A. Nordlund, Auburn, Neb. Mr. 
Straight replaces M. M. Smith and 
Mr. Lee succeeds W. L. Mott, Pine 
Island, Minn. 

Since his election to the presi- 
dency, Mr. Hilleman has reappointed 
the Post-War Planning Committee, 
which follows: Burl F. George, 
Spring Valley, Ill, chairman; 
Claude Rogers, Frisco, Texas; E. L. 
McMichael, Shenandoah, Ia.; A. W. 
Bernien, Reedsburg, Wis.; S. E. 
Larson, Grand Rapids, Mich.; and 
the president and secretary of the 
association will serve as members 
ex-officio. 
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Commenting on a report that 125,- 
000 tons of additional steel have 
been allocated for civilian produc- 
tion in the fourth quarter, George 
L. Gillette, vice-president of the 
Minneapolis - Moline Power Imple- 
ment Co., and chairman of the ex- 
ecutive committee of the Farm 
Equipment Institute, told the Na- 
tional Retail Farm Equipment group 
that this was an increase of 50 per 
cent over such an allotment for any 
previous quarter. 

“Surely if competition is the spice 
of life, our business is due to be 


tasty,” he added, referring to the 
post-war outlook. He advised deal- 
ers to divide their attention between 
the old line with which he has suc- 
cessfully weathered past rough sail- 
ing, and a new line that can right 
now supply goods of which his old 
company is temporarily short. He 
said that dealers with short lines 
will do well to get complementary 
lines to place themselves in a com- 
petitive position, the aim being to 
develop as nearly as practical a one 
stop power farm service store. 





FAST... 

















Glue Users like Weldwood Plastic Resin 
Glue because it’s quick-mixing, quick-spread- 
ing, quick-setting and tremendously strong. 


10¢, 25¢ and 50¢ sizes are packed in attrac- 





tive display cartons for quick counter sale. 


Also in 1, 5, 10 and 25 Ib. cans. 





Glue Dealers are glad to have it on their 
shelves because customer preference makes 
it a fast-moving, high-profit item. 


Because it gives your customer results he 
wants, Weldwood Glue brings him back for 
repeat sales . . . a steady year round business 
that means a constant flow of cash into your 
register. 

Your jobber stocks Weldwood Glue, and 
can ship promptly. 


“Makes the 
glue line 
the SAFETY line’ 






Powerful Sales Helps for Dealers 


Packages and display cartons, with a selling punch. 


Counter or Window Displays, both powerful and 
practical, help make your customers stop and buy. 


Circulars in four colors packed in every carton. 
Additional quantities, imprinted with your name 
and address, available upon request. 


Weldwood Glue is consistently advertised in the 
national magazines that glue users read. 


WELDWOOD 


PLASTIC RESIN 


WATERPROOF GLUE 





55 West 44th Street 
New York 18, N.Y. 


Please send literature, prices, dis- 
counts, samples and information 





on WELDWOOD GLUE dealer 
plan. 





UNITED STATES PLYWOOD CORPORATION, Weldwood Glue Dept. 188 
Name 
Address 


My jobber is 
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© Elmer the Bulborg, strong as a 
big as a horse, slippery as a 
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PRIME 


Electric Fence Controllers 


RAL do these 


1. Make you money. 
2. Save you trouble. 
3. Help the farmer. 


Prime Controllers make you money, be- 
cause: They're priced to give you a rea- 
sonable mark-up. They’re known and 
accepted in your territory (backed by 10 
years of success and advertised in 25 
leading farm papers.) 

Prime Controllers save you trouble, 
because: They’re engineered for depend- 
ability and safety (hi-line models ap- 
proved by Underwriters’ Laboratories). 


Prime Controllers help the farmer by 
saving work, opening the way to mod- 
ern, scientific farming, full and flexible 
use of land. 


A reputation as a dependable source of 
dependable controllers can mean a lot to 
you in present and future profits. Build 
that reputation now with Prime hi-line 
and battery controllers. Ask your jobber. 


Prime sells only through jobbers. 


The Prime Mfg. Co. 


1669 S. First St., Milwaukee 4, Wis. 


NEW Free Book 
Helps Farmers 


Farmers appreciate this 
valuable information 
Shows how to build and 
maintain an_ electric 
fence system. 32 pages 
of facts, pictures, dia- 
No advertising. 

rite for a supply and 
ve them to electric 
ence users and pros- 
pects. No cost to you. 
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Post-War Trade Relationship 
(Continued from page 82) 


ness if we continue to cater to, yes, 
actually nurture, a capricious pub- 
lic. It is a business axiom now 
well known that 80 per cent of all 
business is done with 20 per cent 
of all items. That axiom works 
curiously through all business life. 
Many distributors do 80 per cent 
of their business with 20 per cent 
of their customers. The same rule 
holds good, to a marked degree, in 
other phases of business—80 per 
cent of the business volume being 
in 20 per cent of the hands, etc. 
The successful mass distributors 
know this so they have proceeded 
to merchandise the 20 per cent of 
all items that represent 80 per cent 
of the volume and let the poor in- 
dividual distributors struggle with 
the other 80 per cent of the items 
that represent 20 per cent of the 
volume. (I will interrupt myself 
for a moment to say that there will 
always be distributors who will 
prosper by offering a vast variety 
of goods and services but their 
number, I believe, will decrease 
progressively.) It is my belief that 
the vast majority of individual dis- 
tributors will survive only if they 
emulate, in at least part, the prac- 
tices of mass distributors, and I 
will further say that they cannot 
do this without the fullest coopera- 
tion of their manufacturer sup- 
pliers. I realize, of course, that 
each one of you has his special 
problems and only he can solve 
them, but I beg all of you to take 
warning for I am convinced that 
the strength to ward off the com- 
petition of the future can be 
gained, in the largest part, through 
the practice of that magic formula 
—“simplification.” 


Benefits Are Obvious 


To return for a moment to the 
problem of the hardware jobber 
we, as manufacturers, are seeking 
every possible way to reduce our 
lines so that the enormous com- 
plexity of the jobber business may 
be somewhat simplified. You have, 
no doubt, read of the plans of 
certain jobbers to decrease vastly 
the choice of items in the lines 
which they carry. You know the 
successful policy of mass distribu- 
tors in furnishing only the more 





popular sizes and designs. Yet 
your business is one which implies, 
by its very nature, a wide choice 
of items. It is my belief, however, 
that through a careful study of the 
trend of your business, and 
through a determination to hew 
closely to the line, that you, tou, 
can simplify, and that this simplli- 
fication can be of immense benefit 
to you. The benefits of being able 
to distribute a large volume of a 
relatively narrow line of merchan- 
dise as against the distribution of 
a very wide line of merchandise 
are so obvious that I will not at- 
tempt to discuss that point in 
detail. 


Two Forms of Competition 


We have two general forms of 
competition which tempt the con- 
tract builders’ hardware distribu- 
tor to stock wide and constantly 
expanding lines. The first is the 
competition of a large number of 
possible choices which are within 
the individual customer’s mind. 
The second is the competition of 
items different in style offered by 
competitors. 

The reason why all the builders’ 
hardware manufacturers, and of 
course correspondingly all the 
builders’ hardware dealers, have 
developed such enormously broad 
lines of merchandise is competi- 
tion. Naturally each manufacturer 
and distributor wishes to be able 
to offer the same features, the same 
values, and more or less the same 
styles as does his competitor. | 
think you will all agree that the 
carrying of so many lines has been 
a very serious nuisance. What | 


‘would like to urge upon you is my 


firm belief that this is not really 
necessary. I think it is incumbent 
on all of us, both manufacturers 
and dealers to reduce the variety 
offered radically. I think we may 
very well, all of us, be guilty of 
copycat manufacturing and copy- 
cat selling. It is true, of course. 
that there are basic numbers in 
builders’ hardware which must be 
carried by all dealers and manu- 
factured by all manufacturers if 
they are to remain in business, but 
these are in the minority. The vast 
majority of numbers would appear 
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to me to have, at best, a question- 
able value. Here is where I think 
we need a combination of scien- 
tific selling and just plain cour- 
age. I would like to suggest to you 
distributors very emphatically that 
I think you would be well advised 
to ignore the competition of your 
competitors when that competition 
lies in the field of special design | 
or special feature unless that par- | 
ticular type of design or feature is | 


| growing so in popularity that it | 
| appears to be becoming a basic | 


| all members of the same group) 
| can be very capricious indeed and | 


need of the public. For if we fol- | 
low the other procedure and begin 
to match items for items every | 
time a new product is brought | 
forth then we are removing all 
possibility of reducing our busi- 
ness to a scientific basis and are 
correspondingly reducing our op- 
portunity for a profit. The public 
(and I have in mind that we are | 


this capriciousness will grow like | 
a forest fire if it is given half a 
chance. The automobile manufac- 


| turers learned their lesson long 


ago. It simply is not possible to | 


| purchase an automobile of a spe- | 





cial color without paying an ex- | 
cessively high premium for the | 
privilege, and I am equally certain | 
that it should not be possible for | 
the consumer to purchase builders’ | 
hardware with a finish other than 

one of a very few normally offered 

by the manufacturer and dealer, | 
without paying a substantial pre- | 
mium therefor. 


Simplification | 
I know I am not talking to deaf | 
ears, for plenty of our own dis- 
tributors have expressed a deep in- 
terest in this finish problem and 
this brings me back to those two 
periods of good business which I 
have dared to prophecy will come. 
Simplification is going to be com- 
paratively easy in the first period. | 
It is going to be increasingly diff- | 
cult in the second period. It “4 
during this second period that we 
will need to exercise courage to | 
| 
| 
| 


keep our line simple and to reduce 
the tendency to spread wider and 
wider to secure the favor of the 
public. 

Although I have no knowledge 
on the subject I have no doubt that | 
our brother manufacturers are | 


CONFIDENCE 


The good mechanic handles 
Vichek Tools with the skill, 
efficiency, confidence, be- 
coming a fine tool. He gives 
them his best and they, in 


turn, never fail him. 


These superb tools are thor- 
oughly tested at our plant— 
for strength, hardness, size, 
breaking point. We are sure 
they have the quality that 


builds confidence—and sales. 


THE 


VLCHEA 


TOOL COMPANY 


3001 £. 87th ST. + CLEVELAND 4, OHIO 
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In the future, as in the past, you can 
count on: 


e The SAME Company Policy 
eThe SAME Top Quality 
e The SAME Distribution Channels 


esa Consumer apeerrtcing schedule 
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House Beautiful 
Good 
Housekeeping 
Ladies’ 
Home Journal 
American Home 
Bride’s Magazine 
Woman’s Home 
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i The juicer that 
j gets ALL the 
juice, without 
rind-oiil, pulp, 
or seeds. 





Trade Mark 
Opens cans of all 
shapes, and sizes, 
leaving smooth bev- 


eled edges. 


IJce-O-Mak 


Trade Mark 
Easily crushes cubes or 
lumps, fine or coarse. | 
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broiler made 
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making equally, or perhaps even 
more, progressive moves toward 
| simplification than are we. What 
I cannot emphasize too strongly 
is that we are all in the same boat 
and, to steal a famous phrase, if 
we don’t hang together we'll hang 
separately. I speak not of collusion 
for that is illegal, but of hanging 
together in spirit. I ask you dis- 
tributors to have courage—to limit 
your purchases to extremely nar- 
row lines and to sell these and sell 
them hard and if your competitor 
offers a different finish or design, 
or new feature, unless this be- 
comes basicly important, to ignore 
it and let him have the business 
for you, too (and I know you will 
understand that I am speaking to 
you all and not the group that 
represent us) will have your own 
features that will be found supe- 
rior by some of the public. It will 
take courage to do this but I am 
sure that in the long run you will 
profit enormously thereby. I hope 
you will have the courage, when 
your supplier offers a new number 
and you wish to take it on, to dis- 
continue an old number and thus 
keep your stocks to a practical 
minimum. These things are not 
easy, nor will the competition of 
the future be easy. 


A Business of Service 


I would like to mention another 
thing which I think is very impor- 
tant and which concerns our prob- 
lems and yours. I have called at- 
tention to the fact that yours is not 
a relatively simple distributing 
business comparable to that of a 
wholesale hardware jobber. It is 
a business not only of distribution, 
but of service; in fact, the service 
feature is surely the more impor- 
tant of the two. 

I have stated that one of the im- 
portant features in building up 
strength to face the future com- 
petition is through simplification 
in its broadest sense. The other, 
and equally important feature, | 
believe, is through the develop- 
ment of an efficient and far-reach- 
ing service function. 
should interpret the word “ser- 
vice” in a very broad manner. It 
means something more than polite- 
ness and attention to the wants of 
the customer. It means an in- 
creasingly precise knowledge of 


I think we | 
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FOR DISTINGUISHED SERVICE 
TO THE AMERICAN FARMER 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 











CASEMENT WINDOW 


ADJUSTER 





Series No. 21-00-00 
FEDERAL SPECIFICATION TYPE 


This Shelby Casement Window Adjuster 
is a high quality item of fine appear- 
ance and rugged construction. Ample 
size knurled screw affords easy and 
positive locking in any position. Wrought 
steel %” rod, has smoothly finished knob 
on end. Wrought steel base plates 2 5/16” 
x %” neatly beveled edges. For right 
and left-hand windows opening out. 
Made in 10” and 12” sizes—black en- 
ameled and bright zinc finishes. Packed 
% dozen in a box with screws. 


For 46 years Shelby’s consistent record of top quality 
has earned Builder preference and Dealer loyalty. 


THE SHELBY SPRING HINGE CO., Shelby, Ohio 


SINCE 1898 


A obls . 


BUILDERS HARDWARE 
Gevd Lovks — Seller U eair 
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|the trend of architecture. It means 
ithe training of young men in this 
very difficult field; it means the 
\development of special channels 
iof distribution; it means the prep- 
aration of literature understand- 
lable to the consumer; it means a 
‘host of things which, of them- 
iselves, do not imply simplicity to 
lus. They do mean, however, a 
\simplification of the problem of 
| purchasing on the part of the con- 
|sumer. 

I urge you to put strenuous ef- 
fort into the preparation of service 
iplans and I urge you to take ad- 
‘vantage of the able assistance that 
‘may be given you by your manuv- 
\facturers and suppliers. 





The Matter of Quality 


There is one more point which I 
think is very important, that is the 
matter of quality in goods. During 
this difficult period the public has 
learned a great deal about quality. 
The public has seen good quality 
material stand up longer than it 
perhaps expected. It has seen poor 
quality material go to pieces. | 
believe that the public is thor- 
oughly disgusted with bad quality. 
I believe that they are more re- | 
ceptive than ever in our history to | 
the advantages of good quality. It 
is a pretty well-known axiom that | 
intrinsic quality and value in al- 
most any kind of merchandise in- 
creases in geometric progression | 
as the price increases in arith- | 
|metic progression, i.e., we may 
well pay 20 per cent more for an 
item and get twice the value, or 
pay 100 per cent more for another 
\and get ten times the value. I do 
not mean that price always means 
quality for it very well may not. 
Nor do I mean that we should not 
always work toward price reduc- 
tion for I believe we should for 
that is wholesome and good and 
will benefit everyone in the long 
run. What I do mean is that price 
should never be a controlling fac- 
|tor unless it is a lesser price for 
|goods of equal intrinsic value. 
| Builders’ hardware items, gen- 
lerally speaking, are not repeat 
jsales items. They are bought, pre- 
sumably, for a life-time of use. In 
\the majority of cases, once the sale 
|is made that customer is gone for- 
ever, or if the customer is a re- 
peat customer, i.e., a builder, the 
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Will not crack or shrink. 


A pliable plastic for use around 
the plant, on production line or 
in shipping room. 


A GENERAL PLUGGER-UPPER 


A quick, easy-to-put-on weather-stripping for shop 
windows and transoms to keep out drafts and 


conserve fuel. 


508 Burch St., Kankakee. Ill. 


meet 


Keeps out 
dust, dirt, fumes, etc. 
A faster, more efficient 
gasket method in many 
manufacturing operations. 
Available in various sizes 
and formulas to 
your specific needs. 
Write for Industrial 
Tape Circular A-108 
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HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 


For use in factories, cot- 
ton fields, farms, ware- 
houses or wherever a 
rugged, heavy duty bal- 
ance of reliable accuracy 
is required. Dial is re- 
cessed for protection, 
graduations deep etched 
for durability and read- 
ability. Adjustment 
allows indicator to be 
set at zero to balance 
scoop or pan attached 
to hook. 


CAPACITIES 
100 Ib. by 1 Ib. 
160 Ib. by 1 Ib. 
200 Ib. by 2 Ibs. 
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525 N. Ada Street, 
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UNSURPASSED 
VALUE IN 
FINE TOOLS! 





No. B-456 Counter Display 
! Display Consists of: 

1 doz. B-44 (4"x!/,") 

| doz. B-54 (5"x!/,") 

1 doz. B-66 (6"x5/16") 
(Packed 6 Display Units per carton) 


Much of Great Neck's tool research 
and study has earned the praise of 





mechanics and engineers. In a recent 
study of screwdrivers on the market, 
one conclusion was reached: A top- 
notch, sturdy, long-lasting, efficient 
screw driver was needed badly. And 
here, in Great Neck's B-Line, is the 
evolution of this demand and need in 
screw drivers. We believe it is the 
finest value in screw drivers on the 


market today or any day. 


Screw Drivers Are— 


TWISTPROOF— 

Blade shank firmly embedded in 
handle, riveted to both handle and 
steel ferrule. 


REINFORCED— 

Shaft extended clear through 
handle, for withstanding hammer- 
ing and prying abuse. 


HEAT TREATED— 
Business end of tool specially 
treated: hardened and tempered 
for rough duty. 


HEAVILY CAPPED— 


Heavy steel cap armors handle to 
tolerate the heaviest blows. 


Mineola, N. Y. 





GREAT NECK SAW MANUFACTURERS, INC. 











need for the items for that particu- 
lar use is satisfied forever. I hesi- 
tate to think, to use a simple illus- 
tration, how many thousands, yes, 
millions, of cheap steel sets have 
been sold to good potential cus- 
tomers of brass cylinder lock sets. 
That type of selling has vastly re- 
duced the gross volume of con- 
tract builders’ hardware distribu- 





tors and is a sure method of de- 
veloping a public disdainful of all 
builders’ hardware. That a satis- 
fied customer is the best advertise- 
ment is an old and trite saying but 
a very true one and if we are to 
build our business and build our 
profits, one of the very important 
things, indeed, is to stress the 
value of quality merchandise. 





How Industrialization of Central and 
South America Will Benefit 


American Business 
(Continued from page 88) 


there is also much that a good 
neighbor can do to help. They 
realize that each industrial gain 
will create for them and for their 
neighbors a whole circle of widen- 
ing opportunity. Generally all the 
southern countries want a pro- 
gram of added roads, mechanized 
farms, of factories and of insti- 
tutions. They will start with fun- 
damentals — agriculture, chemis- 
try, manufacturing, metallurgy, 
power, coal, petroleum, transpor- 
tation and housing. In all of 
these, we are in a strategic posi- 
tion to help, for we lead the world 
in just these fields. Our job is to 
assist in their plans, furnish the 
equipment and skills, and the 
capital where needed, with which 
to make their plans and hopes for 
themselves come true. 

Participation in the planning 
for the industrial development of 
our southern neighbors offers in 
itself a new and exciting field of 
enterprise, for helping them in- 
volves not only blue-printing, de- 
sign and sale of equipment and 
machinery but help in the organ- 
ization of many millions of man 
hours, the product of which will 
in turn eventually carry the cost 
of the new ventures. Resources 
and manpower will be made pro- 
ductive with the help of power 
and machinery. It is easy to vis- 
ualize the developing market 
caused by the resulting increase 
in the general purchasing power. 
Good business? Yes. But more, 
the solidest kind of proof that we 
have done a sound job for the 
largest number of people in both 
the country we help and in our 
own. 

What will we sell? Consumer 


goods, of course. But that, though 
sales will probably be larger than 
prior to the war, need be only a 
small part of the whole. An im- 
portant source of employment 
here should come from selling to 
Central and South America in- 
dustrial equipment, transportation 
and communications equipment, 
and from the greatly accelerated 
export of engineering and man- 
agement skills. We have already 
started down this road of inter- 
changing technical and profes- 
sional knowledge. Our neighbors 
are sending many of their sons 
and daughters to this country for 
education in our engineering 
schools. This is one of the newer 
exchanges which promises so well 
and it is only the beginning. For 
in the other Americas they can 
profitably absorb many more tech- 
nicians and engineers. 


Sales Would Rise 


Naturally, our sales of heavy 
industrial equipment would sharp- 
ly rise, and just as naturally our 
sales of finished articles would 
also rise. Almost the first thing 
which each of our neighbors wants 
to do is increase its food produc- 
tion so that more of the popula- 
tion will enjoy the fruits of bet- 
ter nutrition. For that they ar- 
dently want to set up the plants 
for making agricultural machin- 
ery. Because of limited skills and 
capital, many of their factories 
will be small and will probably 
produce only a few units a day. 
Yet any plan for farm mechaniza- 
tion will call for thousands of 
varied units, most of which we 
can supply. 


HARDWARE AGE 























of de- 
| of all 
1 satis- 
yertise- 
ng but 
are to 
Id our 
ortant 
ss the 
e. 


hough 
r than 
ynly a 
n im- 
yment 
ing to 
‘a in- 
tation 
ment, 
srated 
man- 
ready 
inter- 
rofes- 
hbors 
sons 
y for 
ering 
1ewer 
» well 

For 
r can 
tech- 


Leavy 
harp- 
Y our 


ould 


vants 

»duc- 

pula- 
bet 


, ar- 
lants 
chin- 

and 
ories 
vably 
day. 
niza- 
s of 
1 we 





FOR QUICK SALES 
(AND RECORD PROFITS 





DATOM’S Oblong 
Utility Roaster 


% Heat-Res‘stant Glass 
distinctively beautiful 
% Dual-Purpose Cover 
can be used as serving platter 
% Popularly Priced 
for volume sales 
% Sensationally New 
but a sure money-maker 


#13 
Packed: 8 to carton 
Weight: 50 Ibs. 





Capacity: 7 tb. roast 
Size: 13%2"x7%4""5Y%4" 


THE DATOM CO. 


200 FIFTH AVE. NEW YORK 
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... for rapid turnover 
QuIxXoL serves as a shellac 

thinner, brush cleaner, 
stove and torch fuel, and house- 
hold cleaner. It has important 
industrial uses, such as cleaning 


and drying fine metal parts, and 
many others. 


1x0) is a quick seller. It is 
Qu L backed by a program 


of national consumer advertising. 
Dealer helps are available. 





In handy pint, 
quart, or gallon 
containers... for 
rapid turnover. 





Ask your jobber 
about ()uIXOL 
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On another of the 


industrial 


| fronts allied to farm mechaniza- | 


the 


munities, 


tion, a great field opens up for | 
manufacture of 
| simple machinery for small com- 
so that they, in their 
| villages, far from the large indus- 
| trial centers, can make mainte- 
| nance equipment. 
ever they are, unite 
with machines, 
process so like tossing a pebble 
into a still pond. 
most circle they sell each other 
their needs. 


design and 


they begin 
In the inner- 


With the new buying 


| power, they reach out into circle 


after 
tion, creating a market as they 
become one themselves, 
finally, 
farthest corners of the world to 
purchase materials and goods. 


circle—expanding _ produc- 


reaching 


as we have done. to the 


Can Guide Designers 


These are things to keep in 


mind. The people in the other 
republics who are leading this in- 


| dustrial development can guide 
| our designers in the creation of 


| articles 


which would be best 


| adapted to local needs. Up to now 





our export business in these fields 
has been so small percentagewise 
| that 
everywhere, the models which we | 
have created for our own use. 
our export business increases we 
will find it good business to engi- 
neer for them, producing, at their 
request, specially adapted equip- 
ment. 
trial audacity, for catering to the 
equipment needs of our neighbors 


sold, 


we have necessarily 


As 


The future calls for indus- 


| means combining mass production 


| with flexibility 
State of Connecticut has already 
moved out with boldness in this 
field. Thinking in terms of its 


The 


of design. 


| many and varied productive units, 


Connecticut is busy studying the 
' needs and desires 
| Americas 
transmit 


of the other 
and preparing to 
information on design 


is 


| and operation to its manufactur- 


ers. 


Every step upward on the ex- 


panding scale of industrialization 
in this hemisphere will open up a 


| new opportunity for people to sat- 


isfy long unfilled wants. 
an opportunity for us as it is for 
them. As we produce more and 
more to satisfy their needs, our | 
own skills and know-how will con- | 
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Get SOILAX from your jobber. 


Retail Price: 254, 12 1b. 


Economics Laboratory, St. Paul, Mina. 


















(HERE'S WHAT \ 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
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in powder form... just 
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ase. Will aot shrink. 
Sticks and stays pat. 






















Your jobber con give immedicte 
delivery on Durhem's Rock-Herd 
Weare: Putty. Pocked twelve 1-lb. 
cana o four 4-Ib. cons to cose. 
Also eveileble in 26, 50 and 
100-Ie drums for industrial wsers. 


DONALD DURHAM CO. 
Des Moines lewe 
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THEY PULL—CLINCHHOLD 


The outstanding fastener for making, repairing 

sereens, garden furaiture, frames. cte 

ORDER NOW FROM YOUR” JOBBER 
SUPERIOR FASTENER CORPORATION 

2949 Elston Ave. Chicago (18) i. 











reed, WEY BLANKS? 


You'll find that locksmiths 
everywhere hail WHITLOCK 
America's largest exclusive lock- 
smith supply. 

SO... let us take core 

of your locksmith needs. 

We'll be expecting you. 


ITLOCK 5,004, «0 


17 WARREN ST. NEW YORK 7,N.Y. 
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tinue to evolve and grow more 
perfect. Our practices grow better 
as our opportunities expand. In 
the augmented production which 
will result from the industrializa- 
tion undertaken by our southern 
neighbors lies also the secret of 
expanding economic activity in 
these countries coupled with ris- 
ing employment and opportunity 
for all. 


What Industrialization Means 


Pick it up anywhere and see 
what industrialization means in 
terms of business for us. Visual- 
ize what it takes to build the new 
towns which will house the fac- 
tories; homes, streets, walks, wa- 
ter supply, sewage disposal and 
telephone systems. Figure your 
part in that, and calculate on a 
business basis, if we in the United 
States create these things, how 
much more of your product you 
will sell to American workers em- 
ployed right here producing these 
necessities or the tools for making 
them. Visualize, too, what you 
make that can be sold directly in 
South and Central America. Do it 
on a bare fact basis, considering 
that Central and South America 
do have already a fair amount of 
money to spend for these things 
and that credit extended to them 
for building their own industry 
together with the sound invest- 
ment of foreign capital will seed 
an expanding economy, able to 
pay out. 

On a money basis it makes 
sense, and at the same time all of 
the funds invested help in build- 
ing security for us ggainst war by 
creating even stronger bonds of 
unity among all the nations on this 
hemisphere with each one ex- 
panding, each more prosperous. 
For such a program means much 
to the other Americas; it means 
economic expansion, higher em- 
ployment, greater opportunity for 
more people, and consequent ris- 
ing standards of living. 

We can be good neighbors with 
this policy—good neighbors in 
the best sense of democracy, of 
the forward looking, helpful co- 
operation which is the need of our 
time. If we move right into this 
picture with vision and alertness, 
we can create hemispherical sol- 
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BECAUSE Jo PRINCIPLE IS poms 
Thousands of satisfied users from coast 
Jabs the Animal 
the Sucking 
— ~“, dem snot pares <= 
R JOBBE 


AUSTIN MFG. c0. ROUND GROVE, HLL. 


Calf & Cow 


SELLS ON SIGHT 











KEY BLANKS 


OF EVERY DESCRIPTION 


3 
GRAHAM MFG. CO. 


Derby, Conn., U. S. A. 











PRECISION LEVELS 


Available from stock without Priority 


POCKET LEVELS 


Write for New Catalog 
HALL LEVEL & MFG. gtagheee 
Established in Geneva, Ohic 


Hibernia sete, New Orleans 12, la 





























AGAIN AVAILABLE! 
A Much Wanted Item— 

To Drain: Cellars, 

Pools, Washing Mo- 

chines, CENTRO- 

DRAIN and FILLER 
Retails $1.50 
Write fer details. 

Mention your jobber. 


CENTRAL RUBBER PRODUCTS CO., INC. 
821 Broadway New York 3, N. Y. 



















SILO-SEAL SAVES 
4’ the SILO! 








Year ’round seller to farm trade. 
Practical inside coating for leaky 
silos. Preserves walls, prevents 
spoilage of ensilage. 

Prompt shipment. Write or wire 
for prices and full information. 
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cross tack 
18 A COOD TACK 


(AND THEY’RE ALL STERILIZED) 


NITY] 


Jacks and staples 


fn new nequirements 
a specially ~ ~ ~ 


W.W. (ross & C0. INC. 


EAST JAFFREY. N.H. 




















The Chicago “V’’-Belt 
Palley Display 











will help 
You 
make Sales 


A $15.00 
Value 
for Only 
$7.20 


tsk Your Jobber About— 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 

All pulleys are for “A” belts 
and come in 14” and 5%” bores. 

The Display Board is finished 
in red, white and blue and has 
space in the rear for additional 
sizes. 


Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St., CHGO. 12, ILL. 
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been known anywhere before. All 
this is a direct challenge to the 
United States, to all of us who see 
that our prosperity will grow only 
as the prosperity of our neigh- 
bors grows. The maintenance of 
peace in the world is dependent 
on that ever growing prosperity. 
Every experience throughout the 
world points up the fact that a 
peaceful and prosperous country 
is a better market for our prod- 
ucts than is an impoverished one. 
Americans need have no fear of 
the competition which these coun- 
tries, newly industrialized, will 
create. Not if we go ahead help- 
ing them to create that industry, 
buying what we need from them 
and selling them their needs. For 
in doing those things, world trade 
expands and there is a_ better 
chance of achieving that world 
economic stability which is essen- 
tial for peace and prosperity. 





How’s the Hardware 
Business? 
(Continued from page 143) 


sales for the third quarter of 1944 were 
$6,497,000, and for the first nine 
months of this year $18,944,000, com- 
pared with $7,058,000 and $20,853,000, 
respectively, for the corresponding 
periods in 1943, 

* * « 

Paper and leather controls— 
Conservation of critical war materials 
such as paper, leather and components 
for military equipment will be con- 
tinued despite the disbanding of WPB’s 
conservation division on Nov. 2. Con- 
servation and salvage of paper will be 
directed by the salvage division. WPB 
says that production of treated leather 
soles has increased from 39 per cent of 
all civilian shoes in June, to 55 per 
cent in August. This program of treat- 
ing leather for conservation, by extend- 
ing its life and wear, will be transferred 
to WPB’s leather and shoe division. 

+” * ial 

Paper cups and containers— 
Regulations affecting paper cups and 
food containers have been revised by 
recent WPB amendment of order L-336. 
The percentage of paper cup production 
that must be set aside for military use 
has been stepped up because of in- 
creased requirements. For October, 
manufacturers had to set aside 35 per 
cent of 6 to 9 oz. hot drink cups, 70 per 
cent of 6 to 9 oz. cold drink cups, and 
100 per cent of 10 to 24 oz. cold drink 


idarity the like of which has never | 


Call Ryerson when 


you need steel — any kind, shape, 


or size. Large stocks are available 


at ten convenient plants. Ask for 


a Ryerson Stock List —your guide 
to quick shipment of steel. 


Principal Products Include: 


Bars « Shapes + Structurals « Plates « Sheets 

Fleer Plates + Alloy Steels « Stainless Steel 

Shefting + Screw Stock « Wire « Mechanicel 

Tubing «+ Boiler Tubes « Reinforcing Steels 

Teel Steels + Babbitt « Nuts « Bolts « Rivets 
Welding Rod « Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Plants at: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHILADELPHIA, JERSEY CITY 

















THE WORLD S$ 
MOST POWERFUL 
HAND PRUNER 





j 


EXCLUSIVE FEATURES 
FULL %," CUTTING CAPACITY 
CYCLE MOTION—SURGICAL CUT 
COMBINATION WIRE CUTTER 
FLAT HEAD—CLOSER TRIMMING 
IT WILL ACTUALLY SHAVE BARK 
REPLACEABLE BLADE 
POSITIVE SAFETY LOCK 
NO MORE MASHED FINGERS 


OTHER NEWMAN TOOLS 


POLE TYPE TRIMMERS 
POLE TYPE SAWS 
POLE TYPE PAINT BRUSHES 
TREE PAINT 


Manufactured By 
NEWMAN MFG. & SALES CO. 


KANSAS CITY 2, MO., U. S. A. 


















For the Hardware Dealer who stocks depend- 
able merchandise, we announce an improved 


READY MIXED 
IN BIS-KIT FORM 


The entire country is now suffering 
from heavy rat infestations. Customers 
are asking for an effective rat extermi- 
nator, which can be used safely around 
homes and farms, without endangering 
livestock, pets or poultry. Most are ask- 
ing for a high class red squill extermi- 
nator, such as has been recommended 
by rodent control authorities. K-R-O 
Ready Mixed is such an exterminator. 
The name K-R-O, for the past 25 years, has 
stood for quality and dependability. Today 
K-R-O red squill Powder and K-R-O Ready 
Mixed Bis-Kits are sold in every state of the 
Union. These lines are assuring dealers a 
steady repeat business. 

K-R-O products conform to all established 
standards and the result of close coopera- 
tion with the leading rodent exterminating 
agencies of the country. 

Order a stock of K-R-O Ready Mixed and 
K-R-O Powder today. Retail prices: K-R-O 
Powder, 75¢—2 oz. can. K-R-O Ready Mixed 
Bis-Kits, 35¢ small package. K-R-O Ready 
Mixed Bis-Kits, $1.00 large farm package. 

K-R-O has been made by the K-R-O Company 
for 20 years and is affiliated with the Rat 
Biscuit Co. which has made Rat destroyers for 
40 years. Enjoy the security and advantages of 
dealing with a company of s0 many years 
ex perience. 


THE K-R-O COMPANY 


Springfield, Ohio 
Affiliated with The Rat Biscuit Co. 
K-R-O products are advertised in national magazines and 
farm publications. 











LETS ALL BACK 
THE ATTACK... 
WITH WAR BONDS! 














LEATHER 
AND 


SADDLE SOAP , 





MAKER FOR. 
DEALERS 


Sells readily for many uses. 
Cleans and preserves ALL kinds 
of leather, and imitation leather, 
except suede. Imparts a soft 
fine finish. In 6 oz. and 12 oz. 
cans. 





ASCO CHEMICAL CO. 


641 Lexington Ave., Brooklyn, N. Y, 











cups. Beginning with November, these 
reserves will be required only insofar 
as covered by military orders received 
by the fifteenth of the preceding month. 
Under the amended order L-336, the 
definition of in-plant feeding, for which 
paper containers are permitted, has been 
liberalized to meet the special problem 
of smaller plants lacking kitchen facili- 
ties. While heretofore an MRO rating 
could not be used to obtain containers 
unless to be filled within the plant, now 
containers may be sent out, filled, and 
returned to the plant¢ Paper milk con- 
tainers, previously controlled by a 
separate order, L-239-a, now are 
brought under order L-336. 


Scrub brushes — Because of 
heavy Army-Navy demands for scrub 
brushes, almost the entire facilities for 
producing them will be used during the 
first quarter of 1945 to fill military 
orders, the Maintenance Brush Industry 
Advisory Committee was informed at a 
recent meeting, the War Production 
Board reported on Oct. 28. Sale of 
scrub brushes for civilian use and for 
export will be restricted to distributors 
and jobbers during the balance of the 
fourth quarter of 1944 and during the 
first quarter of 1945, WPB officials said. 
During the fourth quarter of 1944 it has 
been necessary for the Army Quarter- 
master Corps to accept brushes that do 
not meet Federal specifications to fill 
their over-all requirements. These sub- 
stitute brushes proved unsatisfactory 
and the Quartermaster Corps has de- 
cided to accept only Federal specifica- 
tion brushes for first-quarter, 1945. re- 
quirements, officials said. 

* * 


Pet foods—Sellers of pet foods 
whose delivered price includes a freight 
charge based on a zone freight charge, 
must state that fact on their invoices 
without necessarily specifying the 
amount of the charge, the Office of Price 
Administration announced Oct. 31. 
However, such sellers, after Nov. 4, 
1944, must keep records showing how 
such zone freight charges have been 
computed, for inspection by OPA. This 
action also provides that specialty pet 
food (other than dog and cat food) 
wholesalers and retailers, and whole- 
salers and retailers of dog and cat foods 
not subject te Maximum Price Regula- 
tions 421, 422 and 423, whose items were 
priced under the General Maximum 
Price Regulation may now make any 
necessary adjustment in their “freeze” 
prices based upon increased costs. Sell- 
ers of pet foods have their prices frozen 
at highest prices they charged for each 
of their items during March, 1942. 
Amendment No. 1 to Maximum Price 
Regulation No. 552—Pet Foods—effec- 
tive No. 4, 1944, made these provisions. 
















BUY 
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ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 
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BABY SWING 
No. 96. They will be in big de- 
mend this spring and summer. 
Cash ip os this tem. Made from 






FAST SELLING 
SCHOOL BAGS 


No. 93 Pillow alip style; 
made from heavy duty 
Khaki Duck. shoulder 
strap style only. Apprez. 
size 10 by 18 inebes. 


SPRADLING'S Inc. 
ST. LOUIS, MO. 














YOU CAN OFFER 


A BIG VALUE / 


. and a natural for your paint and brush 
department. “Little Doc” Brush Cleaner re 
news old brushes and keeps new ones in top 

eondition. Comes 24 to a colorful 
counter display. 
Step up your volume with this 
and the four companion items: 
“Little Doc’ Window Cleaner Con- 
Bt centrate, Ten Minute Car W: 
Rug and Upholstery Cleaner Con- 
a: centrate and the Refrigerator Clean- 
er. Write 


534 Celifernia Ave 
Avelon. Ditteburgh. 2 Pe 
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dri-kleen 


for 
QUICK 
SALES 

s & 
WaALESS aon wee m GREATER 
wy tate PROFITS 



























Large Economy size retails for 
$1.00. Makes 25 gallons. im- 
proved, scientific, soluble-crys- 
tal home cleaner for dresses, 
suits, hats, ties, drapes, uphol- 
stery, rugs, ALL FABRICS! 


QUICK FACTS ABOUT DRI-KLEEN 
© Simple to use. © Odorless, non-iniammable, 

xplosive, @ Cont no soap, animal fat, 
acid or other harmful ingredients. © Harms noth- 
ing which cold water will not harm. © Restores 
original sparkle and brilliance to colors. © Keeps 
hands smooth and soft.¢ A ingly icot 
—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL’S - WOMAN’S HOME 
COMPANION - BETTER HOMES & GARDENS 
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SAGINAW, MICHIGAN ° Now York City 


Coming Conventions 
and Events 


Ace Hardware Corp., annual con- 
vention, Jan. 29-31, 1945, at the Hotel 
Sherman, Chicago, Ill. E. G. Lindquist, 
1319 South Michigan Ave., Chicago, II1., 
is executive secretary. 


Bicycle Institute of America, Inc., 
and its affiliates, Bicycle Manufacturers 
of America; Cycle Parts & Accessories 
Association; Cycle Jobbers Association 
and Merchant Members, Jan. 10-11, 
1945, at the Commodore Hotel, New 
York City. Miss Cecile Meehan, 122 E. 
42nd St., New York 17, N. Y., is exec- 
utive secretary. 


Housewares Manufacturers 
Ass’n, housewares and major appliance 
exhibit, opening Jan. 7, 1945, at the 
Palmer House, Chicago, Ill. A. W. 
Buddenberg, List Mfg. Co., 1402 Mer- 
chandise Mart, 222 North Bank Drive, 
Chicago 54, IIl., is executive secretary. 


Michigan Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 13-15, 1945. Headquarters at the 
Pantlind Hotel, Grand Rapids, Mich., 
and exhibit at the Civic Auditorium. 
H. A. Daschner, 1112 Olds Tower Build- 
ing, Lansing 8, Mich., is secretary. 


Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 23-25, 
1945, at the Radisson Hotel, Minne- 
apolis, Minn. C. J. Christopher, Nicol- 
let at 24th St., Minneapolis, Minn., is 
manager-treasurer. 


New England Hardware Dealers 
Association, annual convention and ex- 
position, Feb. 20-22, 1945, at the Hotel 
Statler, Boston, Mass. Russell R. 
Mueller, 189 Dartmouth St., Boston 16, 
Mass., is executive secretary. 


Ohio Hardware Association, annual 
convention and exhibit, Feb. 19-21, 1945, 
at the Netherland Plaza Hotel, Cincin- 
nati, Ohio. John B. Conklin, 175 South 
High St., Columbus, Ohio, is secretary- 
treasurer. 


Western Retail Implement and 
Hardware Association, annual con- 
vention, Jan. 29-31, 1945, at the Hotel 
President, Kansas City, Mo. Frank H. 
Spink, 322 Scarritt Building, Kansas 
City 6, Mo., is secretary-treasurer. 


Wisco Merchandising School and 
Sales Show, Jan. 15-17, inclusive, 1945, 
at headquarters of Wisco Hardware Co., 
15 S. Brearly St., and at University of 
Wisconsin, both in Madison, Wis. J. A. 
Fitschen, Wisco Hardware Co., 15 S. 
Brearly St., Madison, Wis., is executive 
director, secretary and general manager. 
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Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 126 



































PERFECT COTTER PINS 





f recision Manufacturing 
PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer - 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available trom 
1/32” x %" to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 
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“ARMSTRONG BROS." 


Pipe Vises are improved tools: quick-action 
“Hinged” vises have unbreakable drop forged 
hooks. Like “Open Side” vise have solid 
lower jaw which prevents bending of small 
or thin walled pipe. The ‘“‘Chain’’ Vises also 
have patented 1-piece jaws that prevent kink- 
ing of small pipe and are all steel construc- 
tion with drop forged jaws, base and 

handles and proof-tested chains. 
























Write for catalog C-39a 





ARMSTRONG BROS. TOOL CO. 
The Too! Holder People” 

314 N. FRANCISCO AVE CHICAGO, U.S.A 

Eastern Warehouse & Sales: 199 Lafayette $t., New York 








VAUGHAN NOVELTY MFG. CO., INc. 


"World's Largest Manufacturer of Can Openers and Bottle Openers" 


3211-25 CARROLL AVENUE CHICAGO, ILL., U.S.A. 


* * * * BUY WAR BONDS AND STAMPS * & *& * 


Coming this spring 














The Greatest National 
Advertising Campaign Ever 
Put Behind Vigoro or 
Any Plant Food in the 
Gardening Field! 


The story is terrific. That’s why we’re putting it 
in over twelve leading magazines and in news- 
papers all over the country. Big, colorful, full page 
ads in the American Weekly—American Home— 
House & Garden—in all the important gardening 
magazines. 


These millions of colorful ads, telling the excit- 
ing, dramatic story ef the magic of Vigoro, will ap- 
pear soon. And we confidently expect an avalanche 
of new customers as a result. That means you'll 
have more calls for Vigoro—more customers—more 
sales. So be prepared. Order 
a good supply of Vigoro, 
the complete plant food, 
now. You’ll need it and 
if you order now you’ll 
have it! 


A PRODUCT OF 
SWIFT & CO. 










WHAT HAS A 
NECKTIE 
DISPLAY 


got to do with 


SCREW DRIVERS? 





You are a “‘soft touch” at a 
display of gay cravats.Who isn’t? .. . But if neck- 
ties waited in concealed drawers to be sold, many 
less would find their way into customers’ hands. 

Such IMPULSE BUYING is just as impor- 
tant in selling Vaco Screw 
Drivers,with their gleaming 
Ambery] handles. Nearly all 
of the 173 different numbers 
are interestingly displayed 
on attractive, colorful sales 
boards. They look good; and 
they are good.When a fellow 
sees ’em, he just naturally 
BUYS ’EM. 


Let Us Tell You More! 


VACO PRODUCTS CO. 


325 E; ONTARIO ST. * CHICAGO II, ILL. 
c house: 560 KING STREET, WEST - TORONTO 2, ONTARIO 

















WHEELBARROWS—LAWN ROLLERS 

CONCRETE CARTS—SALAMANDERS 

DRAG SCRAPERS — MORTAR PANS 
MORTAR MIXING BOXES 


A Good Line for 68 Years 


You can depend on the JACKSON 
LINE and on one source of supply for 
products that will fully meet the 
needs of your customers. Long ex- 
perience proves that in design, con- 
struction and long life, Jackson prod- 
ucts fulfill the most exciting require- 
ments. 

Ask for the name of the nearest 
Jackson Hardware Wholesaler. 


JACKSON MANUFACTURING COMPANY 
Harrisburg, Penna. 


Est. 1876 














w . U. S. YARDS 
» \_ CHICAGO 9, ILL. 
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CARRIAGE BOLTS. 


@ Lamson Carriage Bolts (heat treated) are accurate- 
ly made, have smooth, round heads and true, square 
shanks under the head. Available in either rolled or cut 
threads. Stocked in a full list of sizes up to %4-in. diam- 
eter, 14-in. length. Large sizes made to specifications. 
A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 
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FORGED HAND TOOLS 








Specify Dasco, if you are Soabing for 
long lasting, craftsman-made hand 
tools. Forged from the highest grade 
materials, properly heat treated, care- 
fully finished and diamond tested, 
they are quality built for exacting 
workmen. The line includes chisels, 
punches, drills, nippers and numer- 
ous other hand tools. 


Sold by Leading Jobbers 


DAMASCUS STEEL | 
PRODUCTS CORP. 2 
RO NO 





CKFORD, FLEE $ 





joe 
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Approved Under WPB Allotment 














A REAL KNIFE—NOT A NOVELTY 


® 5 Position Blade 

® Highest Carbon Razor Steel 

®@ Lustrous Colored Plastic Handle 
® A Volume Seller 


Unlimited market! Ideal for pocket, purse, 
office, shop, home or school. Sturdy, light- 
weight and 35%" long. Razor-edged blade 
slides open or closed with one finger, locking 
safely in any one of five positions. Handle is 
molded of lustrous colored unbreakable plastics. 
Handle colors: Pearl White, 
Bone Onyx, Red Onyx, 
Green Onyx and Black. In- 
dividually boxed, 12 to a 
display carton—12 display 
cartons (144 knives) in a 
shipping container (8 Ibs.) 


Retell Be te 
Order from 
Your Jobber 


a 


4612 West Huron Street, Chicago 44, Illinois 
Manufacturers of 
the famous Gits Flashlights, Razor Knives, 
Games, Protect-o-shields, Savings Banks, etc. 


- @GITS KNIFE 





Canadian Distributor: 


KAHN, BALD & 
LADDON, LTD., 


69 York Street, Toronto 














AVAILABLE! 


FOR 
/PINDUSTRIAL 
i APPLICATION 
* 





Large, one-piece industrial doors, like those above, fitted with 

No. 912 “Over-the-Top” Door Equipment, lift to a full overhead 
position with ease in a matter of seconds. “Over-the-Top” Door 
Equipment is simple and practical ... can be installed on doors built 
right on the job. Only 5 inches of head room are required. Heavy 
duty springs are quickly adjusted to obtain just the right power. 
“Over-the-Top” Door Equipment is low in cost yet gives lasting, 
satisfactory service. Investigate its numerous exclusive advantages 
for both builders and owners. Write for full information. 


FRANTZ 


Guararnted BUILDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


= MARSHALLTOWN E f- | 


LET’S ALL 
CONTRIBUTE | 
TO THE 
NATIONAL WAR FUND 


















FAULTLESS CASTER CORP. 
Evansville, Indiana 
Branches in Principal Cities 











LET S Ald 4¢6Ff 
LESS PAPER 


Paper Is War Power — 
Uncle Sam Needs It. 


By economizing on your wrapping and other 
paper, you are affecting real savings for your- 
self and helping ‘the war effort at the same 
time. So, let’s all use less paper and save all 
wastepaper. “Thee 











A BACKGROUND of famous time-tested id iad products © 
available in limited quantities ... but be assured that when victory is . 
ours, we will be better equipped to meet your every need. 





Baa: = “4 a8 ; RACINE, WIS. 
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ORDER TODAY! 
The government has released 
a limited allotment of Silver 
Plated Flatware with steel 
base. We are lucky enough to 
have a supply to pass on to you. 24-piece 
set: 6 each knives, forks, teaspoons, soup 
spoons. 30-piece set has 6 more teaspoons. 
Pattern similar to Early American moulds. 
Prices less 70c without chest. 

M322S192 24-pc. set (Lightweight) . . $6.95 
M322S207 24-pc. set (Heavyweight) . 7.95 
M3225233 30-pc. set (Heavyweight) . t 





WHOLESALE DISTRIBUTORS 
SINCE 1911 


\OSEPH HAGN CO. + 217-223 W. MADISON ST. CHICAGO 6 


CLL er 








PAINT & VARNISH 


THAT MEETS 


a U.S. GOVERNMENT 
= Hh Specification» 


SHEFFIELD BRONZE POWDER & STENCIL 
COMPANY ....... Cleveland, Ohio 











If you’re a city fel- 
ler you don’t know 
how a leech sticks 
— but if you’ve ever 
been to the “ole 
swimmin’ hole’”’— 
you know how a 
leech sticks. 


FLUID CEMENT 


REG. U. S. PATENT OFFICE 1932 





We believe Leech Cements, including a special Model 
Builder’s Cement, have more all around uses than any 
other cementon the market. Attractively packed and 
carded in sales-compelling displays—carries good mar- 
gin for both retailer and jobber. You can add it to 
your line at a profit. Drop us a postcard for prices. 


LEECH PRODUCTS CO. Box 243-C Hutchinson Ks. 


















Your cust s will d d sOSS 
INVISIBLE HINGES because of the 
flush, streamlined effect these hinges 
provide for doors, panels and cabinet 
work of all kinds. Nationally adver- 
tised in the Saturday Evening Post 
end Architectural Journals. It pays 
to stock them. Write for information. 


SOSS MANUFACTURING COMPANY 
21779 Hoover Read + Detroit 13, Michigan 

















MOORE pusn-pins 


* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 








Well-known since 1900 for every 
pin-up or hang-up need. Two top 
quality products that bring repeat 
sales and satisfied customers. 


MOORE PUSH-PIN COMPANY :- Since 1900 
113-25 Berkley Street, Phila. 44, Pa 

















SOUTH AFRICA 
—Your Post-War Export Market 


Keene & Company (Principal, David Kay), Common- 
wealth Building, St. Georges Street (P. O. Box 2305), 
Cape Town, South Africa, are desirous of making con- 
tact with manufacturers as factory representatives for 
South Africa and The Rhodesias. Highest references 
available and really first class, live representation as- 
sured. Plastics, Toilet requisites, Household commodi- 
ties and Hardware representations particularly invited. 
Further information from National Export Advertising 
Service, Inc., Chrysler Building, New York, N. Y., or 


write direct. 


Os CARPENTERS’ 


ALUMINUM LEVELS 



























Nos. 24, 8 RRR 6 Glasses 


HROUGH Factory-Built-in-Accuracy, developed to the 
highest degree of peffection, combined with careful 


inspection, Sand's Levels have set the world’s 
standard for 49 years. 


SANDS LEVEL &TOOL Co. 


8631 GRATIOT AVE,, DETROIT 13, MICHIGAN 















Each Marble’s Product, whether for use in Peace 
or in War, is made as if the lives of our own boys 
depended upon its performance. 

In personal combat service all over the world— 
your boys, our boys—and Marble’s Products are 
giving a good account of themselves. 


MARBLE ARMS & MFG. CO. GLADSTONE, MICH. U.S.A. 


MARBLES Outing Equipment 


Sportsmen's Kolves, Axes, Gun Sights, Cleaning Implements, 
Compasses, Waterproof Match Boxes, etc. 
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Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... 08 


4 ow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
GNP TEE wuctiesdconsassredciennce $6.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10 % off. 
Due to the special rate, these discounts do 


not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order. 
@eot carrency or stamps. 








Samples of Merchandi L . Cate 
logs, etc., will not be forwarded to boz 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 wks. 
previous to date of publication. 


Addrese your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York 17, N. Y. 











Essential Workers Need Release Statements 











DU PONT PRO-TEK CLOSE OUT 


Du Pont’s Nationally Advertised 
Protective Skin Cream Pro-Tek in 
8 oz. jars, original packages, 2 dozen 
to carton, perfect condition. Our 
price in 10 gross lots $15.00 per 
gross, in quantities of 1 to 10 gross 
$18.00 per gross. Prices Net Cash 
with order, f.o.b. New York City. 


GENERAL PAINTS, Inc. 


45 Vesey Street New York, N. Y. 
Telephone WOrth 2-2843 































WANTED 
DISTRIBUTORSHIP 


A well rated Lumber and Builders Supply Co. in 

Detroit, Michigan, with ample storage and yard 

facilities and sales organization, wishes to represent 

Manufacturers of Products used in Homes, Garages 

and General Construction. 

Address Box H-602, care of HARDWARE AGE 
100 East 42nd St., Now Yerk 17, N. Y. 
















SALESMEN WANTED 
Excellent Side Line for Men now 
calling on Chains, Wholesale aad 
Retail Hardware Stores. 

Statement of availability required. 

CERTIFIED PRODUCTS CO. 

Louisville 11, Ky. 











WANTED 
BY CANADIAN IMPORTERS 


Fast Selling Lines for Canadian Distribu- 
tion, calling on Department Stores, Chain 
Stores, Hardware Jobbers. Would carry Stock 
for Canadian Trade if necessary. 

\ M. J. THOMPSON, Limited 

73 Adelaide St. West, Toronto 1, Canada 












NEW PRODUCT 
WANTED 


By AAA! National Manufacturer 


Large national manufacturer, well 
known for merchandising ability, 
invites correspondence from other 
reputable manufacturers interested 
in obtaining national distribution of 
a specialty item. 


55-sales representatives, thoroughly 
trained in both merchandising and 
sales who regularly call on and ser- 
vice paint, hardware, department, 
variety and 5 & lOc store accounts. 
4-warehouses strategically located 
thruout the country, afford our ac- 
counts quick service, at a minimum 
shipping expense. 

Our yearly sales on two items sold 


by our representatives is in excess 
of three million ($3,000,000) dollars. 


PROFITABLE REPRESENTATION ASSURED 


Address Box H-615, Care of HARDWARE AGE, 
100 East 42nd Street, New York 17, N. Y. 


SALESMAN WANTED 


WITH 
Hardware Experience 


We want a man between 25 and 
40 years old to cover the Hard- 
ware Trade in New York City 
and Upper N. Y. State selling our 
reputable lines of Hardware and 
Tools. Liberal Salary and ex- 
penses to qualified person. Per- 
manent position with large po- 
tential Post War Prospects. 
Statement of availability required. 


Address Box H-606, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











WANTED — STORE MANAGERS 
Outstanting cons ee for — — retail hard- 


ware expe! 

national organization, Men a “will receive 

salary and bonus. Future advancement based on per- 

—_. Give full details regarding qualifications, 
xperience. Replies strictly confidential. Statement 

of availability required. 

Address Box H-616, care ef HARDWARE AGE 
100 East 42nd St., New York (7, N. Y. 






























WANTED BY MANUFACTURER’S AGENT 
GAS HEATER LINE FOR TEXAS, OKLA- 
HOMA, ARKANSAS AND LOUISIANA. 
HAVE HAD MANY YEARS’ EXPERIENCE 


CAN SATISFY YOU AS TO OUR SALES 
ABILITY. ADDRESS BOX H-598, CARE OF 
Hanpware Acz, 100 EAST 42ND ST., NEW 
YORK 17, N. Y. 
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LINES WANTED, MANUFACTURERS 
AGENTS. COVERING OHIO, INDIANA, 
MICHIGAN, WEST VIRGINIA AND KEN- 
TUCKY, CALLING ON JOBBERS, CHAIN 
AND DEPARTMENT STORES. WE HAVE 
10,000 SQ. FT. OF FLOOR SPACE AND 
CAN WAREHOUSE. WILL DISCUSS PRES- 
ENT OR POST WAR REPRESENTATION. 
C. W. KILLINGSWORTH & ASSOCIATES, 
400 LINDEN AVE., DAYTON 3, OHIO. 





PACIFIC COAST REPRESENTATIVE 


Large Following Hardware Jobbers 
Denver West, invites Communications 
from Reputable Manufacturer seeking 
Top Flight Representation. Highest 
Credentials. 
Box H-612, care of HARDWARE AGE 
100 East 42nd St., New York {7, N. Y. 

















CANADA: OLD _ ESTABLISHED AND 


RATED FIRM WANTS LINES EXCLU- 


ADDRESS BOX H-618, CARE OF HARD- 
WARE AGE, 100 EAST 42ND ST., NEW 
YORK 17, N. Y. 







HARDWARE AGE 
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“ATTENTION BUYERS" 


OF BUILDER'S AND SHELF 
HARDWARE CONTEMPLATING 
A VISIT TO NEW YORK CITY 
NO PRIORITIES NECESSARY 
NATIONALLY KNOWN BRANDS IN 
STOCK FOR IMMEDIATE DELIVERY 
A Large Assortment of PREWAR Finishes om Bronse 


renze Butts. Plain & Beall 
Bearing Butts. Mortise Knob Locks. 
Sash ‘tts. Sash F Homey 


and thousands — a Miscellaneous Items. Also 
Leading Brands 
—s Hand “Teats. Padlocks. Cylinder Night 
and numerous other items on the Critical and 
To Get List. YOUR VISIT WILL BE W WELCOME. 
Write Box H-507, care of HARDWARE A 
100 East 42nd St., New York {7, WN. v 











AVAILABLE MERCHANDISE 


Bakelite tee knobs, nickel plated steel 
knobs, sturdy grip handles in steel and 
Bakelite: colors, black, white, red and 
chrome. Machine tapped for fastening. 
Readily adaptable for portable and sta- 
tionary equipment such as: cabinets, 
closets, chests, drawers, compartments, 
carry-alls, desks, furniture, tool boxes, 
radios, stoves, lift covers, towel and neck- 
tie racks, trays, and other equipment. Also 
available: stove bolts, machine screws, 
and many other items. Your inspection 


invited. 
NYC9 


A. Lesser, Inc., 287 E. 7th St., 


OR 4-2090 








SALESMAN FOR SOUTH EASTERN TER- 
RITORY AVAILABLE. Well acquainted with 
Southern Hardware wholesalers selling and buy- 
ing staffs. Was hardware jobbers salesman and 
sales manager. Now represents nationally known 
manufacturer. Prefers line sold through whole- 
salers on salary and expense basis. Address Box 
H-576, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 





SCREW COMPANY MANUFACTURING 
A LINE of Standard Cap Screws, Set Screws 
and Semi-finished Nuts as well as many Special 
Upset Screw Products desires a Commission Rep- 
resentative in St. Louis and Adjacent Territory. 
Applicant must have had experience in selling 
wholesale hardware jobbing houses and automo- 
tive jobbers. We can offer a quality product 
well-known in the territory. Statement of avail- 
ability required. Address Box H-601, care of 
ae Acez, 100 East 42nd St., New York 





MANUFACTURER’S AGENCY, ESTAB- 
LISHED 1932. FINANCIALLY RESPONSI- 
BLE. Now selling leading Hardware and Auto- 
motive jobbers covering Pacific Coast with ware- 
houses Los and San Francisco. Desires 
an additional quality line. Can assure manufac- 
turer permanent connections with immediate vol- 
ume. Commission basis only. Address Box 
H-521, care of Harnpware Acz, 100 East 42nd 
St., New York 17, N. Y. 





WELL KNOWN MANUFACTURERS’ 
AGENT DESIRES One or Two Additional 
Lines for Metropolitan Chicago Area. Tested 
repeat items, selling through Hardware, Paint, 
Housewares, Automotive and Mill Supply Job- 
bers, Mail-Order Houses & Chains. Address 
Box H-579, care of Harnpware Ace, 100 East 
42nd St., New York 17, N. Y. 


NEW GOVT. SURPLUS 
ELECTRO GALV. SCREWS 


673 gr. Electro Galvanized Flat Head 
Wood Screws, 12”, 27 

1125 gr. Electro Galvanized Flat Head 
Wood Screws, 1”, 

549 gr. Electro Galvanized Flat Head 
Wood Screws, 142”, 212 

1315 gr. Electro Galvanized Flat Head 
Wood Screws, 2”, £11 

527 gr. Electro Galvanized Flat Head 
Wood Screws, 212”, 11 

96 gr. Twin Fast Flat Head Bright 

Steel Wood Screws, 2”, $11 

The following have been dipped in tallow: 

707 gr. Electro Galvanized Flat Head 
Wood Screws, 2”, $11 

352 gr. Electro Galvanized Flat Head 
Wood Screws, 212”, $11 


FOR QUICK SALE 
$1250 enrine LOT 


FACTORY BULK PACKING 
Samples if Desired 


BALTIMORE SALVAGE CO. 








201 W. PRATT ST., BALTO. 1, MD. 








WANTED—HARDWARE ENGINEER 
Manufacturer desires a reliable Hardware Engineer 
and Production Manager. One capable of designing 
and producing locks and various builders hardware 
items. Big opportunity with California company. 
Top — for a man of considerable experience with 
good ord. Write full particulars of experience. 
Letter” ‘wil be held in strict confidence. Statement 
of availability required. 

Address Box H-588, care of HARDWARE AGE 


100 East 42nd St., New York 17, N.Y. 











WANTED: By Western Pennsylvania Hard- 
ware Jobber—experienced Hardware Sales Pro- 
motion Manager. One thoroughly familiar with 
the needs of retail hardware stores in store ar- 
rangement, window trimming, writing of ads and 
preparing of all types of advertising matter. 
Kindly give complete personal history as well as 
salary wanted. Statement of availability re- 
quired. Address Box H-621, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





RESPONSIBLE SELLING AGENCY 


MILL SUPPLIES—OIL WELL SUPPLIES-- 
MARINE AND PLUMBING SUPPLIES—AG- 
ary a SOLICITATION THROUGHOUT 
TEXAS ND ees EXCELLENT 
REFERENCES. ADDRESS P. O. BOX 1150, 
HOUSTON, TEXAS. 





WANTED LINE FROM MANUFACTURER. 
SELLING to the jobber, department, chain, 
furniture and large retail stores also premium 
trade. Territory Southern Illinois, Eastern 
Missouri and St. Louis. Established 20 years. 
Commission basis only. Get ready for post war 
selling. Address Box H-595, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 





YOUNG MAN, 25, formerly with Well Known 
Purchasing Agency seeks First Class Connection 
as either Buyer or Manufacturer’s Agent. Ad- 
dress Box H-622, care of Harpware Ace, 100 
East 42nd St.. New York 17, N. Y 


EXECUTIVE AVAILABLE, AGE 33, PRES- 
ENTLY CHARGE Department Planning. Pur- 
chasing, Expediting, Hand and Power Tools. 
Annual Volume Twenty Million. College degree 
Mechanical Engineering. Knowledge Manufac- 
turers and Distributors Mid-West and East. De- 
sire Permanent Responsible Connection or dis- 
tribution with own organization. Will invest 
moderately. Best references. Address Box H-624, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 





FACTORY AGENTS, WELL RATED, LIVE 
Growing Organization with 11 Salesmen now, 
want strong lines of painters and paperhangers 
supplies and other specialties to sell to Paint and 
Hardware trade in Pacific Northwest and Alaska. 
Will stock or sell drop shipments. Write A. D. 
Hewitt Co., 2323 Second Ave., Seattle 1, Wash. 





ESTABLISHED NEW ENGLAND MANU- 
FACTURERS’ REPRESENTATIVE with ex- 
cellent sales force wants complete line of bronze 
and steel screen wire for distribution in New 
England States on commission basis. Adequate 
storage space for consigned stock. Address Box 





H-623. care of Harpware Ace, 100 East 42nd St.. 
New York 17, , - 








OPPORTUNITY 
FOR MANUFACTURERS OF 


HARDWARE & HOUSE- 
HOLD APPLIANCES 


Old Established Export Firm 
with Pre-World War I Experience 
wants to take up Additional Ex- 
clusive Lines for their Latin- 
American and Overseas Trade, 
on an Outright Cash Purchase 
Basis. 


Address Box H-613, care of HARDWARE AGE 
100 East 42nd St., New York (7, N. Y. 








ONION SETS 


Best quality—properly cleaned, screened 
and graded. 

Let us know your requirements, we will 
be pleased to submit prices. 


OLTHOFF BROS. 
South Holland, Ill. 








MANUFACTURER'S AGENTS 
WANTED TO SELL 


Line of Builders, Cabinet and Shelf Hardware 

to Hardware Wholesalers. Territory Middle 

West and New England. Statement of avail- 

ability required. 

Address Box H-6i!, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











NATIONALLY KNOWN PLUMBING 
SUPPLY HOUSE has Opening for Salesman 
calling on Hardware Trade in the Following 
Territories:—Virginia—West Virginia— Maryland 
— Delaware — Pennsylvania — Illinois — Indi- 
ana—Michigan—Wisconsin—Pacific Coast—Texas 
and New England States. Statement of avail- 
ability required. Address Box H-604, care of 
Harpware Ace, 100 East 42nd St., New York 
17.. M:. ¥- 





POSITION WANTED — ADVERTISING- 
PROMOTION EXECUTIVE Broad, practical 
experience in retail, wholesale and manufactur- 
ing advertising, sales promotion, catalogs and 
direct mail. Background in household appliances, 
furniture, hardware and machinery. Handle copy, 
layout, direct art work, photography and print- 
ing production. Prefer Chicago position—Now 
Adv. Mer. with national manufacturer. Address 
Box H-593, care of Harpware Ace, 100 East 
42nd St.. New York 17, N. Y. 





DISTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s seqpenentatees for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with ‘4epartmnent stores, 
hardware dealers and jobbers and with publie 
utilities and various magufacturing plants. If 
unable to oe deliveries at present, interested in 
discussing war representation. Address -- 
MELATRE “DISTRIBUTING CO., 420 Lexing- 
ton Ave.. New York 17, ¥. 





SALES MANAGER — Eastern Manufacturer 
of Builders’ Hardware, long established, is ready 
to consider applications for post-war attractive 
position. Write giving full information as to ex- 
perience; strict confidence assured. Statement of 
availability required. Address Box H-608, care 
of Harpware Acez, 100 East 42nd St., New York 
17, N. 





FOR SALE—HARDWARE STORE. Doing 
Excellent Volume of Business in a Town of 600 
in the Very Best Farming Country in Indiana. 
Reasonable rental in a nice building. Reason 
for selling, age. Address Box H-617. care of 
Harpware Ace, 100 East 42nd St., New York 
17, %. F. 





DEPENDABLE WHOLESALE CHICKS— 
50,000 WEEKLY. Year round hatches. 18 
Purebreeds & Crossb: s. Postal brings litera- 
ture. STANDARD HATCHERIES, 121 W. 





Third St.. Terre Haute, Ind. 
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Chassihied Opportumitien 


SNeckion... 








of supplies. 


salary expected and availability. 


100 East 42nd St., 


Stat t of 


BUYER WANTED 


By old established concern located in Philadelphia. 


An exceptional opportunity is open to an experienced hardware man thoroughly 
familiar with hardware and household merchandise, and acquainted with sources 


We are looking for a man who can, after the war, build this department up to 
be one of our most lucrative ones, and his own income accordingly. 

A good salary will be paid to the right man to start. 

Write giving full details as to past employment and experience, education, age. 


Address Box H-587, care of HARDWARE AGE 


New York 17, N. Y. 


ilability required. 





Distribution — Present and Postwar 
Established - Reliable - Aggressive 
Selling Agents 
ANCO CORPORATION 
Pittsburgh, Penna. 

Branch Offices 


New York — Philadeiphic — Detroit 
Chicago — Cleveland —  Louwisville 
Covering al) classes of jobbers. We wil 


carry the accounts or you can bill direct. 


Write jer further information end 
references. 











— MANUFACTURERS — 
WELL ESTABLISHED MANUFACTURERS’ 
AGENT, 8 AUTOM JOBBERS, 


. 3 UTO. 
HARDWARE JOBBERS AND CHAIN STOKES IN 
yy gg AND OWIO FOR TI 


RS IR 
CORRESPONDENCE INVITED. PRESENT AC- 
COUNTS WILL B As ENCES. 








Address Bex H-565, care of HARDWARE AGE 
100 East 42nd St, New York 17, WN. Y. 





WANTED 
EXECUTIVE TO MANAGE 


Hardware Jobbing Business. Permanent 
Position, Attractive Salary, and Bonus Pro- 
Position to Experienced Wholesale Hardware 
Man. Statement of availability rcquired. 


Address Box H-586, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


SALESMEN WANTED 


Please tell us lines you now sell 
and type of stores covered. 


THE WALTER S. KRAUS CO. 
WOODSIDE NEW YORK 


FOR CERTAIN OPEN TERRITORIES | 











TOP SALES REPRESENTATION—WELL 
ESTABLISHED MANUFACTURER’S AGENT 
COVERING WISCONSIN, AND NORTHERN 
ILLINOIS FOR THE PAST 12 YEARS DkE- 
SIRES POST-WAR CONNECTIONS FOR A 
HIGH GRADE LINE OF GAS RANGES. 
RADIOS, REFRIGERATORS, AND HOME 
FREEZERS. ACTIVE RETAILER AND JOB. 
BER FOLLOWING OF OVER 300 AC- 
COUNTS. WRITE BOX H-603, CARE OF 
HARDWARE AGE, 100 EAST 42ND ST., 
NEW YORK 17, N. Y. 





SALES REPRESENTATIVE ESTABLISHED 
TWELVE YEARS wants saiauulfacturers line 
for jobbers of hardware, builders, household & 
electrical appliances and supplies, plumbing & 
heating, mill, marine, industrial supplies, tools, 
and equipment, for Texas, Oklahoma, Arkansas, 
Louisiana. Address 4823 Lemmon Ave., Dallas 
9, Texas 


WANTED—BUYER AND MANAGER FOR 
Variety Goods Department (Toiletries, Drugs, 
Notions, etc.) for large Eastern Wholesale House, 
also serving hardware and housefurnishings stores 
All replies will be kept strictly confidential and 
should state age, experience, salary expected 
Statement of availability required. Address Box 
H-610, care of Harpware Acre, 100 East 42nd St.. 
New York 17, N. ¥ 


WANTED: By Western Pennsylvania Jobber. 
A Hardware Catalog Compiler. One thoroughly 
familiar with general hardware merchandise, 
house furnishings and sporting goods. In reply 
give age and full details as to experience as well 
as salary wanted. Statement of availability re- 
quired. Address Box H-620, care of Harpwarr 
Acer, 100 East 42nd St., New York 17, N. Y. 





SALESMAN WANTED TO SELL Econom- 
ical Paint Line, Brushes Pure and Mixe.l, 
Sponges, Lacquers and Lacquer Thinners, etc. A 
Permanent Money Making Connection. Statement 
of availability required. Address Box 994, 1474 
Broadway, New York, N. Y. 





LP-GAS 


Do you, Mr. Hardware Dealer, sell 
LP-Gas (bottled gas or tank gas)? Or 
do you sell LP-Gas appliances? 
if you can answer ‘‘Yes’’ to either question 
and if you have never seen a copy of 
LP-GAS MAGAZINE, send your name (no obli- 
gation) and address to R. R. Rountree, 9 East 
38th Street, New York 16, N. Y. 











SALESMAN WANTED TO CARRY A 
LINE of Plumbing & Heating Specialties on a 
Commission Basis. We are selling the Hardware 
Dealers & the Jobbers of Plumbing & Heating 
Supplies. Many Territories Open. Write stating 
Lines Now Carried, Experience and Territory 
Covered. Statement of availability required. Ad- 
dress Box H-574, care of Harpwarz Ace, 100 
East 42nd St., New York 17, N. Y. 





SALES AGENCY COVERING Texas, Louisi- 
ana, Oklahoma, and New exico, interested in 
additional lines for jobbers of hardware and 
plumbing supplies. Aggressive, well-established, 
responsible organization. Excellent commercial, 
financial, and per references. Address Box 
H-584, care of Hanpware Ace, 100 East 42nd 
St., New York 17, N.Y. 





SALESMAN — EXPERIENCED, HARD- 
WARE RETAIL STORE for Inside Work. 
Must have good references. Permanent position 
in Atlantic City. State salary and all details in 
first letter. Statement of availability essential. 
Address Kaufman & Weiner, 1007 Atlantic Ave., 
Atlantic City, New Jersey. 





DISTRIBUTORS OR REPRESENTATIVE 
HAVING CONNECTIONS with Hardware 
Stores and Woodworking Line wanted by Manu- 
facturer of High Grade Glue Powder, approved 
for years. Address Box H-614, care of Harpware 
Act, 100 East 42nd Street, New York 17, N. Y. 





MANUFACTURERS — COMPETITION IN 
POST-WAR will require Real Salesmanship. A 
d sales executive with close following in 





MANUFACTURER’S REPRESENTATIVE 
WITH 15 YEARS’ SUCCESSFUL EXPERI- 
ENCE SERVICING THE HARDWARE JOB. 
BERS IN THE FOLLOWING STATES:-- 
MISSOURI, KANSAS, OKLAHOMA, TEXAS, 
ARKANSAS, AND _ ILLINOIS, 1S_ PER. 
MITTED TO CARRY AN ADDITIONAL 


HARDWARE ON COMMISSION’ BASIS. 
ALSO ESTABLISHED WITH DEPARTMENT 
STORE TRADE. A-1 REFERENCES. AD. 
DRESS BOX H-609, CARE OF HARDWARE 
AGE, 100 EAST 42ND ST., NEW YORK 17, 
Me Bs 
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wholesale hardware and housewares field in 
Eastern Territory is interested in contacting 


tation. Address Box H-619, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 





SALES REPRESENTATIVE — DESIRES 
CONNECTION WITH Aggressive National Con- 
cern with definite post war plans. 29 years old, 
experienced, thoroughly acquainted with jobber, 
mill supply, industrial and retail hardware ac- 
counts. References. Address Box H-605, care of 
Harpware Ace, 100 East 42nd St., New York 





17, N 





manufacturers who desire outstanding represen-' 


SALES REPRESENTATIVE — WANTED: 
UNUSUAL OPPORTUNITY for man calling 
on lesale trade and large retailers selling 6 
inch stainless stee) rule with dept. gauge. Divi- 
sions in 32nds. and 64ths. Decimal equivalents 
on back. Some of our men make several hundred 
dollars monthly. Twelve on attractive display 
card—No price printed on card. Big appeal, ex- 
cellent commissions to salesman. Continuous re- 
peater. Mark Specialty Company, 406 Temple 
Bidg., Rochester 4, N. Y. 





SALESMAN—STATE OF CONNECTICUT 
AND Part of Massachusetts, to sell well known 
line Shanday brushes, mops and affiliated house- 
furnishings items to retail hardware and house- 
furnishing trade; business solicited from route 
list of active accounts built up over a period of 
many years. Applicants must live in Connecticut, 
have car and be draft deferred. Commission. 
Write, stating qualifications in full. Statement 
of availability required. Shane & Hays, Inc.. 
5300 21st Ave., Brooklyn, N. Y. 





FACTORY SALESMEN, WITH PROVEN 
SUCCESSFUL RECORD, established following 
from the retail hardware dealers in two leading 
Southern States wants connection with reliable 
manufacturer. Write for complete details. Ref- 
erences furnished. Address Box H-599, care of 
Harpware Ace, 100 East 42nd St., New York 
i he A 





ACCOUNTS WANTED, PRESENT OR 
POST WAR, Best Sales Organization in Central 
America, to act as Manufacturers’ Agents or 
Dealers. Builders and Shelf Hardware, Mill and 
Electrical Supplies, Bath Room appliances 
Rodolfo Cristales, P. O. Box 525, San Salvador, 
S &. 





CASH IN ON AMERICA’S MOST Profitable 
Paint Line. House Paint and Floor Enamel all 
colors to retail at $1.65, quick deliveries. We 
also have some pure bristle brushes left for sale. 
Address Box 995, 1474 Broadway, N. Y., N. Y. 





EXPORT. MAN FAMILIAR_ LATIN 
AMERICAN Hardware Trade. All Phases Ex- 
port Business widely traveled. Excellent records 
and references. Capable establishing successful 
export business. Seeks connection with Hard- 
ware, Tool and Light Machinery Manufacturers. 
Address Box H-544, care of Harpware AcE, 
100 East 42nd St., New York 17, N. Y. 





DESIGNER — PRODUCT 
record of achievement in 


INDUSTRIAL 
STYLIST, proven 


hardware product development field, desires con- 
nection with firm on salary or free-lance basis 
Address Box H-607, care of Harpware AGE. 





100 East 42nd St., New York 17, N. Y 
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RIEGEL 


WORK GLOVES 





These strong, protective work gloves are the product of 
one of America’s largest textile mills. They are Riegel- 
controlled —in one plant — from raw cotton to finished 
glove. This single close supervision of every detail 
results in unexcelled quality — durability — economy. 


Sold by Leading Wholesalers 


The Right Glove ry 


For Every Job” 





RIEGEL TEXTILE CORPORATION 


342 Madison Avenue, New York 17, N. Y. 














PAPER TWINE 


MADE BY 


Smooth— 
Strong— 
Flexible 


Made from Strong 
Northern Kraft 
Twisting Paper 
3 and sold under the 
Bie Fitler Trade Name 


“WOOD FIBER TWINE" 


PUT UPS 
On Wood Reels Approx. 50 Ib. each @ In Strand Form M/E 
Coils 100 Ib. each © In Balls 5 and 10 Ibs. each 


THE EDWIN H. FITLER CO. 


Manufacturers of 
Quality Rope for Over a Century 
ESTABLISHED 1804 
e 
MAIN OFFICE 


5625 Tacony St., Philadelphia 24, Pa. 




























WHEREVER 
1 GO, MY DIAMOND 
WRENCH GOES 
TOO & 
















DIAMOND 
TOOLS 


Are On Every 
Fighting Front 





DIAMOND CALK 
HORSESHOE CO. 








4622 Grand Avenue, DULUTH 7, MINN. 











NOVEMBER 9, 1944 





167 

















































Ondex SJo fitdwerlisew... 











A 

Acme Steel Co. 134 
Admat, Ltd. 142 
Air Express Div 145 
Allen & Co., Inc., S. L. 124 
Aluminum Company of America . |? 
Aluminum Goods Mfg. Co. 71 
American Cabinet Hdwe. Corp. 21 
American Central Mfg. Corp. 147 
American Chain & Cable Co., Inc. 76 
American Chain Div. 7% 
American Fork & Hoe Co. 91 
American Sponge & Chamois Co., 

Inc. 146 
American Steel & Wire Co. 47 | 
Animal Trap Co. of America 10 
Ansonia Electrical Co., The.. 8 
Arcade Mfg. Co 40 
Armstrong Bros. Tool Co 159 
Arvey Corp. 122 
Asco Chemical Co. 158 
Atkins & Co., E. C 16 
Atlas Tack Co. 15 
Austin Mfg. Co. 156 
Auto City Plating Co 65 
Automatic Equipment Co 24 

8 

Bailey Prihoda & Co 46 
Baker Mfg. Co. 121 
Bassick Co., The 132 
Bethlehem Steel Co 39 
Bird & Son, Inc. 36-37 
Boston Varnish Co. 54 | 
Briddell, Inc., Chas. D. 48 
Briggs & Stratton Corp 108 | 


c 


Central Rubber Products Co. Inc 156 
Century Metalcraft Corp. 48 
Champion Hardware Co. 52 
Champion Outboard Motors Co. 117 
Cheney Hammer Corp., Henry 44 
Chicago Die Casting Mfg. Co... .157 | 
Chicopee Sales Corp. 59 
Clark Co., J. R. . 103 
Clayton & Lambert Mfg. Co. 169 
Cleveland Wire Spring Co. 156 


Coleman Lemp & Stove Co..25, 66-67 


E 
Eagle Lock Co. 
Economics Laboratory, Inc. 
Economy Plumber Co. 
Edlund Co. 
Ekco Products Co. 
Electric Sprayit Co. 
Embury Mfg. Co. 
Englishtown Cutlery, Lid. 
Estate Stove Co., The 


F 
Faultiess Caster Corp. 
Federal Tool Corp. 








Columbia Steel Co. .. 47 
Columbian Rope Co 169 | 
Commercial Solvents Corp 155 | 
Continental Screw Co. 23 
Corbin, P. & F. «a 
Corbin Screw Corp 109 
Coughlan Co., G. N. oe 
Crescent Bronze Powder Co 114 
Cross & Co., Inc., W. W 157 
Cyclone Fence Div 47 | 
| 
D 
Damascus Steel Products Corp 161 
Datom Co., The 155 
Dearborn Stove Co. 170 
DeLuxe Clock & Mfg. Co., Inc. é 
Dempster Mill Mfg. Co. 26 
Detroi i 
sell ~ aaa Div., Borg- 
Diamond Calk Horseshoe Co. 167 
Dietz Co., The R. E 151 
Dixon Crucible Co., Joseph 169 
Domes of Silence 169 
Dri-Kleen Co. 159 
duPont de Nemours & Co., Inc., 
Fabrics & Finishers Dept. (Pro- 
tek) 50 
Plastics Dept. (Nylon Paint Brush 
Bristles) 18 
Durham Co., Donald 156 
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64 Kester Solder Co. 





Fitler Co., Edwin H. 
Frantz Mfg. Co. 


Eclispe Moulded Products Co. 
. 155 


oe 


Ferry Cap & Set Screw Co..... 


.. 161 


Fulton Bag & Cotton Mills 
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Garrett Co., Inc., Geo. K. 


Genera! Electric Co., Appliance & 
56-57 


Merchandising Div. 


| Gillette Safety Razor Co. 
| Gilmer Co., 


i om . 
Gits Molding Corp. 
Graham Mfg. Company 


Great Neck Saw Manufacturers, 
Inc. wudGet aha dt 
H 

Hagn Co., Joseph 


| Holl Level & Mfg. Works 


Hamilton Beach Co... 
Hanson Scale Co. 
Hoover Co., The 


Horton Mfg. Co., Fort Wayne, Ind. .93 
Huenefeld Compony, The ... 


| 
Imperial Bit & Snap Co. 
Independent Lock Co....... 
International Salt Co., 


J 
Jackson Mfg. Co. 


Johnson's Arms 
Iver 


Judd Co., Inc., 
Justrite Mfg. Co. 
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K-R-O Company, The 

Karno & Co., Inc., L... 
Kaul Importing Agency, Inc., 
Kay-Tite Company 
Kees Mfg. Co., F. D. 
Kellogg Brush Mfg. Co...... 
Kem-Tone 


Keystone Brass & Rubber Co 


.. 161 
.. 156 


Inc... 


& Cycle “Works, 
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Keystone Steel & Wire Co......... 


Kirk Molding Co., F. J. 
Knapp-Monarch Co. 
Kyonize 


Lamson & Sessions Co. 
Leech Products Co. 
Leipzig & Lippe, Inc. 


172 
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Letraw Mfg. Co. . 


Libbey-Owens-Ford Glass Co 


Lightningpak 
Lino-Paste Co. 
Lloyd Products Co. 
Lufkin Rule Co., The 
Lund Company, C. A... 
Lux Clock Mfg. Co., Inc... 


M 


Manning, Bowman & Co......... 


Marble Arms & Mfg. Co. 
Marshalltown Trowel Co. 
Martin-Senour Co. 
Mascot Stove Co. 
Master 
Master Metal Products, 
McCormick & Co. (Iron Glue 


McGill Metal Products Co.... 
McGraw Electric Co., Lesnmenenent 


PE. WI bcaniddcdecaddcecccenen 39 
Mercury Aircraft, Inc. ........---- 131 
Miller, Inc., Robert E............. 169 
Millers Falls Co. .........+-+-- . % 
Milwaukee Lace Paper Co........ 62 
Minnesota Mining & Mfg. Co..... 53 
Moore Enameling & Mfg. Co...... 68 
Moore Push Pin Co..........---+-- 163 
Moertell Ca., J. W......cccccecie 153 
Myers & Bro. Co., F. E... 105 

N 
National Export severed Ser- 

vice, Inc. .. . 163 
National Ideal Co., The pupeaawes 170 
National Lock Co. ........0.0005 52 
National Mfg. Co. ......--.+--++> 32 
New Haven Clock Co..........--- 20 
Newman Mfg. & Sales Co......... 157 
Ney Mfg. Co. .......-sceeeeeeeees 169 
Nicholson File Co. .......-.+++055 74 
Northland Ski Mfg. Co..........-. ll 
Nott Mfg. Co. .......-.--eeeeeeeee 100 

° 
Owens-Corning Fiberglos Corp. 55 
Owosso Products Co. .. if 
P 
Paragon Utilities Corp. ....... 4| 
Pearl-Wick Corp. ..........--+++ . 6 
Pittsburgh Plate Glass Co. (Store 

Foam? Biv.) ..cccccccsccceccvses 101 
Plumb, Inc., Fayette R............ 17 
ah ae ee re 129 
Peime Wig. Co. ...ccccccccceccces 150 
Progressive Mfg. Co. ..........-- 46 
Puritan Cordage Mills ........... 60 


. 

Railway Express tena woe Ex- 

press Div.) ......... 145 
ek a errrrerr cree re ! 
Remington Arms Co., Inc. @ 
Republic Steel Corp. ............. 33 
Rich Ladder & Mfg. Co., The..... 46 
Riegel Textile Corp. .............. 167 
Rival Mfg. Co. ‘ 152 
Rockford Brass Works . 4% 
Rogers Isinglass & Glue Co. 114 
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Rusticide Products Co. ............ 3% 
Ryerson & Son, Inc., Jos. T.... 157 
s 
Sand's Level & Tool Co....... 163 
Sandvik Saw & Tool Corp....... 169 
Schaffner Co., Gus J.............. (58 
2 & eee 156 
Service Station Equipment Co.....143 
Sheffield Bronze Powder & Stencil 
Co., Inc. ‘ 
Shelby Spring Hinge Co. MGi< theese 153 
See Bi DORGIR 6:0 6 5.60 gccecen 00 148 
Biber “Gs ohn dco Sekiecscdas cane 9 
Skillman Hdwe. Mfg. Co. ......... 156 
Smith, Inc., Landon P. .......... 15! 
Soilicide Laboratories ............ 5! 
Solo Products Corp. ............- 159 
eet TH MI aoc cs vrccctcccnsess 163 
Gpredling’s, We. « <.s.c0cccccecisses 158 
Stanley Works, The ............ 14 
GPRM, GB ii ccc dias ccecsenenss 2 
Stith, M. L. & MM. du.......ccceeee 169 
Superior Fastener Corp. ....... 156 
Swift & Co. "'Vigoro Div." 160 
T 
Taylor Instrument Companies . 29 
Tennessee Coal, Iron & Railroad 
Co. + kites aegas sa 
Tennessee Corp. ‘(Lome Div.)..... @ 
Tennessee Valley Associates ..... 130 
Textile Mills ........cccccccccscees 62 
Thermal Co. ......-.--seceeeeeeee 20 
Toastmaster Products Div., McGraw 
eS err 139 
Tremco Mfg. Co. ......-.-0s0-+++ 1% 
Turner Brass Works, The.......... ae 
U 
Union Hardware Co. ........-- 38 
United Gilsonite Laboratories 134 
United States Plywood Corp. 
(Weldwood Div.) .......------: 149 
United States Steel Corp........ 47 
Vv 
Vaco Products Co. ... , 160 
Vaughan Novelty Mfg. Co... 160 
Verd-A-Ray Corp. .......+.-++++: 116 
Vichek Tool Co. 151 
Ww 
Warren Telechron Co. .... . AS 
Warwick Mfg. Corp. ......- a ae 
Washburn Co., The .......- 137 
Westclox Div., General Time In- 
struments Corp. .........-- 72 
Whitlock Supply Co. 156 
Will & Baumer Candle Co. . 
Wilson-Imperial Co. ....... 121 
Wiss & Sons Co., J. .. 120 
Y 
Yale & Towne Mfg. Co. a 3 
Zz 
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AVAILABLE NOW 
for Civilian USE 
with the proper priority 


Correct design, sound 
construction and high 
operating efficiency. 





No. 22A FIRE POT 


Ne. 32A TORCH 


CLAYTON & LAMBERT MFG. CO. 


Torch and Fire Pot Division 
14247 Tireman Ave. ° Dearborn, Michigan 

































Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 


.) COLUMBIAN ROPE CO. 


SANDVIK 


PULPWOOD SAWS 
AND 
BUCK SAWS 
(FOR CUTTING FIREWOOD) 
¢ SAVE TIME 
¢ SAVE ENERGY 
e SAVE STEEL 


Through your regular suppliers 
or write Factory Sales Office: 


SANDVIK SAW & TOOL CORPORATION 

















47 WARREN STREET New York, N. Y. 











sent” T)QOMES of SILENCE 





SLIDE SILENTLY - SOFTLY- SMOOTHLY 


40c SET - 10c SET-10c SET SAVE FURNITURE 
(=> ° FLOORS - CREATE QUIET 










Look for name 
"Domes of Silence" 


TOA 





lated Cushion Glides 





Domes of Sil — ! 
For Tile, Marble, Cement and Bathroom Floors. 


Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 





Ask your Jobber. If he is not supp 


DOMES of SILENCE Inc., 35 Pea 


NOVEMBER 9, 1944 





GENUINE AE 


PRODUCTS 


5 ’ ’ 
(2) La VTA 





Seryuhe hé 
HAYING TOOLS 


Hay Carriers, Carrier Track, Track Fixtures, 
Hay Forks, Hay Slings, Sling Attachments, 9 
Hay Pulleys, Gable Hinges, Hay Rack =a e 
Clamps, Power Hoists, Hay Knives, etc., etc. Wage 


Established 1879 


— atso BARN EQUIPMENT anp 
HARDWARE SPECIALTIES 


**Guaranteed to satisfy the user’’ 










THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE - COUNCIL BLUFFS, IA 


Dita Lp 
. BETWEEN A GOOD RIFEE~ 


ane 6000 bo =| 

























STITH Install-it- aupedl MOUNT S are uate in- 
stalled . . . No drilling of rifle .. . No stock cuts 

; Ready for immediate fitting, using only a 
screwdriver. 


We can make prompt delivery on mounts for Weaver 
and Lyman Alaskan Scopes to fit Winchester M-70; 
Savage M-99; for Weaver Scopes for Winchester M-75 
Sporter, Remington M-513-S and Savage M-23. They 
retail at $12.00. 


Advertised in practically all Sports Magazines 








For information and folders, write 


M. L. & M. J. STITH 
TRANSIT TOWER, SAN ANTONIO 5, TEXAS 


IT’S TIME FOR STORM WINDOWS AND... 


KEE GOSSETT¥ 


HANGERS |} 


Special guide flange and large “eyes” make 

them handiest of all hangers. One set of 

hooks serves for both storm sash and 

screens. You can get extra eyes or lower 

halves packed separately. Cash in on the 

growing popularity of storm Windows. They 
save fuel. 


F. D. KEES MFG. CO. 


L) BOX K-8 — BEATRICE, NEBRASKA 


(Established 1874) 
DISTRIBUTED THRU WHOLESALE HARDWARE TRADE 




















KES 


ONE DOZEN SELLS ANOTHER 
---when you stock GRAPHITE SLIPSTIK 


metas == DIXON’S fast rub-on lubricant 


1. 5 f EMM Sell Dixon’s new SLIPSTIK to lubricate bicycle 
and various types of chains, fire-arm actions and for 
household friction-fighting jobs—“fixing” doors, 
windows, drawers, and eyerything that sticks, 
squeaks or: squeals. It’s a medium-soft wax-like 
graphite lubricant which adheres lastingly to metal, 
wood, leather and all hard and soft materials, 
Investigate SLIPSTIK today. Write Dept. 40. 



































JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY 3, N. J: 


Canada: Canadian Asbestos Company - Montreal - Toronto « V. + Winnipeg 
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ORDER THIS COLD WEATHER ITEM NOW 


NO. 29 PREMIER 
} ELECTRIC FOUNTAIN 
| HEATER 












This automatic electric fountain heater (one of | 
many items in our long poultry farm equipment 
line) is made from heavy galvanized iron, has a 
100 watt, mica insulated heater, operates very eco- 
nomically and is automatically controlled. With 
egg prices on the increase, all poultrymen with 
ample feed supplies ahead will be looking for new 
equipment this fall and winter. This electric foun- 
tain heater will help increase egg production by 
keeping warm water before the flock. Write today 
for complete equipment catalog and dealers’ prices. 


Dealer's price on No. 29 beater $2.77 ea. f.0.b. Toledo. Individual 
cartons—S to steel strapped bundle. Order from this ad. 


THE NATIONAL IDEAL CO., TOLEDO, OHIO | 








KEYSTONE 
CATALOG NOW 





Illustrating thou- 
sands of plumbing 
tools, plastic items, 
rubber and house- 
hold specialties. 


IF YOU ARE NOT ON OUR 
MAILING LIST PLEASE WRITE 
TODAY FOR YOUR COPY! 














KEYSTONE BRASS & RUBBER COMPANY, INC. 


Genoral Offices: Brood St. & Lehigh Ave. 
PHILADELPHIA 34, PA. 
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DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


increase your profits. Join the swing 

to Dearborn, the complete line of vented 
ona unvented heaters offering out- 
standing Safety and Convenience fea- 
tures plus 
It’s the Quality lime that leads in sales 
from coast to coast. 


FEATURES THAT SELL 


Ultra-smart Appearance—-Air Insulated 
Cabinets—Hi Crown Burners—Auto- 
matic Lighting—Syphonaire Chassis— 
Super Glo Radiants—A.G.A. Ap- 
proval. These ere features that make 
Dearborn heaters truly Outstanding. 
They Offer a Tsikable—-Visible and 
Saleable difference. 


WRITE FOR LITERATURE 


AIR COOLED CABINETS 
For Safety 


A fire hazard. The esbinet never bot. Yes, you 
ir Insulated Cabinets end the fire os 4 oe. : "1 a. 
tains. No seared fingers. furniture. syphonaire chassis 

secret. It’s patented. Dearborn’s famous cool cabinet feature ts s major contribu- 

tion to safety. 








But 
PRO. 
OAR 


NAT. 
MFG. 
mmx. 





FAMOUS HI-CROWN BURNER 
with Blue Fiame Pilot Light 


ALL Dearborn Heaters have this — but definitely superior Hi-Crowe Burnes 
and Blue Flame Pilot get Derformanmce plus the 
convenience and safety of Automatic 


DEARBORN STOVE COMPANY 


kee Ave., Ch i. 3625 8S. Grand Ave., Los Angeles, Calif. 























STEP AND ELEVATOR BOLTS 


Lamson Elevator Bolts are made in four standard types. 
No. 1, flat head countersunk; No. 2, oval head; No. 3, 
flat head, with slot, four fins beneath the head; No. 4, 
flat head, four fins beneath the head. Stocked to %-inch 
diameter; with large heads to Bolt Institute standards. 
A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
Jor you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 
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ALUMINUM WARE IS ON THE WAY! 
You’ve heard the good news, of course, that we \y IW 
are now authorized to manufacture aluminum 


5 cooking utensils in limited quantities. Again, these THE GUARANTEED ALUMINUM 
A MIRRO PRODUCT 











s. fast-selling products will be reaching your store 
through the time-proved MANUFACTURER- 
JOBBER-RETAILER system of distribution. 
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